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Francis  Erbrick,  UPS  vice-president  of  information  services,  ex¬ 
plains  the  role  of  netwoiking  in  his  company’s  new  maiketing  thrust. 


Inf l  network  helps  UPS 
set  sights  on  global  market 

United  Parcel  Service  net  will  help  track  550,000 
packages  delivered  by  air  to  41  countries  daily. 

By  Bob  Brown 

Senior  Writer 


IBM  enhances  DB2, 
reveals  DBMS  plans 

Firm  pledges  to  add  distributed  capabilities  to 
the  data  base  products  in  its  SAA  architecture. 

By  Barton  Crockett 

Senior  Writer 


Use  of  ISDN 
PRI  to  help 
firm  grow 

By  Wayne  Eckerson 

_ Staff  Wtiter _ 

OMAHA,  Neb.  —  WATS  Mar¬ 
keting  of  America,  Inc.,  an  early 
user  of  AT&T’s  ISDN  Primary 
Rate  Interface  facilities,  recently 
said  it  anticipates  the  service  will 
enable  it  to  handle  one  million 
additional  calls  a  year. 

The  Integrated  Services  Digi¬ 
tal  Network  service,  currently 
provided  over  two  T-l  lines  as 
part  of  a  3-month-old  field  test, 
has  already  enabled  the  telemar¬ 
keting  firm  to  keep  more  accu¬ 
rate  and  up-to-date  customer  re¬ 
cords  and  to  handle  peak  calling 
periods  better.  Six  more  Primary 
Rate  Interface  lines  are  sched¬ 
uled  to  be  installed  by  December. 

“The  ISDN  service  is  proving 
to  be  a  real  asset  for  us,”  said 
Daniel  Denine,  director  of  sys¬ 
tems  and  communications  for 
WATS  Marketing.  “It  is  a  techno¬ 
logical  advancement  that  will 
benefit  the  telemarketing  indus¬ 
try.” 

WATS  Marketing,  a  wholly 
owned  subsidiary  of  American 
Express  Co. ,  handles  customer  in¬ 
quiries  and  processes  orders  for 
businesses,  including  American 
Express.  The  company  has  425 
operators  handling  an  average  of 
10,000  calls  an  hour,  according 
to  Denine. 

( continued  on  page  54 ) 


NEW  YORK  —  United  Parcel 
Service,  Inc.  (UPS)  last  week  an¬ 
nounced  a  major  expansion  of  its 
international  air  package  deliv¬ 
ery  service  into  19  more  coun¬ 
tries,  a  bold  move  made  possible 
in  large  part  by  the  company’s  2- 
year-old  international  network. 

In  a  press  conference  held 
here,  UPS,  a  $9.7  billion  privately 
owned  company,  said  it  will  soon 
service  41  countries,  including 
the  People’s  Republic  of  China 
and  Australia. 


Company  officials  said  UPS’ 
international  computer  network, 
dubbed  the  International  Ship¬ 
ments  Processing  System  (ISPS), 
played  a  key  factor  in  the  deci¬ 
sion  to  expand  UPS’  business 
worldwide.  Last  year,  the  compa¬ 
ny  delivered,  on  average,  10.5 
million  packages  daily  around 
the  world. 

ISPS  complements  UPS’  large¬ 
ly  domestic  UPSnet  network  and 
helps  reduce  delays  in  interna¬ 
tional  shipments  by  generating 
documents  needed  to  clear  pack- 
( continued  on  page  55 ) 


WHITE  PLAINS,  N.Y.  —  IBM 
upgraded  its  flagship  relational 
data  base  management  system 
here  last  week  and  issued  a  major 
statement  of  direction  promising 
to  offer  distributed  versions  of 
most  of  its  DBMS  products. 

Version  2  Release  2  lets  IBM’s 
popular  Database  2  (DB2)  for  the 
first  time  read  information  in 
multiple  remote  DB2  data  bases 
and  update  files  in  one  remote 
DB2,  a  small  but  significant  step 
on  the  way  to  introducing  fully 
distributed  DBMSs. 

IBM  also  spelled  out  its  inten¬ 
tion,  in  a  prepared  statement,  “to 
provide  distributed  data  capabili¬ 
ty  across  all  Systems  Application 
Architecture  [SAA]  computing 
environments.” 

“Our  vision  of  the  future,” 
said  Gary  Ferdinand,  IBM’s  man¬ 
ager  of  advanced  data  base  prod¬ 
ucts,  is  to  make  it  possible  “to 
have  an  application  program  ex¬ 
tract  data  from  any  number  of 
[DBMS]  sites  on  an  SNA  network. 
Ultimately,  application  programs 
themselves  will  be  divided  up  and 
executed  in  different  sites,  trans¬ 
parent  to  the  user.” 

Ferdinand  said  distributed 
DBMSs  are  the  key  to  making 


such  networks  possible.  Just  as  a 
DBMS  on  a  mainframe  manages 
data  base  inquiries,  a  distributed 
DBMS  would  handle  inquiries  for 
data  anywhere  in  a  network. 

“The  easy  part  of  this  kind  of 
environment  is  building  the  com¬ 
munications  links,”  Ferdinand 
said.  “To  get  what  you  really 
want,  which  is  transparent  access 
to  data  and  applications  across  a 
network,  you  need  distributed 
data  bases.” 

Users  and  analysts  said  IBM’s 
(continued  on  page  8) 

Group  sets 
health  care 
net  standard 

By  Rex  Bowman 

West  Coast  Correspondent 

TUCSON,  Ariz.  —  A  group  of 
hospitals,  health  care  informa¬ 
tion  systems  vendors  and  consul¬ 
tants  has  developed  a  communi¬ 
cations  standard  for  its  industry 
intended  to  simplify  the  task  of 
networking  computer  systems 
within  and  between  health  facili¬ 
ties. 

The  effort,  a  multilayered  pro¬ 
tocol  called  Health  Level  7  (HL- 
7),  complements  Open  Systems 
Interconnection  standards  as 
well  as  de  facto  network  stan¬ 
dards  such  as  Transmission  Con¬ 
trol  Protocol/Internet  Protocol 
and  Digital  Equipment  Corp.’s 
DECnet. 

The  committee  pushing  HL-7 
was  originally  established  in 
March  1987,  when  the  Hospital  of 
the  University  of  Pennsylvania 
convened  a  meeting  of  15  ven¬ 
dors  and  health  care  institutions 
to  consider  the  need  for  such  a 
protocol.  Two  weeks  ago,  85  rep¬ 
resentatives  from  hospitals  and 
their  vendors  attended  a  commit¬ 
tee  meeting  here. 

The  momentum  behind  HL-7 
is  driven  by  the  fact  that,  over  the 
years,  many  hospitals  automated 
their  various  departments  using 
equipment  best  suited  for  their 
specific  applications.  The  re¬ 
sult  is  a  hodgepodge  of  systems 
that  use  different  communica- 
( continued  on  page  54 ) 
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Users  cultivating  hybrid 
methods  to  manage  nets 

Homegrown  systems  are  helping  companies 
manage  the  diversity  of  network  elements. 


By  Chuck  Papageorgiou 

Special  to  Network  World 

Faced  with  difficult  condi¬ 
tions  and  a  changing  environ¬ 
ment,  farmers  long  ago  devel¬ 
oped  hybrids  to  improve  the 
yield  and  quality  of  their  crops. 

Today’s  network  planners 
and  users  have  similar  prob¬ 
lems.  With  equipment  from  a 
variety  of  vendors  using  differ¬ 
ent  media  and  divergent  proto¬ 
cols,  users  must  develop  effec¬ 
tive  hybrid  network  manage¬ 
ment  systems  to  handle  the 


often  harsh  communications 
climate. 

The  term  “network  manage¬ 
ment  system”  encompasses  a 
variety  of  products  and  ser¬ 
vices.  Recently,  net  manage¬ 
ment  systems  have  evolved 
from  a  collection  of  modules, 
such  as  IBM’s  Network  Commu¬ 
nications  Control  Facility 
(NCCF)  and  Digital  Equipment 
Corp.’s  Network  Control  Pro¬ 
gram  (NCP),  to  more  compre¬ 
hensive  systems,  such  as  IBM’s 
(continued  on  page  31) 


MCI  wages  court  battle  to 
reverse  FCC  Tariff  15  rule 

AT&T’s  Competitive  Pricing  Plan  assailed  by 
MCI,  FCC  commissioner  as  unlawful  and  unfair. 


By  Anita  Taff 

Senior  Correspondent,  Washington 

WASHINGTON,  D.C.  —  In  an 
effort  to  reverse  the  FCC’s  deci¬ 
sion  to  allow  AT&T  to  proceed 
with  Tariff  15,  MCI  Communica¬ 
tions  Corp.  recently  took  its  bat¬ 
tle  to  court,  arguing  that  the  tariff 
is  unlawful,  a  sentiment  echoed 
by  FCC  Commissioner  Patricia 
Diaz  Dennis  in  a  statement  she  is¬ 
sued  last  week. 

MCI  asked  the  U.S.  Court  of 
Appeals  for  the  District  of  Colum¬ 
bia  to  review  the  Federal  Commu¬ 
nications  Commission’s  decision 
to  allow  Tariff  1 5  to  go  into  effect 
while  it  investigates  its  legality. 

MCI’s  petition  said  the  FCC 
should  have  rejected  the  tariff  be¬ 
cause  it  violates  provisions  of  the 
Communications  Act  of  1934. 
MCI  also  asked  the  court  for  expe¬ 
dited  handling  of  the  case. 

Diaz  Dennis,  who  has  said  she 
believes  the  FCC  erred  by  allow¬ 
ing  Tariff  1 5  to  go  into  effect,  is¬ 
sued  a  statement  last  week  outlin¬ 
ing  her  concerns.  She  said  there  is 
“a  strong  likelihood”  that  the 
tariff  is  unlawful  and  therefore 
should  be  suspended  during  the 
investigation. 

Tariff  15,  also  referred  to  as 
AT&T’s  Competitive  Pricing  Plan, 
allows  AT&T  to  offer  below-tariff 
rates  to  customers  being  wooed 


by  competing  carriers  offering 
similar  deals.  The  first  pricing 
plan  outlined  by  AT&T  below  tar¬ 
iff  was  designed  for  Holiday 
Corp. 

The  issue  has  sparked  a  heated 
legal  debate  because  it  appears 
Tariff  1 5  could  be  in  violation  of 
Section  202  of  the  Communica¬ 
tions  Act,  which  forbids  unjust  or 
unreasonable  discrimination  in 
the  provision  of  similar  services. 

AT&T  contends  that  the  tariff 
would  allow  it  to  make  a  competi¬ 
tive  response  to  less  regulated, 
nondominant  carriers  that  it 
claims  are  undercutting  its  ability 
to  compete  in  the  market. 

Diaz  Dennis  said  she  is  not 
persuaded  by  that  AT&T  argu¬ 
ment  because  the  FCC  has  never 
approved  discounts  limited  to  a 
single  customer,  even  in  cases 
where  the  company’s  ability  to 
compete  was  in  question. 

“The  commission  has  given 
every  indication  that  such  indi¬ 
vidualized  discounts,  especially 
when  offered  by  a  dominant  car¬ 
rier,  would  be  highly  suspect,  if 
not  unlawful  on  their  face,”  Den¬ 
nis  said. 

MCI  is  basing  its  appeal  on  a 
similar  premise.  Provision  of  ser¬ 
vice  by  AT&T  to  one  customer  un¬ 
der  special  conditions  is  unlawful 
( continued  on  page  8 ) 


Network  manager  rises  to 
post  of  CIO  for  company 

Weyerhaeuser  exec  follows  uncommon  path. 


By  Barton  Crockett 

_ Senior  Writer _ 

TACOMA,  Wash.  —  With  com¬ 
puter  and  communications  de¬ 
partments  merging,  network 
managers  increasingly  complain 
that  the  top  jobs  pass  them  by, 
only  to  be  filled  by  their  data  pro¬ 
cessing  brethren. 

One  manager  who  bucked  this 
trend  is  Susan  Mersereau.  She  re¬ 
cently  moved  from  director  of 
telecommunications  to  vice-pres¬ 
ident  and  general  manager  at 
Weyerhaeuser  Information  Sys¬ 
tems  (WIS),  the  communications 
and  data  processing  subsidiary  of 
paper  products  conglomerate 
Weyerhaeuser  Co.,  based  here. 

In  her  new  job,  Mersereau 
heads  the  information  systems 
division,  a  job  comparable,  she 
said,  to  chief  information  officer. 

Mersereau  said  her  communi¬ 
cations  experience  was  invalu¬ 
able  in  landing  the  promotion. 

“I  work  in  a  highly  networked 
corporation,”  she  said.  “As  a  re¬ 
sult  of  working  with  several 
groups  in  my  communications  ca¬ 
pacity,  I’ve  gained  a  company¬ 
wide  perspective,  which  is  impor¬ 


tant  in  this  job.” 

At  WIS,  Mersereau  controls  an 
organization  with  450  employ¬ 
ees.  This  group  manages  the  in¬ 
formation  systems  and  voice  and 
data  networks  that  serve  most  of 
Weyerhaeuser’s  180  office  sites 
nationwide.  WIS  also  sells  infor¬ 
mation  processing  and  communi¬ 
cations  services  to  other  firms. 

According  to  some  headhunt¬ 
ers,  a  move  like  Mersereau’s, 
from  director  of  communications 
to  CIO,  is  difficult  for  most  com¬ 
munications  managers. 

“Certainly,  the  people  who 
tend  to  become  CIOs  are  the  sys¬ 
tems  people,”  noted  Norbert  Got- 
tenberg,  managing  director  and 
head  of  the  information  systems 
practice  at  the  headhunting  firm 
Russell  Reynolds,  Inc.  in  New 
York.  “These  are  the  people  with 
the  exposure  and  the  budgets  that 
get  them  the  top  job.” 

Yet  Mersereau  isn’t  shy  about 
going  against  the  grain.  She  used 
a  liberal  arts  background  to  land 
a  job  as  director  of  MIS  with  the 
Seattle  School  District.  She  later 
transferred  to  Weyerhaeuser  as 
(continued  on  page  8) 
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Empire  Net.  The  New  York  State  Office  of 
General  Services  last  week  awarded  a  contract  to  a 
team  of  vendors  for  a  statewide  digital  voice/data 
network  that  will  link  all  state  agencies.  It  is  the 
largest  network  contract  the  state  has  ever  awarded. 
Empire  Net  will  cost  $180  million  over  a  five-year 
period  and  save  the  state  an  estimated  $  1 50  million 
over  the  life  of  the  contract. 

The  network  will  be  provided  by  a  consortium  of 
New  York  companies.  As  the  prime  contractor  for 
the  network,  Eastern  Microwave,  Inc.  will  provide 
long-distance  microwave  transmission  services. 
New  York  Telephone  Co.,  a  Nynex  Corp.  operating 
company,  will  provide  T-l  and  other  digital  ser¬ 
vices.  IBM  will  supply  more  than  100  Network 
Equipment  Technologies,  Inc.  Integrated  Digital 
Network  Exchange  T-l  multiplexers.  Nynex’s  Infor¬ 
mation  Solutions  Group,  Inc.  will  provide  comput¬ 
ers  and  systems  integration  services,  and  Nynex 
Business  Information  Systems  Co.  will  provide  sev¬ 
eral  thousand  multiplexers  and  maintenance. 

Network  Strategies,  Inc.  of  Fairfax,  Va.,  was  the 
consultant  for  Empire  Net,  which  will  consolidate 
multiple  analog  networks  that  use  more  than  8,000 
circuits  to  link  98  New  York  state  agencies,  includ¬ 
ing  the  state  lottery  network  and  its  4,000  lottery 
sales  agents. 

U.S.,  UK  pact  inked.  As  expected,  the  U.S. 
and  the  UK  signed  an  agreement  this  week  that 
should  greatly  ease  restrictions  governing  the  use  of 
private  lines  between  the  two  countries  (“U.S. 
agreement  with  UK  to  allow  advanced  services,” 
NW,  Oct.  3). 


The  pact,  according  to  Phil  Onstad,  a  member  of 
the  public  policy  committee  of  the  International 
Communications  Association,  will  let  users  support 
services  between  the  countries  that  are  currently 
prohibited  by  international  treaty,  such  as  electron¬ 
ic  data  interchange. 

Satellite  rules.  The  second  session  of  the 
World  Administrative  Radio  Conference  on  the  Use 
of  Geostationary  Satellite  Orbit  (WARC  ORB-88) 
wrapped  up  its  work  last  week  and  signed  a  new  in¬ 
ternational  treaty  governing  the  distribution  of  sat¬ 
ellite  and  radio  bandwidth  among  countries. 

The  goal  of  the  session  was  to  find  a  formula  that 
would  ensure  developing  countries  have  equal  ac¬ 
cess  to  the  crowded  satellite  orbit  space  above  the 
earth.  Several  of  these  countries  have  complained 
that  this  space  will  be  filled  before  they  are  able  to 
launch  their  own  satellites.  The  new  rules  adopted 
by  WARC  ORB-88  go  into  effect  on  March  16, 1990. 

RBHC  keeps  stake  in  BELLCORE.  US 

West  Advanced  Technologies,  Inc.,  a  subsidiary  of 
regional  Bell  holding  company  US  West,  Inc.,  last 
week  said  it  has  withdrawn  its  notice  of  intention  to 
sell  its  stock  in  Bell  Communications  Research,  Inc. 
(BELLCORE). 

US  West  and  the  six  other  RBHCs  are  co-owners 
of  BELLCORE,  a  Livingston,  N.J. -based  research  and 
development  group.  In  December  1986,  US  West 
told  BELLCORE  it  planned  to  sell  its  interest  in  the 
group  within  three  years.  In  the  interim  period,  US 
West  built  its  own  research  and  development  facility 
in  Englewood,  Colo. 
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“Taiwan's  down  again. 

Somehow  this  is  going  to  be  my  fault. ;* 

When  the  overall  reliability  and  transmission 
quality  of  your  data  services  are  critical  to  your  suc¬ 
cess,  the  services  you  choose  for  your  company  can  be 
vitally  important. 

But  it  is  nice  to  know  you  can  depend  on  the 
AT&T  Worldwide  Intelligent  Network  for  your  commu¬ 
nications  services  between  the  U.S.  and  other  coun¬ 
tries.  This  network  is  maintained  internationally 
through  the  cooperation  of  PTTs  around  the  world  to 
provide  high-performance  transmissions. 

With  subsidiary  offices  overseas,  AT&T  offers 
you  reliable  customer  service.  So  whether  it’s  facili¬ 
tating  new  service  installment  or  keeping  existing 


services  operating  smoothly  and  efficiently,  you  can 
count  on  AT&T. 

AT&T  is  also  committed  to  implementing  state-of- 
the-art  fiber  optic  technology  along  with  a  wide  range 
of  data,  voice  and  video  services.  These  services  can 
enable  you  to  globalize  applications  with  accuracy  and 
timeliness. 

Let  AT&T  tailor  services  for  your  business  needs 
and  assist  in  long-range  planning.  Call  your  account 
executive,  or  the  International  Response  Center  at 
1  800  448-8600,  Ext.  349,  and  find  out  how  AT&T  can 
meet  your  needs  in  the  international  marketplace. 

From  equipment  to  networking,  from 
computers  to  communications,  AT&T  is  the 
right  choice. 


AT&T 

The  right  choice. 


©1988  AT&T 


Paradyne  reports  3Q  loss 
due  to  cutbacks,  severance 

Firm  to  swallow  $26m  charge  against  earnings 
due  in  part  to  decision  to  drop  older  products. 


EDI  quick  response  keeps 
retailers'  shelves  stocked 


By  Bob  Brown 

_ Senior  VWiter _ 

LARGO,  Fla.  —  Paradyne 
Corp.  last  week  said  it  will  report 
a  third-quarter  loss  due  largely  to 
a  $26  million  charge  against 
earnings  it  is  taking  for  product 
cutbacks,  facilities  consolidation 
and  severance  payments. 

The  data  communications 
equipment  maker  did  not  specify 
how  much  it  would  lose  for  the 
quarter,  which  ended  Sept.  30,  or 
how  its  revenue  would  fare.  For 
the  corresponding  period  a  year 
ago,  Paradyne  reported  net  in¬ 
come  of  $278,000  on  revenue  of 
$58.2  million. 

A  major  portion  of  the  im¬ 
pending  charge  stems  from  Para- 
dyne’s  decision  to  withdraw  sev¬ 
eral  older  and  stagnant  product 
lines  beginning  Nov.  1,  the  com¬ 
pany  said. 

Phasing  out  these  products 
“will  allow  the  company  to  lower 
its  cost  of  doing  business  and  in¬ 
vest  in  those  products  and  ser¬ 
vices  that  have  potential  for  pro¬ 
viding  a  better  return  on  our 
investment,”  said  John  Mitchum, 


By  John  Cox 

_ Senior  Editor _ 

According  to  users,  some  of 
the  most  attractive  features  of 
IBM’s  latest  version  of  NetView 
are  those  that  promise  to  simplify 
the  automation  of  net  control 
procedures  and  improve  commu¬ 
nications  between  NetView  pro¬ 
grams  running  on  large  and  mid¬ 
size  computers. 

The  result  will  be  less  demand 
on  pricey  programmer  time,  fast¬ 
er  automation  and  greater  cen¬ 
tralized  control  over  far-flung 
network  resources,  according  to 
two  NetView  users.  IBM  an¬ 
nounced  NetView  Release  3  on 
Sept.  20  along  with  enhance¬ 
ments  to  other  NetView  applica¬ 
tions  (“Networks  shine  in  IBM 
product  rollout,”  NW,  Sept.  29). 

Users’  assessments  of  the  new 
NetView  features  varied  accord¬ 
ing  to  their  respective  network 
needs. 

Of  special  interest  to  Ronald 
Mura,  director  of  data  communi¬ 
cations  at  John  Hancock  Mutual 
Life  Insurance  Co.  in  Boston, 
were  the  new  asset  management 
capability  and  IBM’s  new  NetView 
starter  kit. 

For  Harry  Kochman,  director 
of  data  communications  at  Conti¬ 
nental  Insurance  Co.’s  Neptune, 
N.J.,  data  center,  changes  to  the 
NetView  LAN  Manager  program 


who  joined  Paradyne  as  its  presi¬ 
dent  and  chief  executive  officer  in 
June. 

Products  the  company  is  with¬ 
drawing  from  the  market  include 
its  older  generation  packet¬ 
switching  and  data  encryption 
products,  the  PDS  270  and  PDX 
Messenger  display  terminals,  re¬ 
sponse  transaction-processing 
systems  and  some  peripheral 
products.  Paradyne  will,  howev¬ 
er,  continue  to  service  these 
products. 

The  company  plans  to  in¬ 
crease  its  focus  on  network  man¬ 
agement  systems,  modems,  sta¬ 
tistical  and  T-l  multiplexers, 
channel  extension  systems  and 
customer  service  and  support  of¬ 
ferings.  It  will  also  continue  to 
sell  its  new  packet-switching 
equipment. 

“The  company  is  sharpening 
its  focus  on  strategic  opportuni¬ 
ty,”  Mitchum  said. 

These  strategic  opportunities 
include  new  OEM  agreements  and 
the  recently  announced  Factory 
Authorized  Distributor  Program, 
which  targets  small  and  medium- 


will  be  helpful  in  managing  local 
nets  in  agents’  offices  around  the 
country. 

Both  directors  have  a  ready 
list  of  additional  improvements 
they  would  like  to  see.  And  Koch¬ 
man  pointed  out  that  questions 
still  remain  about  the  prudence  of 
concentrating  all  network  con¬ 
trol  on  a  single  host. 

The  NetView  changes  did  not 
come  as  a  surprise  to  Kochman. 
“There’s  nothing  there  that  peo¬ 
ple  haven’t  asked  for,”  he  said. 

REXX  support 

NetView’s  new  support  for 
REXX,  a  high-level  procedural 
language  that  is  part  of  IBM’s  Sys¬ 
tems  Application  Architecture,  is 
an  important  advance,  said  Han¬ 
cock’s  Mura. 

Previously,  network  manag¬ 
ers  had  to  use  a  more  cumber¬ 
some  language  to  write  NetView 
Command  Lists,  collections  of 
commands  that  automatically 
perform  network  management 
tasks.  The  previous  language  did 
not  handle  complicated  tasks 
well,  Mura  said. 

REXX  will  accelerate  Han¬ 
cock’s  own  automation  effort,  be¬ 
gun  a  few  months  ago,  Mura  said. 

Mura  also  singled  out  the  new 
automated  asset  management  ca¬ 
pability  as  “tremendously  impor¬ 
tant”  in  keeping  track  of  equip- 


sized  customers. 

The  expected  charge  for  the 
third  quarter  also  covers  sever¬ 
ance  pay  for  about  300  employ¬ 
ees  —  about  10%  of  Paradyne’s 
work  force  —  that  were  laid  off 
during  the  summer  (“Paradyne 
lays  off  300,  moves  to  stop 
buyout  bids,”  NW,  Aug.  8). 

A  40%  reduction  in  building 
space  occupied  by  corporate  and 
production  employees  here  will 
also  contribute  to  the  third-quar¬ 
ter  charge,  but  it  will  save  the 
company  a  few  million  dollars  in 
1989,  the  company  said. 

Larry  Cynar,  an  industry  ana¬ 
lyst  at  the  San  Jose,  Calif. -based 
market  research  firm  Dataquest, 
Inc.,  said,  “I  think  this  was  long 
overdue.  It’s  an  absolute  require¬ 
ment  of  a  company  that,  like 
most  of  the  traditional  datacom 
companies,  needs  to  adjust  to 
what’s  happening  in  the  world  of 
networking.” 

While  Cynar  said  he  is  unsure 
about  how  well  Paradyne  will  fare 
as  a  result  of  the  housecleaning, 
he  emphasized  that  the  company 
has  several  strong  product  lines 
that  should  continue  to  attract 
new  customers. 

Paradyne’s  Pixnet  channel  ex¬ 
tension  systems,  for  example, 
were  given  a  credibility  boost  last 
year  by  IBM’s  decision  to  intro¬ 
duce  a  similar  product.  In  the 
past,  IBM  has  fought  against  such 
products,  Cynar  said.  □ 


ment  in  big  networks,  saying  that 
manual  systems  “fall  apart  fairly 
quickly.” 

The  improved  communica¬ 
tions  between  NetView  on  a  host 
and  NetView  on  a  mid-range  sys¬ 
tem,  such  as  the  new  Application 
System/400  (AS/400),  offer  a 
couple  of  potential  benefits,  ac¬ 
cording  to  Continental’s  Koch¬ 
man.  For  one,  central-site  man¬ 
agers  will  be  able  to  manage 
remote  mid-range  systems  more 
closely.  In  turn,  that  improved 
capability  could  reduce  the  need 
for  trained  systems  professionals 
to  be  present  at  remote  locations. 

In  the  past,  host-based  Net- 
View  could  only  receive  a  mes¬ 
sage  that  an  alert  condition  exist¬ 
ed  on  a  remote  mid-range 
system.  The  operator  had  to  log 
on  to  the  smaller  system  to  access 
the  detailed  information  about 
the  alert.  Now,  this  information  is 
passed  directly  to  the  host  pro¬ 
gram. 

This  improved  interface  could 
prove  valuable  if  Continental  de¬ 
cides  to  upgrade  its  large  dial-up 
synchronous  Systems  Network 
Architecture  network  composed 
( continued  on  page  6 ) 


Correction:  An  editing  error 
in  the  story  “What  you  don’t 
know  about  recruiters  can 
hurt  you”  (NW,  Oct.  3)  inad¬ 
vertently  altered  the  meaning 
of  a  sentence.  The  sentence 
should  have  read:  “However, 
most  experienced  recruiters 
do  not  rely  on  resumes  as  their 
only  search  technique.” 


By  Jim  Brown 

New  Products  Editor 

WASHINGTON,  D.C.  —  Tak¬ 
ing  a  cue  from  the  manufacturing 
industry,  more  and  more  retail¬ 
ers  are  keeping  their  shelves 
stocked  with  the  hottest  selling 
items  and  reducing  the  costs  of 
placing  orders  by  using  an  elec¬ 
tronic  data  interchange  (EDO- 
based  program  dubbed  “quick  re¬ 
sponse.” 

Quick  response,  one  of  the 
topics  addressed  by  retailers 
gathered  here  last  week  for  the 
National  Retail  Merchants  Associ¬ 
ation’s  (NRMA)  30th  Annual  Re¬ 
tail  Information  Systems  Confer¬ 
ence,  is  similar  in  many  ways  to 
the  just-in-time  approach  used  by 
major  automobile  makers.  With 
just-in-time,  automakers  order 
parts  so  they  will  be  delivered  to 
plants  as  they  are  needed. 

The  idea  behind  quick  re¬ 
sponse  is  to  reduce  the  time  it 
takes  to  reorder  merchandise  by 
tracking  sales  and  inventory  us¬ 
ing  price  tags  supporting  the  Uni¬ 
versal  Product  Code  (UPC)  and 
EDI  to  reorder  stock. 

Retailers  use  scanners  at¬ 
tached  to  electronic  point-of-sale 
cash  registers  to  collect  UPC  in¬ 
formation  from  merchandise 
price  tags.  That  information  is 
uploaded  to  the  merchant’s  host 
computer,  which  determines 
when  inventory  of  a  certain  item 
gets  below  a  predefined  level  and 
automatically  creates  an  ANSI 
XI  2-compatible  EDI  purchase  or¬ 
der.  Retail  store  buyers  review 
those  purchase  orders  on  line  and 
make  any  changes  before  they 
are  transmitted  to  vendors. 


▼  ▼  e’re  committed 
to  doing  quick  response 
with  as  many  vendors  as 
we  can,”  Heflin  said. 

AAA 


Those  vendors  then  ship  the 
goods. 

“If  you’re  replenishing  your 
stores  with  exactly  what  you’re 
selling,  eventually  you’ll  improve 
your  profits,”  said  Ray  Heflin, 
manager  of  retail  electronic  sys¬ 
tems  for  Little  Rock,  Ark. -based 
Dillard  Department  Stores,  Inc. 
Dillard,  which  has  154  stores  in 
14  states  and  estimated  1988 
sales  of  $3  billion,  is  conducting 
quick  response  tests  with  27  ven¬ 
dors.  “We’re  committed  to  doing 
quick  response  with  as  many  ven¬ 
dors  as  we  can,”  Heflin  said. 

Quick  response  also  helps 
companies  supplying  retail 
stores  to  track  customer  ordering 
patterns  better.  Armed  with  that 
data,  the  suppliers  can  make 
more  informed  decisions  about 


when  to  order  the  raw  materials 
they  need  to  make  products. 

Quick  response  relies  heavily 
on  in-store  POS  networks  and 
links  between  remote  stores  and 
corporate  headquarters.  It  also 
relies  on  computer-to-computer 
links  between  merchants  and 
vendors. 

“In  the  last  three  years,  we’ve 
seen  a  major  movement  in  com¬ 
puter-to-computer  communica- 


(^uick  response  relies 
on  in-store  POS  nets 
and  links  between  stores 
and  headquarters. 

AAA 


tions,”  said  Fred  Asher,  vice- 
president  of  MIS  for  Dayton 
Hudson  Department  Store  Co., 
the  Minneapolis-based  division  of 
Dayton  Hudson  Corp.  Quick  re¬ 
sponse  has  been  an  outgrowth  of 
that  movement,  he  said. 

In  fact,  Asher  said  Dayton 
Hudson  will  use  UPC  labels  on 
products  in  its  stores  and  use  EDI 
only  with  vendors  that  put  UPC 
labels  on  their  products  in  the 
factory. 

Dayton  Hudson  currently  uses 
EDI  with  55  vendors.  The  compa¬ 
ny  expects  to  add  18  more  in  Oc¬ 
tober  and  reach  1 00  by  the  end  of 
the  year. 

To  meet  the  true  quick  re¬ 
sponse  concept,  merchants  must 
tag  merchandise  with  UPC  labels. 
The  bar-coded  labels  comple¬ 
ment  the  stock-keeping  unit 
(SKU)  numbers  most  retailers 
currently  use  to  track  inventory. 
Those  SKU  numbers,  however, 
typically  do  not  include  as  much 
detail  about  products  as  a  UPC  la¬ 
bel. 

Merchants  load  the  UPC  infor¬ 
mation  into  host  computers  and 
build  conversion  tables  to  trans¬ 
late  UPC  label  numbers  into  cor¬ 
responding  SKU  numbers. 

Clerks  use  a  scanner  linked  to 
a  register  at  the  checkout  counter 
to  scan  the  UPC  label.  An  in-store 
controller  looks  up  that  code 
typically  stored  on  either  an  in¬ 
store  controller  or  minicomputer 
and  supplies  the  price  to  the  reg¬ 
ister.  If  the  UPC  label  cannot  be 
scanned,  the  clerk  can  manually 
enter  the  SKU  number  via  the  reg¬ 
ister  key  pad. 

The  controller  converts  that 
number  to  a  UPC  label  number 
and  supplies  the  price. 

Each  transaction  is  recorded 
on  the  controller,  and  a  complete 
file  of  the  day’s  sales  is  uploaded 
to  the  host  at  certain  intervals 
during  the  day  or  as  a  batch  file  at 
night. 

A  host  application  then  deter- 
( continued  on  page  8) 


Users  cite  best  features  of 
latest  IBM  NetView  release 

Less  programming  time,  fast  automation  top  list 
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3  things  a 

modem  network 
management 
system  has  never 
been  till  now: 


*The  limited  offer  for  Fujitsu  Modem  Insurance  is  only  open 
to  new  purchases  of  LN,  L  and  EZ  modems  from  an  authorized 
Fujitsu  America  distributor  and  is  subject  to  the  terms  of 
our  Modem  Insurance  Policy. 

FMS  1000'“  is  a  trademark  of  Fujitsu  America,  Inc. 

Microsoft ®  is  a  registered  trademark  of  Microsoft  Corporation. 


FUJITSU  AMERICA 

DATA  COMMUNICATIONS 


Introducing  FMS  1000™— Fujitsu's  answer  to  costly, 
complicated  network  management  systems. 

Like  other  systems,  FMS  1000  lets  you  manage  your  com¬ 
munications  network  pro-actively  instead  of  reactively.  To  re¬ 
duce  downtime.  Increase  productivity.  And  keep  users  happy. 

But  unlike  other  systems,  FMS  1000  is  simple  to  use  and 
a  snap  to  install.  It's  built  on  industry-standard  hardware  and 
Microsoft's®  popular,  powerful  Windows  software.  And  best 
of  all  it  sets  a  new  standard  in  price-performance,  making  it 
the  only  truly  affordable  network  management  system  of  its 

kind  for  growing  companies. 

There's  a  reason  we  can 
offer  so  much  for  so  little: 
Fujitsu's  single-board 
modem  technology.  Propri¬ 
etary  LSI  technology  that 
makes  our  LN  line  the 
world's  smallest,  most  inte- 


wm 


Microsoft's  mousedriven  Windows  software 
makes  FMS  1000  network  management  functions 
easy  to  learn  and  use. 


grated  networked  modems. 

Modems  so  reliable,  they  come 
with  an  outrageous  guarantee: 
should  one  fail  during  the  first 
year,  we'll  give  you  another  modem 
free.  And  fix  the  first  one,  also  for  free. 

That's  Fujitsu  Modem  Insurance*— backed 
by  one  of  the  best  nationwide  service  networks 
in  the  business. 

Now  that  you  know  a  thing  or  three  about 
this  new  system,  there's  just  one  thing  more 
to  do:  pick  up  the  phone  and  call 
800-422-4878,  in  California, 

408-434-0460,  and  in  Canada, 

416-673-8666,  for  more  inform¬ 
ation  on  how  simple  and 
affordable  a  network  manage¬ 
ment  system  can  be. 


Fujitsu's 
space  saving 
LN  modems: 
sophisticated  yet 
easy  to  use. 


The  FMS  1000 
controller  features 
an  industry  standard 
format  and  high-res 
color  display. 


FUJITSU 


ICA  conference  to  feature 
a  multivendor  ISDN  demo 


By  Bob  Wallace 

_ Senior  Editor _ 

DALLAS  —  The  International 
Communications  Association 
(ICA)  is  planning  a  multivendor 
Integrated  Services  Digital  Net¬ 
work  demonstration  for  its  annu¬ 
al  conference  here  next  May,  Net¬ 
work  World  has  learned. 

The  ICA  and  Southwestern 
Bell  Telephone  Co.  —  an  early 
and  strong  supporter  of  the  proj¬ 
ect  —  acknowledged  that  they 
are  working  on  the  event.  ICA 
spokesman  Robert  Eilers  said  the 
ICA  will  soon  select  the  carriers 
and  equipment  suppliers  for  the 
planned  demonstration. 

An  ICA  member  who  request¬ 
ed  anonymity  said  exhibitors 
should  receive  literature  explain¬ 
ing  and  detailing  the  ISDN  dem¬ 
onstration  later  this  month.  “Any 
exhibitor  that  has  developed 
ISDN  products  or  applications 
can  participate  in  the  demonstra¬ 
tion,”  he  said. 

“ICA  members  need  to  see 
ISDN  equipment  and  applications 
demonstrated.  They  are  ready  to 
start  buying,”  the  user  said.  The 
event  will  give  vendors  of  ISDN 
equipment  and  applications  an 
opportunity  to  show  their  wares. 

Second  demo  possible 

In  a  separate  but  related  de¬ 
velopment,  the  promotion  com¬ 
mittee  of  the  North  American 
ISDN  Users’  (NIU)  Forum  has  be¬ 
gun  studying  the  feasibility  of 
holding  its  own  ISDN  demonstra¬ 
tion  in  late  1990,  according  to 
Karl  Schohl,  a  member  of  General 
Motors  Corp.’s  advanced  engi¬ 
neering  staff  and  a  member  of  the 
NIU  Forum. 

Vendors  and  groups  partici¬ 


pating  in  the  study  are  GM;  Elec¬ 
tronic  Data  Systems  Corp.  (a  GM 
subsidiary);  IBM;  the  Corpora¬ 
tion  for  Open  Systems;  ICL,  Inc. 
(a  London-based  computer  sys¬ 
tems  vendor);  and  Lachman  As¬ 
sociates,  Inc.  (a  Naperville,  111.- 
based  consulting  firm),  accord¬ 
ing  to  Schohl. 

3  users,  3  vendors  needed 

“We  would  need  at  least  three 
users  and  three  vendors  to  make 
[the  NIU  Forum  ISDN  demonstra¬ 
tion]  a  success,”  Schohl  ex¬ 
plained.  The  project  will  require 
NIU  Forum  approval,  he  noted. 

Donald  Berteau,  an  NIU  Fo¬ 
rum  officer,  said  the  two  ISDN 
demonstrations  will  accelerate 
the  development  and  use  of  ISDN 
equipment  and  applications. 
“They’ll  do  more  to  promote 
ISDN  than  all  other  ISDN  trials 
and  tests  in  the  U.S.  combined,” 
he  said. 

The  ICA  ISDN  demonstration 
plan  calls  for  two  Southwestern 
Bell  central  offices  to  extend 
ISDN  Basic  Rate  Interface  lines  to 
the  Dallas  Convention  Center, 
the  site  of  the  ICA’s  1989  confer¬ 
ence. 

The  ISDN  Basic  Rate  Interface 
specifies  how  customers  can  use 
and  control  a  144K  bit/sec  link 
—  configured  to  Consultative 
Committee  on  International 
Telephony  and  Telegraphy  stan¬ 
dards  —  to  hook  telephones  and 
computers  to  a  telephone  compa¬ 
ny’s  local  exchange. 

One  of  the  two  Southwestern 
Bell  central  offices  is  equipped 
with  an  AT&T  5 ESS  switch,  while 
the  other  houses  a  Siemens  Public 
Switching  Systems,  Inc.  EWSD 
switch. 


Both  central  office  switches 
are  already  providing  ISDN  Basic 
Rate  Interface  service  to  a  few 
corporations  here,  the  source 
said. 

The  ICA  and  Southwestern 
Bell  may  decide  to  include  other 
vendors’  ISDN-compliant  central 
office  switches.  “I  would  expect 
Northern  Telecom  would  want 
one  of  their  central  office  switch¬ 
es  used  in  the  ISDN  demonstra¬ 
tion,”  the  source  said. 

Each  ICA  exhibitor  planning  to 
participate  in  the  ISDN  demon¬ 
stration  can  choose  which  central 
office  switch  will  provide  its  ISDN 
Basic  Rate  Interface  service  and 
how  many  ISDN  Basic  Rate  Inter¬ 
face  lines  it  needs,  the  source  ex¬ 
plained.  He  would  not  say  if  the 
booths  are  to  be  interconnected. 

Variety  of  equipment 

Exhibitors  participating  in  the 
project  are  expected  to  demon¬ 
strate  a  wide  variety  of  ISDN- 
compatible  equipment,  including 
terminal  adapters  and  integrated 
voice / data  workstations. 

Applications  could  include 
personal  computer-to-personal 
computer  file  transfer,  message 
desk,  full-motion  videoconfer¬ 
encing  and  wideband  audio  trans¬ 
mission,  the  source  said.  These 
applications  were  demonstrated 
at  Southwestern  Bell’s  Advanced 
Technology  Laboratory  during 
the  NIU  Forum’s  recent  meeting 
in  St.  Louis. 

The  ICA’s  1989  ISDN  demon¬ 
stration  will  not  be  the  group’s 
first  attempt  to  assemble  an  ISDN 
showcase,  another  source  said. 
The  users  group  had  originally 
planned  to  hold  an  ISDN  demon¬ 
stration  at  its  conference  this 
year  in  Anaheim,  Calif.,  but  the 
ICA  could  not  rent  the  space 
needed  for  the  Northern  Telecom 
DMS-100  central  office  switch 
that  was  slated  to  anchor  the 
demonstration,  he  said.  O 


STOCKS 


IBIFs 

DECconnect 

Communications  System 


The  DECconnect  Communication  System 
encompasses  the  full  family  of  Digital 
products  from  network  electronics  to 
cabling  and  connections.  DECconnect 
supports  access  to  corporate  computer 
networks,  telephone  communications, 
and  a  video  network.  The  modular 
nature  ot  DECconnect  allows  for  the 
mixing  and  matching  of  components  to 
meet  user  specific  requirements. 

For  more  information  contact: 

U.S.A.  -  1  800-826-3708 
CANADA  -  416-897-5665 
UK  -  011-44-1-568-1681 
EUROPE  -  011-32-3-457-3570 


Wiring  Systems  Specialists 

Voice  •  Video  •  Data  •  Power 


CORPORATE  HEADQUARTERS:  Anixter  Bros.,  Inc. 
4711  Golf  Rd ,  Skokie,  IL  60076 


Users  cite  best  NetView  features 


continued  from  page  4 

of  some  1,400  System/36  mini¬ 
computers  located  in  agents’  of¬ 
fices  across  the  country.  The  in¬ 
surer  also  has  a  leased-line 
network  for  on-line  and  batch  ap¬ 
plications. 

Continental  is  considering  up¬ 
grading  the  System/36s  to  the 
new,  more  powerful  AS/400, 
Kochman  said.  If  it  does,  the  new 
NetView  capabilities  would  en¬ 
able  the  company  to  centrally 
manage  AS/400s  and  their  local 
communications  lines  from  a 
central  mainframe,  he  said. 

While  NetView  would  allow 
closer  monitoring  of  any  new  re¬ 
mote  AS / 400  processors,  it  so  far 
gives  Continental  nothing  with 
which  to  manage  the  network’s 
dial  circuits,  Kochman  noted. 
“IBM  doesn’t  really  have  the  fa¬ 
cilities  to  monitor  dial  modems,” 
he  said. 

The  result  is  that  Continental 
programmers  must  develop, 
write,  debug  and  maintain  a 
group  of  custom  programs  for 
monitoring  the  dial  network,  he 


said.  One  of  the  most  frequent 
problems  is  what  Kochman  terms 
an  unproductive  line,  a  dial-up 
line  that  for  various  reasons  is 
not  carrying  traffic  but  is  active 
and  thus  continues  to  run  up  a  bill 
with  the  carrier.  NetView  cannot 
catch  an  unproductive  line,  he 
noted. 

But  as  IBM  adds  more  facilities 
to  NetView,  the  processing  bur¬ 
den  on  the  host  increases,  despite 
NetView  performance  improve¬ 
ments,  Kochman  said. 

“I  always  get  a  call  from  our 
capacity  performance  people 
who  say,  ‘Please  either  bring  Net- 
View  down  or  turn  down  certain 
facilities  because  it’s  interfering 
with  our  normal  production 
work,’  ”  he  said. 

“It’s  a  good  tool,  but  there’s  a 
price  to  pay  for  it,  not  just  in 
terms  of  [cost]  but  in  terms  of  the 
CPU  resources,”  he  said.  “I  think 
what  you’re  looking  at  in  a  large 
network  environment  is  buying 
separate  processors  just  to  do 
network  management.”  □ 
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Wang  software  increases 
connectivity  with  Big  Blue 

New  offerings  boost  communications  functions. 


By  John  Cox 

_ Senior  Editor _ 

LOWELL,  Mass.  —  Wang  Lab¬ 
oratories,  Inc.  recently  an¬ 
nounced  software  products  in¬ 
tended  to  provide  more  functions 
and  a  greater  degree  of  transpar¬ 
ency  between  Wang  and  IBM  en¬ 
vironments. 

The  products  allow  IBM  termi¬ 
nals  and  applications  in  Systems 
Network  Architecture  nets  to  ac¬ 
cess  Wang  systems  and  applica¬ 
tions.  They  also  let  Wang  VS  mini¬ 
computers  act  as  nodes  in  SNA 
Distribution  Services  (SNADS) 
networks. 

Improvements  were  also 
made  to  a  handful  of  other  prod¬ 
ucts  that  support  various  IBM- 
Wang  communications  functions, 
including  VS-to-IBM  host  links 
and  various  terminal  support  ar¬ 
rangements. 

The  connectivity  announce¬ 
ments  were  designed  to  assure 
Wang  customers  and  prospective 
customers  that  the  company  in¬ 
tends  to  deliver  seamless  integra¬ 
tion  with  IBM,  said  Dennis  Fahey, 
Wang’s  U.S.  marketing  manager 
for  IBM  interconnect  products. 

SNA  and  SAA  included 

The  integration  will  include 
not  only  SNA-compatible  prod¬ 
ucts  but  also  products  that  com¬ 
ply  with  IBM’s  Systems  Applica¬ 
tion  Architecture  (SAA),  IBM’s 
plan  for  creating  a  uniform  appli¬ 
cations  environment,  Fahey  said. 

Taking  aim  at  workstation  op¬ 
erators  and  applications,  Wang 
introduced  two  programs  based 
on  IBM’s  Advanced  Program-to- 
Program  Communications  soft¬ 
ware,  according  to  Fahey.  APPC 
implements  the  LU  6.2  protocol 
to  allow  applications  to  talk  with 
one  another. 

VS  Access  LU6.2  Applications 
Programming  Interface  (API) 
gives  developers  a  set  of  pro¬ 
gramming  calls  that  let  a  Wang  VS 
application  use  APPC  to  talk  with 
mainframe  applications. 

Programmers  can  embed 
these  calls  in  an  application  much 
more  easily  and  quickly  than 
writing  line  after  line  of  commu¬ 
nications  code,  Fahey  said. 

The  second  software  package, 
VS  Access  LU6.2  Services,  man¬ 
ages  the  actual  program-level 
communications  between  two 
computers.  This  software  passes 
information  requests  and  data 
between  the  Wang  and  IBM  sys¬ 
tems.  Fahey  likened  it  to  a  high¬ 
way  across  which  LU  6.2-compat¬ 
ible  applications  communicate. 

Both  applications  are  avail¬ 
able  now.  LU6.2  Services  is  li¬ 
censed  at  $1,500  to  $6,000; 
LU6.2  API  is  licensed  at  $10,000. 

Wang’s  new  VS  SNADS  Ser¬ 
vices  software  enables  a  VS  to  be  a 
node  on  an  IBM  SNADS  network. 
SNADS  is  part  of  IBM’s  SAA  for 
asynchronous,  store-and-for- 


ward  distribution  of  information 
within  an  SNA  environment. 

There  are  two  separate  com¬ 
ponents  of  the  new  software,  and 
each  can  be  bought  separately.  VS 
SNADS  Services  provides  a  VS  sys¬ 
tem  with  the  functions  needed  to 
work  as  a  SNADS  node.  VS  SNADS 
API  is  a  set  of  calls  that  program¬ 
mers  can  use  to  create  applica¬ 
tions  that  use  SNADS,  Fahey  said. 

SNADS  Services  is  priced  from 
$1,000  to  $4,000;  SNADS  API 
costs  $25,000.  The  software  will 
be  available  in  the  fourth  quarter 
of  this  year. 

Other  products  announced  in¬ 
clude: 

■  A  new  release  of  Information 
Distribution  Services,  software 
that  enables  VS  systems  to  com¬ 
municate  across  SNA  networks 
with  IBM  hosts. 

The  new  release  is  intended  to 
make  the  products  easier  to  in¬ 
stall  and  use.  It  also  gives  more 
control  to  network  administra¬ 
tors,  the  company  said.  Prices 
range  from  $2,200  to  $11,000, 
depending  on  the  communica¬ 
tions  capabilities  required. 

■  VS/PC  SNA  Services- 3 2 70,  a 
program  that  enables  IBM-com¬ 
patible  microcomputers  from 
Wang  and  other  vendors  to  be 
wired  with  coaxial  cable  to  a  VS 
providing  gateway  services.  Pre¬ 
viously,  only  microcomputers  on 
an  Ethernet  could  access  the  VS. 
Priced  from  $500  to  $2,500, 
VS/PC  SNA  Services-3270  will  be 
available  in  the  last  quarter  of 
this  year. 

■  A  gateway  software  package 
called  Interoffix,  which  was  de¬ 
veloped  for  Wang  by  Boston  Soft¬ 
ware  Works,  Inc.  The  software 
runs  on  VS  computers  operating 
under  Wang’s  recently  an¬ 
nounced  Unix  implementation.  It 
allows  users  of  Wang’s  office 
automation  software  to  send  mail 
and  files  to  Unix  systems,  and 
vice  versa,  officials  said. 

Interoffix  will  be  available  in 
November.  The  license  fee  ranges 
from  $6,000  to  $10,000,  de¬ 
pending  on  the  processor. 

■  VS  Access/3270,  which  en¬ 
ables  IBM  3270  terminals  to  log 
on  to  applications  on  VS  comput¬ 
ers,  was  enhanced  to  support  VM 
and  DOS/VSE.  Previously,  it  only 
worked  with  IBM  hosts  under 
MVS. 

Wang  also  issued  two  state¬ 
ments  of  direction.  The  company 
pledged  to  create  a  gateway  be¬ 
tween  VS  systems  running  its  own 
network  management  software 
and  IBM’s  host-based  NetView 
network  management  system, 
but  the  company  did  not  detail 
those  plans  further. 

Also,  Wang  said  it  will  develop 
within  the  next  two  years  inter¬ 
faces  and  applications  that  let 
customers  integrate  voice,  data, 
images  and  text  over  Integrated 
Services  Digital  Networks.  □ 
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Losing  sleep  over 

Computer  Operations  nightmares? 

The  SYS/MASTER™  component  of  NET/MASTER™  jjpP 
gives  you  the  automation  you ’ve  only  dreamed 
about.  SYS/MASTER  automates  complex 
operations  tasks  and  resolution  of  problems 
(even  at  remote  sites). 
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BAND-AID 


Tired  of  the  bandage  approach 
to  Network  Management? 

The  NET/MASTER  Advanced  Network 
Management  component  lets  you 
take  control  of  your  network  by  automat¬ 
ing  the  resolution  of  complex  problems 
you’re  faced  with  daily.  No  matter  what 
multi-vendor  strategy  or  what  architecture 
you  choose ;  NET/MASTER  is  the  place 

to  start. 
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Feeling  uneasy  about  Network  Access  and  Security? 

NET/ MASTER  gives you  easy  and  secure  network  access for 
automated  management  of  your  network.  Authorized  users 
can  utilize  as  many  applications  as  they 
|  like — eliminating  multiple  terminals 
and  long  log-on  procedures. 


Looking  for  relief  from  Help  Desk  headaches? 

Give  your  Help  Desk  the  serious  tools  they  need  to  automate problem, 

change  and  configuration 
I  i  sj  management  tasks.  Make 

|  i  manual  tasks  a  thing  of  the 
past  with  the  INFO/MASTER 
\  component  of  NET/MASTER. 


Finding  it  hard 
to  stomach  the  usual 
File  Transfer  problems? 
we  snows*  'ftansfer  commercial  volumes 
:  I  PROTECTIVE  faster  and  more  reliably  than 

•  COATING  ACTON  ’ other  software  products  or 

courier  services.  Automate  the 
complete  process  of  transferring 
jj#  and  using  data  with  the  worry- 
free  NET/MASTER  File  Transfer 
component. 

Soothing  relief  for: 

*  Indigestion  •  Upset  Stomach 

*  Heartburn*  Diarrhea*  Naus®8 
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Get  ft  Serious  Medicine. 

Only  NET/MASTER  from  Cincom®  provides  serious,  unmatched,  single-solution  products  just  can’t  provide, 

permanent  solutions  with  a  comprehensive,  My  inte-  Join  over 700  organizations  who  have  found  permanent 

grated  system  of  components:  with  easy  installation  relief  with  NET/MASTER.  Tb  find  out  more,  call  us  today, 

and  fast-acting  implementation  that  gets  right  to  the  toll-free,  at: 

source  of  all  your  problems.  1-800-543-3010 

NET/MASTER  lets  you  automate  and  manage  your  In  Ohio,  513-661-6000  •  In  Canada,  1-800-387- 59 14 

networkandsystemswithgreatercontrol,efficiencyand  /^TTk  yf 

reliability  than  any  product  on  the  market  today  And  C  ■  1-  1 1  I  |\l|  I  l[\/| 

NET/MASTER  gives  you  fimctionality  and  flexibility  that  VjJJL  A 

The  Better  The  Solution,  The  Better  The  Value"" 

International  Regional  Headquarters:/Maidenhead,  UK  (0628)  72731  •  Paris  (1)  45456779 

Frankfurt  (69)  719070  •  Tbkyo  (03)  438-2791 
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New  NCR  Comten  software 
adds  token-ring  support 

Version  4.2  of  ACF/NCP  software  allows  users 
on  token-ring  local  nets  to  access  IBM  hosts. 


By  Paul  Desmond 

_ Staff  VWiter _ 

ST.  PAUL,  Minn. —  NCR  Com¬ 
ten  recently  announced  a  new  re¬ 
lease  of  its  Advanced  Communi¬ 
cations  Function/Network  Con¬ 
trol  Program  (ACF/NCP)  that 
adds  token-ring  local  network 
support  to  its  family  of  communi¬ 
cations  processors. 

Comten’s  ACF/NCP  Version 
4.2  enables  users  on  token-ring 
networks  to  access  IBM  hosts 
through  the  communications 
processor. 

The  software  supports  Modulo 
1 28  and  adds  Link  Problem  De¬ 
termination  Aid  2  for  IBM  5860 
series  intelligent  modems. 

It  also  adds  dynamic  threshold 
alteration  and  support  for  Sys- 


statement  of  direction  was  far 
more  important  than  the  technol¬ 
ogy  the  company  announced. 

“I  see  the  goal  they  set  as  sig¬ 
nificant,  but  the  products  they  re¬ 
leased  are  only  a  necessary  first 
step  in  a  very  long-term  evolu¬ 
tion,”  said  John  White,  vice-pres¬ 
ident  of  information  systems  and 
services  at  Texas  Instruments, 
Inc.  in  Dallas. 

Product  limitations 

Among  the  important  ele¬ 
ments  still  missing  for  a  truly  dis¬ 
tributed  DBMS  is  the  ability  to 
support  data  inquiries  to  differ¬ 
ent  kinds  of  data  bases.  This  is  im¬ 
portant  because,  in  truly  distrib- 


EDI  keeps 
shelves  stocked 

continued  from  page  4 
mines  if  any  item  needs  to  be  re¬ 
ordered  and  automatically  pro¬ 
duces  a  purchase  order. 

UPC  labels  include  the  data 
most  needed  by  retailers,  such  as 
vendor  identification,  product 
style,  color  and  size. 

Currently,  retailers  try  to  keep 
SKU  numbers  as  small  as  possible 
to  minimize  data-entry  time  at 
the  checkout  counter.  This  means 
that  merchants  often  can  tell  only 
how  many  of  a  particular  style 
dress  was  sold  but  not  what  sizes 
those  dresses  were. 

As  a  result,  buyers  tend  to  re¬ 
order  an  array  of  sizes  when  in¬ 
ventory  on  a  particular  style  of 
dress  is  low.  This  means  mer¬ 
chants  are  often  overstocked 
with  odd  sizes  and  must  mark 
down  those  items. 

Because  quick  response  uses 
UPC  labels,  the  vendor  receiving 
the  purchase  order  can  attach 
UPC  labels  to  the  product  at  the 
factory.  The  vendor  then  labels 
the  cartons  used  to  ship  the  goods 


terns  Network  Architecture  Net¬ 
work  Interconnect  session  trace. 

In  addition,  the  token-ring 
connection  is  NetView-compati- 
ble  and  will  pass  information  to 
NetView  on  events  such  as  ring 
outages,  congestion  and  dialing 
errors. 

The  ACF/NCP  software  can 
support  up  to  20  token-ring  at¬ 
tachments  when  used  with  Com¬ 
ten’s  5660  communications  pro¬ 
cessor,  up  to  10  token-ring 
interfaces  on  the  Comten  3695 
and  two  interfaces  when  used  on 
the  5620. 

Linvel  Karres,  director  of 
Comten’s  SNA  Product  Program, 
said  the  direct  connection  means 
token-ring  users  get  faster  re¬ 
sponse  times  from  the  host  be- 


uted  networks,  users  will  want 
access  to  multiple,  multivendor 
DBMSs. 

The  new  DB2  release  also 
does  not  support  file  updates  to 
more  than  one  other  DB2  data 
base.  This  limits  the  kind  of  appli¬ 
cation  programs  that  can  take  ad¬ 
vantage  of  the  technology.  For 
sophisticated  applications  to  run 
on  a  distributed  DBMS,  it  is  vital 
that  data  be  simultaneously  up¬ 
dated  on  all  computers  on  a  net¬ 
work  in  order  to  maintain  data  in¬ 
tegrity. 

IBM  did  not  give  a  date  when  it 
will  deliver  full  distributed  DBMS 
capabilities  for  all  of  its  SAA  plat¬ 
forms.  Its  new  version  of  DB2  is 


with  a  bar-coded  shipping  con¬ 
tainer  label. 

Workers  receiving  the  cartons 
at  store  distribution  centers  scan 
those  shipping  container  labels 
with  a  computer-attached  device. 
The  computer  also  has  a  copy  of 
the  purchase  order  that  has  been 
downloaded  from  the  host,  thus 
enabling  distribution  center 
workers  to  route  each  carton  to 
the  appropriate  stores.  Current¬ 
ly,  distribution  center  workers 
empty  each  carton,  ticket  the 
items,  repack  them  and  ship  them 
out. 

‘  ‘The  whole  thrust  of  this  thing 
is  to  increase  customer  service  by 
having  the  right  items  always  in 
stock.  And  that  will  lead  to  more 
sales,”  said  Marlon  Brownlee,  se¬ 
nior  consultant  with  Arthur  An¬ 
dersen  &  Co.’s  management  in¬ 
formation  consulting  division  in 
New  York.  Arthur  Andersen  is 
currently  researching  the  quick 
response  concept  and  is  expected 
to  present  an  interim  report  at 
the  NRMA’s  78th  Annual  Conven¬ 
tion  in  New  York  next  January. 
The  report  is  expected  to  be  pub¬ 
lished  in  March.  □ 


cause  the  terminal-polling  func¬ 
tions  associated  with  Binary 
Synchronous  Communications  or 
Synchronous  Data  Link  Control 
lines  are  eliminated. 

“With  a  token  ring,  all  of  that 
type  of  supervisory  overhead 
goes  away,”  he  said.  ‘‘That  is 
really  where  the  performance  im¬ 
provements  come.” 

Two  other  features  new  to  Re¬ 
lease  4.2  save  costs  on  lines  that 
link  Comten  processors. 

The  first,  enhanced  multipoint 
support,  enables  a  Comten  con¬ 
troller  to  support  multiple  de¬ 
vices  on  a  multidrop  line. 

A  single  line,  for  example,  can 
now  be  used  to  support  a  cluster 
controller,  a  communications 
processor  and  an  IBM  9370  mini¬ 
computer,  all  at  different  loca¬ 
tions,  Karres  said.  This  saves  the 
cost  of  having  separate  lines  run¬ 
ning  to  each  location. 

In  addition,  any  network  link 
can  be  a  switched  link.  This  en¬ 
ables  users  to  increase  bandwidth 
during  periods  of  peak  transmis¬ 
sion  by  dialing  up  extra  lines  as 


not  scheduled  to  ship  until  the 
third  quarter  of  1989- 

But  Chris  Bird,  program  direc¬ 
tor  of  software  management 
strategies  with  Stamford,  Conn.- 
based  consulting  firm  Gartner 
Group,  Inc.,  offered  an  estimate. 

Bird  predicted  that  in  the  first 
quarter  of  1990,  or  six  months  af¬ 
ter  shipment  of  DB2  Version  2 
Release  2,  IBM  will  announce  the 
capability  for  other  SAA-speci- 
fied  DBMSs  to  extract  data  from 
multiple  DB2s. 

One  year  after  that,  he  specu¬ 
lated,  IBM  will  announce  the  ca¬ 
pability  for  one  DB2  DBMS  to  up¬ 
date  files  on  several  other  DB2 
data  bases. 

And  about  three  years  after 
the  shipment  of  DB2  Version  2 
Release  2,  he  said,  IBM  will  an¬ 
nounce  the  capability  for  this 
data  base  to  update  files  on  other 
SAA-compliant  data  bases. 

Optimistic  estimations 

Bird  conceded  that  this  may  be 
an  optimistic  time  frame  since 
several  difficult  technical  issues 
still  need  to  be  resolved.  Top 
among  these  are  finding  ways  to 
ensure  data  security  and  integrity 
across  a  network.  He  said  his  pre¬ 
dictions  represented  Gartner 
Group’s  best  calculation  of  the 
state  of  IBM’s  current  program¬ 
ming  effort  and  its  historical  tim¬ 
ing  of  announcements. 

Significantly,  IBM  announced 
no  intention  to  support  distribut¬ 
ed  data  base  access  to  systems 
from  other  vendors,  even  though 
several  IBM  staffers  are  working 
with  a  group  that  is  designing  a 
standard  for  such  applications 
(“U.S.  firms  weigh  draft  of  data 
base  access  standard,”  NW,  Oct. 
3). 

IBM’s  Ferdinand  said  that  any 
other  vendor  wishing  to  connect 
its  data  bases  to  IBM’s  must  do 
so  by  writing  its  own  gateway  to 
the  IBM  system  using  LU  6.2  and 
Advanced  Program-to-Program 
Communications  standards.  □ 
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they  are  needed. 

Token-ring  support  includes 
two  new  hardware  interfaces. 
The  Network  Interface  Adapter 
supports  up  to  four  token  rings, 
and  the  Token  Ring  Interface 
Module  supports  one  token-ring 
local  network. 

Karres  said  Comten  will  con¬ 
tinue  its  policy  of  maintaining 
software  compatibility  across  its 
entire  line  of  communications 
processors,  so  users  can  be  as¬ 
sured  they  will  not  have  to  up¬ 
grade  equipment  in  order  to  im¬ 
plement  the  future  versions  of 
ACP/NCP. 

Currently  being  beta-tested  at 
an  undisclosed  site,  the  software 
will  be  available  in  increasing  de¬ 
grees  of  functionality  beginning 
in  the  fourth  quarter  of  this  year. 

Monthly  licensing  fees  range 
from  $176  for  the  Comten 
5620XP  communications  proces¬ 
sor  to  $672  for  the  5660.  Token¬ 
ring  support  ranges  from  $13  to 
$39  extra. 

NCR  Comten  is  a  wholly 
owned  subsidiary  of  NCR  Corp.  O 


Manager  rises 
to  post  of  CIO 

continued  from  page  2 
manager  of  advanced  technol¬ 
ogy- 

In  1982,  she  became  Weyer¬ 
haeuser’s  director  of  telecom¬ 
munications.  In  this  job,  she  man¬ 
aged  the  construction  of  the 
company’s  current  corpor¬ 
atewide  voice  and  data  network. 

Mersereau  acknowledged  that 
being  a  woman  in  a  male-domi¬ 
nated  profession  has  made  mov¬ 
ing  ahead  difficult  at  times. 

“When  I  graduated  from  col¬ 
lege  in  1968,  there  were  very  few 
women  in  business,”  she  said. 
“Only  recently  has  there  been  a 
pool  of  women  in  upper  manage¬ 
ment  roles.  This  is  fine  since  most 
of  the  men  I  work  with  have  been 
very,  very  helpful. 

“The  barriers  I’ve  faced  are 
those  I  set  up  myself.  I  think 
women  often  wait  for  people  to 
take  charge  of  their  career  in¬ 
stead  of  moving  ahead  them¬ 
selves,”  she  said.  “In  myself,  for 
instance,  this  has  made  me  feel 
that  I  always  needed  another  de¬ 
gree  to  move  ahead.  I  think  men 
tend  not  to  feel  this  barrier.”  Q 


MCI  wages 
court  battle 

continued  from  page  2 

and  as  such,  the  FCC  has  a  duty  to 

reject  it,  an  MCI  spokesman  said. 

This  argument  will  have  to  be 
compelling,  however,  because 
MCI’s  appeal  goes  somewhat 
against  established  legal  proce¬ 
dure.  Normally,  a  company  must 
wait  until  the  FCC  concludes  its 
investigation  of  an  issue  before  a 
decision  can  be  appealed,  the 
spokesman  said. 

John  Hoffman,  senior  vice- 
president  of  external  affairs  at  US 
Sprint  Communications  Co., 
which  also  strongly  opposes  Tar¬ 
iff  15,  said  that  although  he 


IBM  enhances  DB2,  reveals  plans 

continued  from  page  1 


3Com  offers 

enhanced 

3Station/2E 

By  Laura  DiDio 

_ Senior  Editor _ 

SANTA  CLARA,  Calif.  —  3Com 
Corp.  last  week  introduced  the 
3Station/2E,  an  enhanced  ver¬ 
sion  of  its  earlier  3  Station  dedi¬ 
cated  network  workstation,  fea¬ 
turing  new  graphics  and  mathe¬ 
matical  coprocessor  capabilities. 

The  new  3Station/2E  is  an  In¬ 
tel  Corp.  80286-based,  IBM-com¬ 
patible  workstation,  or  “netsta- 
tion.”  Like  the  original  3Station, 
the  latest  2E  version  is  an  Ether¬ 
net-based  diskless  workstation 
designed  to  run  the  company’s 
3+  and  forthcoming  3  + Open 
network  operating  systems. 

The  device  also  runs  Novell, 
Inc.’s  NetWare  Version  2.1,  said 
Gary  Rosekind,  3Station/2E 
product  marketing  manager. 

“It’s  a  10-MHz  Intel  80286- 
based  machine  that  is  25%  faster 
than  the  original  version  of  3Sta- 
tion,”  Rosekind  said.  It  also  fea¬ 
tures  the  enhanced  Video  Graph¬ 
ics  Array  (VGA)  found  in  the  IBM 
Personal  System/2.  VGA  enables 
it  to  support  such  graphics-inten¬ 
sive  applications  as  Microsoft 
Corp.’s  Windows/286;  Autodesk, 
Inc.’s  AutoCAD;  and  Lotus  Devel¬ 
opment  Corp.’s  1-2-3. 

“We  also  support  higher  reso¬ 
lution  modes  than  those  found  in 
the  Personal  System/ 2  ma¬ 
chines,”  Rosekind  said.  “This 
means  that  users  receive  clearer 
screen  images  in  their  low-end 
CAD  systems  or  desktop  publish¬ 
ing  devices.” 

Additionally,  the  latest  ver¬ 
sion  of  3Station/2E  supports  132 
on-screen  columns,  compared 
with  the  standard  80  columns 
that  are  available  on  most  current 
personal  computers  and  compati¬ 
bles,  Rosekind  said.  “The  132- 
on-screen  column  feature  is  espe¬ 
cially  important  to  users  of  large 
financial  spreadsheets  because  it 
allows  them  to  view  a  lot  more 
data  on  a  single  screen,”  he  said. 

Other  enhancements  include 
the  ability  to  support  an  Intel 
( continued  on  page  54 ) 


agrees  with  the  validity  of  MCI’s 
appeal,  he  is  concerned  that  it 
may  be  premature.  “The  court 
doesn’t  like  to  review  the  actions 
of  an  agency  until  the  agency  is¬ 
sues  a  [final]  decision,”  he  said. 

The  court  could  decide  to  sus¬ 
pend  the  appeal  until  the  FCC  fin¬ 
ishes  its  investigation,  Hoffman 
said.  According  to  the  comment 
schedule  established  by  the  FCC 
in  its  Tariff  1 5  investigation,  the 
earliest  the  agency  will  make  a 
ruling  would  be  December. 

Jane  Mago,  an  attorney  in  the 
FCC  general  counsel’s  office,  said 
she  doubts  the  court  will  act  on 
Tariff  1 5  at  this  point  and  added 
that  the  FCC  will  probably  file  an 
opposition  to  the  appeal.  □ 


Worth  Noting 


GeC  Plessey 
Telecommunications 
Co.  of  the  UK  recently 
unveiled  a  glow-in-the- 
dark  phone  that  it  is 
pitching  to  businesses 
as  a  way  to  increase 
employee  safety  in 
times  of  sudden 
darkness.  The 
“glowphone”  allows 
easy  location  and 
dialing  of  emergency 
numbers  in  the  dark, 
the  company  said. 


Ieople  & 

Positions 

IBM  recently  elected  John 
Brooks  Slaughter  and  Ed¬ 
ward  Woolard  Jr.  to  its 

board  of  directors. 

Slaughter  is  president  of 
Occidental  College  in  Los  An¬ 
geles.  Woolard  is  president 
and  chief  operating  officer  of 
E.I.  du  Pont  de  Nemours  &  Co., 
where  he  is  slated  to  become 
chairman  and  chief  executive 
officer  in  April. 

Susan  Mersereau  last 
week  was  appointed  vice-pres¬ 
ident  and  general  manager  of 
Weyerhaeuser  Informa¬ 
tion  Systems,  which  pro¬ 
vides  computing  and  telecom¬ 
munications  services. 

Mersereau  replaces  Frank 
Guthrie,  who  was  named 
vice-president  in  charge  of 
Weyerhaeuser  Paper  Co.’s 
Longview,  Wash.,  manufactur¬ 
ing  complex.  Mersereau  has 
been  director  of  telecommuni¬ 
cations  at  Weyerhaeuser  since 
1982. 

Patrick  Williams  recent¬ 
ly  was  named  director  of  gov¬ 
ernment  relations  of  the 
Telecommunications  In¬ 
dustry  Association  (TIA), 
a  national  trade  organization 
of  600  vendors  of  telecom¬ 
munications  products  and  ser¬ 
vices.  Williams  will  be  respon¬ 
sible  for  presenting  TIA 
members’  views  to  Congress, 
the  executive  branch  and  the 
Federal  Communications 
Commission.  □ 


INDUSTRY  UPDATE 

VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Congress  protects  vendors 
from  licensor  bankruptcy 

Bill  ensures  access  to  licensed  technologies. 


Rising  tide  of  mergers  and  acquisitions 
in  professional  services 
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Professional  services  companies  include  firms  that  provide  custom  software 
and  telecommunications  development,  consulting,  education,  facilities 
management  and  systems  integration. 
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Merger  mania  takes 
on  a  new  territory 

Study  finds  buyouts  of  professional  services 
companies  vastly  increased  in  first  half  of  ’88. 


By  Bob  Brown 

Senior  writer 


By  Bob  Brown 

Senior  Wiiter 

WASHINGTON,  D.C.  —  By  a 
vote  of  41 5-to-l ,  the  U.S.  House 
of  Representatives  last  week  ap¬ 
proved  legislation  that  would  as¬ 
sure  vendors  continued  access  to 
computer  software  and  other  li¬ 
censed  technologies  in  the  event 
of  the  licensor’s  bankruptcy. 

The  legislation,  dubbed  the 
“Intellectual  Property  Bankrupt¬ 
cy  Protection  Act,”  had  been  pre¬ 
viously  approved  by  the  House  Ju¬ 
diciary  Committee  and  the 
Senate  and  now  awaits  the  presi¬ 
dent’s  signature  to  make  it  law. 

Under  current  law,  if  a  compa¬ 
ny  that  licenses  technology  goes 
bankrupt,  the  trustee  overseeing 
the  bankruptcy  can  call  in  all  li¬ 
censes  and  resell  them.  A  com¬ 
munications  equipment  vendor, 
for  example,  could  lose  a  license 
if  the  licensor  went  out  of  busi¬ 
ness,  leaving  both  the  vendor  and 
the  users  of  its  product  without 
recourse. 

The  problem  surfaced  in 
1982,  when  a  bankruptcy  trustee 
appointed  to  supervise  the  de¬ 
mise  of  Richmond  Metal  Finish¬ 
ers  declared  that  copyright  and 
patent  licenses  were  like  any  tan¬ 
gible  assets  and  could  be  sold  to 


the  highest  bidder. 

As  a  result,  Lubrizol  Enter¬ 
prises,  a  division  of  Lubrizol 
Corp.,  lost  a  valuable  license  for  a 
metal-finishing  technology  it  had 
acquired  from  Richmond  Metal 
Finishers. 

Lubrizol  sued  to  retain  the  li¬ 
cense,  but  the  Supreme  Court  re¬ 
fused  to  hear  the  case,  letting 
stand  a  lower  court’s  ruling  that 
Richmond  Metal  Finishers’  trust¬ 
ee  could  put  the  technology 
rights  up  for  sale. 

Similar  outcomes  in  cases  in¬ 
volving  communications  vendors 
would  hurt  users  as  much  as  ven¬ 
dors  by  “inhibiting  the  transfer  of 
technology  from  one  company  to 
another  and,  ultimately,  from  the 
lab  to  the  consumer,”  said  a 
spokeswoman  for  the  Computer 
and  Business  Equipment  Manu¬ 
facturers  Association  (CBEMA), 
a  leading  proponent  of  the  bill. 
CBEMA  members  include  Digital 
Equipment  Corp.  and  AT&T. 

Users  would  be  deprived  of 
products  or  services  they  normal¬ 
ly  buy  from  a  vendor  whose  tech¬ 
nology  license  has  been  stripped, 
she  said. 

Certain  replacement  parts  for 
communications  equipment,  for 
(continued  on  page  10) 


Professional  services  firms 
have  become  attractive  acquisi¬ 
tion  targets  for  equipment  ven¬ 
dors  because  differences  in  value- 
added  support  services  are  now 
pivotal  to  winning  big  user  con¬ 
tracts. 

Fortunately  for  acquisition- 
minded  vendors,  many  profes¬ 
sional  services  firms,  which  pro¬ 
vide  everything  from  custom 
software  development  and  con¬ 
sultation  to  facilities  manage¬ 
ment  and  full  systems  integra¬ 
tion,  are  seeking  partners  to 
compete  with  the  few  large  firms 
that  dominate  the  field. 

In  an  attempt  to  satisfy  the 
ever  expanding  needs  of  users, 
vendors  of  communications  and 
data  processing  equipment  went 
on  a  buying  spree  in  the  first  six 
months  of  1988,  according  to  a 
recent  report  conducted  by 
Broadview  Associates,  a  Fort  Lee, 
N.J. -based  merger  and  acquisi¬ 
tion  investment  banking  firm 
specializing  in  the  information 
technology  industry'. 

The  study  said  there  were  43 
deals  worth  $1.72  billion  involv¬ 
ing  professional  services  compa¬ 
nies  in  the  first  half  of  this  year. 
That  compares  with  22  deals 
worth  $192  million  in  the  first 
half  of  1987  and  13  deals  worth 
$157  million  in  the  first  half  of 
1986. 

According  to  the  study,  seven 
of  the  1 1  largest  professional  ser¬ 
vices  deals  since  the  beginning  of 
1986  were  announced  in  the  first 
half  of  1988.  Those  deals  include 
Nynex  Corp.’s  acquisition  — 
through  its  Nynex  Information 
Solutions  Group,  Inc.  —  of  AGS 
Computers,  Inc.  (consummated 


last  week),  Cincinnati  Bell,  Inc.’s 
purchase  of  Vanguard  Technol¬ 
ogies  International,  Inc.  and 
IBM’s  buyout  of  PacTel  Spectrum 
Services  from  Pacific  Telesis 
Group. 

The  future  promises  to  be 
filled  with  even  more  mergers 
and  acquisitions.  There  are  more 
than  3,000  independent  firms  of¬ 
fering  professional  services,  ac¬ 
cording  to  Harvey  Poppel,  a 
Broadview  Associates  partner. 

Poppel  said  the  larger  profes¬ 
sional  services  firms  are  the  most 
likely  near-term  targets.  After 
they  have  been  swallowed  up, 
Poppel  said,  the  industry  will 
start  eyeing  smaller  firms  that 
specialize  in  one  aspect  of  com¬ 
munications,  such  as  local  net¬ 
works  or  network  management. 

Dean  Crawford,  president  of 
Vanguard  Technologies  in  Fair¬ 
fax,  Va.,  said  he  expects  network¬ 
ing  to  be  “the  big  nut”  in  future 
deals. 

Most  firms  realize  they  need 
partners  to  compete  with  the 
likes  of  Electronic  Data  Systems 
Corp.,  which  offers  a  wide  range 
of  services,  Poppel  said.  “When 
you’re  up  against  that  kind  of 
competition,  you  really  don’t 
stand  a  chance  unless  you  affili¬ 
ate  with  another  company.” 

Fortunately  for  all  parties  in¬ 
volved,  professional  services  ac¬ 
quisitions  have  to  be  conducted  in 
a  friendly  fashion,  noted  Poppel. 

“There  is  no  such  thing  in  this 
industry  as  a  hostile  takeover,” 
he  said.  “We’re  talking  about  the 
quintessential  firm  whose  assets 
are  strictly  its  people.  You  aren’t 
going  to  retain  the  management 
talent  and  the  people  skills  if  you 
attempt  a  hostile  takeover.” 

(continued  on  page  10) 


INDUSTRY  BRIEFS 


The  Interlan  division  of  Micom  Systems,  Inc.  last  week 
announced  it  has  been  renamed  Interlan,  Inc.  and  will  become 
a  privately  held  company  owned  by  Odyssey  Partners,  the 
New  York-based  investment  firm  that  acquired  Micom  Systems 
last  month. 

Boxborough,  Mass.-based  Interlan  provides  local-area  net¬ 
work  products  for  work  group  and  departmental  environments. 

US  West  Financial  Services,  Inc.,  a  subsidiary  of  US  West, 
Inc.,  recently  reported  that  it  acquired  the  Fixed  Asset 
Lending  Division  of  Westinghouse  Credit  Corp.  for  an 
undisclosed  amount. 

The  purchase  includes  $575  million  of  loans  and  other 
assets.  In  addition,  it  will  result  in  the  transfer  of  about  175 
Westinghouse  employees  at  21  offices  throughout  the  U.S. 

Acer  Technologies  Corp.  of  San  Jose,  Calif.,  and  Novell, 
Inc.  of  Provo,  Utah,  recently  signed  a  one-year,  $4  million 
OEM  agreement  to  bundle  Novell’s  Advanced  NetWare  operating 
system  on  Acer’s  386-based  AcerServer  5200  local-area  net¬ 
work  file  server.  The  new  agreement,  which  expires  in  October 
1989,  builds  on  an  agreement  signed  last  year. 

NCR  Corp.’s  Microelectronics  Division  recently  formed 
a  new  business  unit,  NCR  Communications  Business  Unit, 
to  develop,  market  and  manufacture  semiconductor  products  for 
local  network,  Integrated  Services  Digital  Network  and  other 
communications  applications. 

The  new  unit,  based  in  Fort  Collins,  Colo.,  is  initially 
marketing  NCR’s  Highway  Addressable  Remote  Transducer 
modem  chip,  which  is  used  in  the  industrial  communications 
market.  □ 
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INDUSTRY  UPDATE 


DG  trims  its  force  by  800, 
closes  doors  at  two  plants 

Move  expected  to  save  the  company  $50m. 


Fiber  loop 
planned  for 
Boston  area 

By  Bob  Brown 

Senior  Waiter 


By  Bob  Brown 

Senior  \Miter 

WESTBOROUGH,  Mass.  — 
Data  General  Corp.  recently  said 
it  will  eliminate  800  jobs  from  its 
15,600-person  work  force  and 
shut  down  two  plants  to  cut  costs 
by  $50  million  per  year. 

The  cutback  will  result  in  a 
$45  million  write-off  in  the 
fourth  quarter,  which  ended  Sept. 
24.  Analysts  said  the  retreat, 
which  will  probably  result  in  a 
loss  for  the  quarter,  is  a  byprod¬ 
uct  of  the  sluggish  minicomputer 
market. 

The  majority  of  the  layoffs  will 
come  from  the  closing  of  a  manu¬ 
facturing  plant  in  Portsmouth, 
N.H. ,  and  a  repair  and  parts  distri¬ 
bution  facility  in  Fountain,  Colo., 
a  company  spokesman  said. 

The  plant  closing  stems  from 


Mania  takes  on 
new  territory 

continued  from  page  9 

According  to  John  Frank,  vice- 
president  in  charge  of  East  Coast 
research  at  Input,  a  Mountain 
View,  Calif. -based  research  firm, 
the  number  of  professional  ser¬ 
vices  mergers  can  be  attributed  in 
part  to  shrinking  hardware  and 
software  prices. 

As  hardware  and  software 
prices  continue  to  fall,  differ¬ 
ences  in  value-added  service  of¬ 
ferings  become  more  important 
criteria  in  the  buying  decision,  he 
said. 

A.  Theodore  Engkvist,  presi¬ 
dent  of  Nynex  Information  Solu¬ 
tions  Group,  said  his  company’s 
strategy  is  “to  add  on  to  our 
knowledge  of  telecommunica¬ 
tions  by  the  acquisition  of  compa¬ 
nies  that  have  software  products 
and,  of  course,  people  skills.” 

In  the  wake  of  its  acquisition 
of  AGS  Computers,  Nynex  will 
continue  to  pursue  more  profes¬ 
sional  services  acquisitions, 
Engkvist  said. 


Congress 
protects  vendors 

continued  from  page  9 
example,  could  dry  up  if  the  parts 
incorporate  technology  from  a  li¬ 
cense  that  is  pulled,  the  spokes¬ 
woman  said. 

George  DeBakey,  executive 
director  of  ADAPSO,  the  comput¬ 
er  software  and  services  industry 
association,  said  the  legislation  is 
important  since  “licensed  tech¬ 
nology  is  typically  an  integral 
part  of  an  integrated  software  or 
computer  service  offering.” 

The  legislation  protects  large 
and  small  companies  alike  by  en¬ 
suring  they  will  have  access  to 
critical  technology  in  the  event 
the  licensor  files  for  bankruptcy, 
DeBakey  said.  ADAPSO  includes 


DG’s  new  strategy  of  buying  more 
computer  parts,  such  as  circuit 
boards,  instead  of  making  them, 
according  to  the  spokesman. 

The  repair  plant  in  Colorado  is 
being  closed,  the  spokesman 
said,  partially  because  the  com¬ 
pany’s  computers  are  becoming 
more  reliable  and  need  fewer  re¬ 
pairs. 

But  Ronald  Skates,  executive 
vice-president  and  chief  operat¬ 
ing  officer  at  DG,  said,  “We  see 
ongoing  and  tough  cost  manage¬ 
ment  as  a  way  of  life  for  Data 
General.” 

Despite  the  layoffs,  the  com¬ 
pany  plans  to  continue  recruiting 
and  hiring  research  and  develop¬ 
ment,  sales  and  customer  support 
personnel,  Skates  said. 

The  cost  cuts  will  not  directly 
affect  DG’s  communications  sys- 


Such  acquisitions  promise  to 
be  well-received  by  users  because 
few  want  to  increase  their  com¬ 
munications  staffs  or  extend 
deadlines  to  complete  projects, 
he  said. 

Industry  watchers  agreed  that 
acquisitions  are  good  for  the  buy¬ 
er,  the  seller  and  the  user. 

“An  organization  like  Nynex, 
instead  of  simply  being  able  to 
furnish  a  PBX  and  some  data 
communications  equipment,  can 
now  go  in  and  fulfill  the  hype  that 
they  and  others  have  been  deliv¬ 
ering  for  the  past  four  years 
about  total  solutions,”  Poppel 
said.  “No  longer  is  it  a  hollow 
claim.” 

Users  benefit,  Poppel  said,  in 
that  they  can  deal  with  a  larger, 
established  vendor  instead  of 
with  an  unproven  start-up  firm 
for  their  professional  services 
needs. 

According  to  Frank,  vendors 
of  communications  products  are 
offering  professional  services  be¬ 
cause  users  are  playing  a  bigger 
role  in  the  final  configuration  of 
their  networks.  □ 


Boeing  Computer  Services  Co. 
and  Electronic  Data  Systems 
Corp.  as  members. 

There  has  been  no  organized 
opposition  to  the  bill,  according 
to  the  Bankrupt  Licensor  Coali¬ 
tion,  a  group  of  vendors  and  trade 
groups  that  has  been  working  for 
more  than  a  year  to  get  the  bill 
developed  and  passed. 

An  oversight  in  revisions 
made  to  the  Bankruptcy  Code  in 
1978  is  to  blame  for  the  existing 
endangerment  of  “industrywide 
technology  licensing  practices,” 
the  CBEMA  spokeswoman  said. 

“Nobody  foresaw  technology 
licensing  becoming  common,” 
she  added.  “But  this  bill  is  needed 
because  there  are  a  lot  of  small 
companies  that  invent  technol¬ 
ogies  and  end  up  bankrupt.”  □ 


terns  group,  but  they  should  help 
the  company  run  more  efficiently 
overall,  the  spokesman  noted. 

DG  has  increased  its  network¬ 
ing  focus  in  the  past  two  years,  as 
is  illustrated  by  its  plans  to  devel¬ 
op  a  digital  backbone  switch  with 
Nippon  Telephone  &  Telegraph 
Corp.  in  Japan,  he  said. 

The  spokesman  also  said  the 
company  plans  to  introduce  a  pri¬ 
vate  branch  exchange,  but  he  de¬ 
clined  to  give  further  details 
about  it. 

DG,  which  unveiled  additions 
to  its  proprietary  line  of  MV  com¬ 
puters  last  week,  is  currently  sup¬ 
porting  a  two-pronged  product 
strategy. 

While  expanding  its  propri¬ 
etary  MV  systems,  the  company 
announced  in  April  that  it  is  also 
developing  a  computer  family  us¬ 
ing  Motorola  Corp.’s  new  88000 
reduced  instruction -set  chips  and 
the  Unix  operating  system.  New 
Unix-based  computers  are  ex¬ 
pected  to  be  introduced  some¬ 
time  next  year,  analysts  said. 

“It  is  these  industry-standard 
products  that  will  plant  Data  Gen- 


By  Bob  Brown 

_ Senior  Writer _ 

ROCKVILLE,  Md.  —  Contel 
ASC  recently  signed  a  contract 
with  Netstar  AB,  a  Swedish  tele¬ 
communications  firm,  to  provide 
VSAT  equipment  that  Netstar  will 
sell  in  Scandinavia  and  parts  of 
Europe. 

Netstar  will  purchase  from 
Contel  ASC  two  master  earth  sta¬ 
tions  and  an  unspecified  number 
of  receive-only  very  small  aper¬ 
ture  terminals  to  be  used  in  a  vari¬ 
ety  of  data  applications  for  trans¬ 
mission  of  real-time  information, 
such  as  stock  quotes. 

Netstar  is  a  company  within 
the  nonregulated  Teleinvest 
Group  of  the  Swedish  Telecom¬ 
munications  Administration, 
Sweden’s  government-controlled 
telecommunications  agency.  It 
will  be  Contel  ASC’s  exclusive  dis¬ 
tributor  in  Sweden,  Denmark, 
Finland,  Norway  and  Iceland,  and 
it  could  be  one  of  several  distribu¬ 
tors  to  other  parts  of  Europe. 

The  agreement  is  significant 
in  that  it  demonstrates  a  willing¬ 
ness  on  the  part  of  the  Swedish 
telecommunications  authority  to 
encourage  users  to  bypass  the 
regulated  network,  said  Thomas 
Jarne,  Netstar’s  director  of  mar¬ 
keting,  during  a  recent  visit  to  the 
U.S.  Because  Netstar  is  unregulat¬ 
ed,  it  can  offer  lower  prices  for  its 
service,  he  said. 

“People  in  the  United  States 
think  of  PTTs  as  being  very  con¬ 
servative,”  Jarne  said.  “Ameri¬ 
cans  would  be  surprised  by  Swed¬ 
ish  Telecom.  It’s  really  taken  the 
lead  in  being  open-minded  to  new 
ideas,  funding  new  services  and 
actually  deregulating  itself.” 

Netstar  will  provide  Ku-band 
service  using  Contel  ASC’s  re- 
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eral  more  firmly  in  networking 
markets  because  our  computers 
will  be  able  to  communicate  more 
easily  with  other  vendors’  com¬ 
puters,”  the  spokesman  said. 

P.  Martin  Ressinger,  a  vice- 
president  with  Duff  &  Phelps, 
Inc.,  an  investment  research  and 
financial  consulting  firm  in  Chi¬ 
cago,  said  DG’s  strategy  to  focus 
on  industry  standards  could  pay 
off.  It  should  at  least  be  more 
profitable  than  the  company’s 
strategy  to  produce  lower  priced 
and  faster  versions  of  Digital 
Equipment  Corp.-type  comput¬ 
ers,  he  said. 

In  the  first  nine  months  of 
DG’s  fiscal  year  1988,  which  end¬ 
ed  June  25,  DG’s  net  income  was 
$315  million  on  sales  of  $1.02 
billion.  In  the  first  nine  months  of 
1987,  the  company  reported  a 
loss  of  $  104.4  million  on  sales  of 
$942.1  million. 

In  an  unrelated  announce¬ 
ment,  DG  said  it  will  receive  a  $  3  5 
million  contract  spread  over  five 
years  to  supply  computers  for 
France’s  new  air  traffic  control 
system.  □ 


ceive-only  K-100  VSAT  earth  sta¬ 
tions,  which  include  a  30-in.  an¬ 
tenna  designed  to  receive  data 
broadcast  at  up  to  19. 2 Kbit/sec. 

Netstar,  which  was  formed  in 
January,  tested  the  Contel  ASC 
equipment  in  a  90-day  pilot  earli¬ 
er  this  year. 

In  that  test,  financial  informa¬ 
tion  was  carried  from  the  Stock¬ 
holm  Stock  Exchange  via  a  leased 
line  to  a  master  earth  station  in 
Farsta,  Sweden,  outside  Stock- 


T 

A  he  agreement 
demonstrates  a 
willingness  on  the  part  of 
the  Swedish 
telecommunications 
authority  to  encourage 
users  to  bypass  the 
regulated  network. 

▲  ▲A 


holm.  It  was  then  broadcast  to 
sites  in  Sweden,  Norway,  Finland, 
Denmark,  Luxembourg  and  the 
UK.  Banks  and  investment  firms 
were  among  the  users  that  took 
advantage  of  the  system,  Jarne 
said. 

One  of  Netstar’s  goals  is  to  ex¬ 
pand  its  service  to  include  private 
VSAT  networks  for  users  in  the 
Nordic  region,  he  added. 

Contel  ASC’s  equipment  is 
currently  installed  for  up-link 
broadcast  services  in  several 
countries,  including  Canada, 
Hong  Kong  and  Australia.  □ 


BOSTON  —  Officials  at  Tele¬ 
port  Boston  Corp.  recently  an¬ 
nounced  plans  to  build  a  100- 
mile  fiber-optic  loop  around  the 
Boston  metropolitan  area  start¬ 
ing  early  next  year  and  a  teleport 
facility  in  a  suburb  20  miles  west 
of  here. 

The  triangular-shaped  fiber 
loop  will  be  accessible  to  about 
60%  of  the  offices  located  within 
the  Boston  metropolitan  area 
and  will  provide  users  with  an  al¬ 
ternative  to  traditional  local  tele¬ 
phone  company  services,  accord¬ 
ing  to  the  company.  New  England 
Telephone  &  Telegraph  Co.  is  the 
region’s  primary  local  carrier. 

“As  an  area  of  tremendous 
growth,  Boston  must  be  prepared 
to  meet  the  need  for  sophisticat¬ 
ed  global  communications  sys¬ 
tems,”  said  Teleport  Boston 
President  Bradley  Youngman. 
“For  too  long,  local  communica¬ 
tions  users  have  relied  on  techni¬ 
cally  inferior  copper  cable  and 
microwave  technology  for  com¬ 
munications  transmission.” 

Teleport  Boston  is  the  second 
company  this  year  to  announce 
plans  to  build  an  alternative  fiber 
network  in  Boston. 

In  February,  Teleport  Com- 
munications-Boston,  owned 
equally  by  Merrill  Lynch  Teleport 
Technologies,  Inc.  and  Fidelity 
Investments,  said  it  would  build  a 
40-mile  network  linking  sites  in 
Boston’s  financial  and  business 
districts  (“Merrill  Lynch,  Fidelity 
team  for  bypass  net,”  NW,  Feb. 
29). 

The  new  Teleport  Boston  pro¬ 
posal  will  provide  service  from 
carrier  to  carrier,  end  user  to  end 
user,  and  end  user  to  carrier,  said 
Youngman,  who  has  worked  on 
similar  fiber  networks  in  Chica¬ 
go,  Philadelphia  and  Washing¬ 
ton,  D.C.  Such  networks  are  pro¬ 
liferating  throughout  the  U.S.,  he 
said. 

The  Boston-area  network, 
which  will  be  redundant  to  mini¬ 
mize  downtime,  will  also  give  us¬ 
ers  access  to  a  teleport  facility  the 
company  is  building  to  the  west, 
probably  in  Framingham,  Mass., 
some  20  miles  from  Boston. 

The  teleport  will  house  five 
earth  stations  capable  of  trans¬ 
mitting  and  receiving  voice,  data 
and  video  worldwide.  It  will  also 
provide  users  with  an  alternative 
to  terrestrial  long-haul  carriers. 

Construction  of  the  network  is 
slated  for  completion  by  1991, 
with  the  first  users  coming 
aboard  about  a  year  after  con¬ 
struction  starts. 

Several  users  have  already 
signed  letters  of  intent  to  join  the 
network,  but  Teleport  Boston  of¬ 
ficials  said  it  was  too  early  and 
would  not  identify  them.  □ 


Netstar  agrees  to  resell 
Contel  VSAT  equipment 


TELECOMMUNICATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Worth  Noting 


T  he  United  Services 
Automobile  Association, 
an  automobile  and 
homeowners  insurance 
company,  recently 
purchased  five  digital 
private  branch 
exchanges  from 
Intecom,  Inc.,  which 
beat  out  AT&T, 
Southwestern  Bell 
Telephone  Co.’s 
equipment  sales 
company  and  IBM/Rolm 
Systems  Division  for  the 
contract. 


arrier 

Watch 


Diginet  Communica¬ 
tions,  Inc.  of  Milwaukee  has 
announced  it  is  merging  with 
FiberConnect  of  Chicago, 
Inc.  to  provide  local  access 
services  in  the  greater  Chicago 
metropolitan  area.  The  new 
company  will  retain  the  Digi¬ 
net  name.  FiberConnect  will 
become  the  marketing  divi¬ 
sion  for  the  firm. 

Under  the  terms  of  the 
merger,  FiberConnect  will 
help  Diginet  expand  its  exist¬ 
ing  fiber  net  serving  the  Chica¬ 
go  business  district.  FiberCon¬ 
nect  will  also  help  construct 
and  operate  fiber  nets  in  Oak 
Brook,  Oakbrook  Terrace, 
Northbrook  and  Arlington 
Heights,  Ill.  FiberConnect  will 
market  Diginet’s  Chicago  net¬ 
work  and  the  new  suburban 
networks. 

Diginet,  which  has  operat¬ 
ed  a  fiber  network  in  the  Chi¬ 
cago  Loop,  or  business  dis¬ 
trict,  since  June  1985,  has 
already  begun  its  expansion. 

Bay  Area  Teleport  of  Al¬ 
ameda,  Calif.,  last  week  began 
operating  a  2.5-mile  fiber-op¬ 
tic  network  serving  businesses 
along  San  Francisco’s  Market 
Street. 

The  fiber  network  provides 
businesses  in  that  area  direct 
access  to  national  and  interna¬ 
tional  long-distance  carriers’ 
points  of  presence  in  San 
Francisco. 

( continued  on  page  14 ) 


Communications  budget  breakdown 


Percentage  of  revenue  slated 
for  communications  purchases 

More  than  6.9% 

6%  to  6.9% 

5  to  5.9% 

4%  to  4.9% 

3%  to  3.9% 

2%  to  2.9% 

1%  to  1.9% 

Did  not  budget 

Figures  are  based  on  600  users’  1988  purchase  plans.  This  includes  spending 
on  telecommunications  hardware,  computer  software  and  hardware,  facsimile 
machines,  printers,  copiers  and  scanners. 
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PacBell  to  provide  service 
with  net  mgmt.  features 

Digital  data  offering  can  support  high  speeds. 

By  Anita  Taff 

Senior  Correspondent,  Washington 


Approximate  number  of  users 


ACD  software,  PBX 
gear  debut  at  TCA 

Mitel  product  offers  link  to  ACD  Telemarketer; 
Memorex  Telex  package  runs  on  1285  micro. 


By  Jim  Brown 

New  Products  Editor 


SAN  DIEGO  —  Pacific  Bell  re¬ 
cently  announced  it  is  seeking 
regulatory  approval  to  enhance 
its  family  of  digital  data  services 
by  adding  a  service  that  sports 
new  transmission  speeds  and 
three  network  management  ca¬ 
pabilities. 

The  service,  to  be  marketed 
under  the  name  Advanced  Digital 
Network  (ADN),  adds  support  for 
19  2K,  32K,  38.4K  and  64K  bit/ 
sec  speeds.  Pacific  Bell  already 
offers  services  that  operate  at 
speeds  of  2,400,  4.8K,  9-6K  and 
56K  bit/sec. 

New  net  management  capabil¬ 
ities  available  through  ADN  are 
network  control  and  diagnostics, 
selectable  speed  ranges  and  net¬ 
work  reconfiguration. 

The  capabilities  to  be  offered 
through  ADN  will  primarily  bene¬ 
fit  midsize  companies  that  need 
more  sophisticated  digital  ser¬ 
vices  but  do  not  have  the  demand 
to  justify  T-l  links,  according  to 
Judy  Bradford,  director  of  trans¬ 
port  services  product  develop¬ 
ment  at  Pacific  Bell. 

Because  ADN  will  be  offered 
within  and  between  local  access 
and  transport  areas,  Pacific  Bell 
must  receive  approval  from  the 
California  Public  Utility  Commis¬ 
sion  and  the  Federal  Communica¬ 
tions  Commission  before  offer¬ 
ing  the  service.  Bradford  said  the 
company  expects  regulators  to 
approve  the  service  by  the  first 
quarter  of  1989-  Pricing  has  not 
yet  been  established. 

Pacific  Bell  will  offer  the  ser¬ 
vice  by  adding  new  interface 
equipment  and  software  to  D4 
channel  banks  in  its  central  of¬ 
fices.  Customers  will  need  digital 
data  service  units  that  support  the 
new  speeds  in  order  to  link  their 


customer  premises  equipment  to 
the  ADN  lines. 

The  equipment  and  software 
was  developed  by  Verilink  Corp., 
although  Pacific  Bell  holds  pat¬ 
ents  for  the  ADN  technology. 

Initially,  Verilink  will  supply 
all  the  central  office  and  custom¬ 
er  premises  equipment.  Howev¬ 
er,  Pacific  Bell  is  seeking  other 
manufacturers  to  produce  the 
new  components  as  well.  In  No¬ 
vember,  the  company  will  meet 
with  other  companies  interested 
in  licensing  the  ADN  technology. 
Pacific  Bell  would  not  release  de¬ 
tails  on  the  licensing  fees. 

Pacific  Bell  is  seeking  addi¬ 
tional  manufacturers  for  ADN 
equipment  so  that  users  will  be 
able  to  obtain  equipment  from 
more  than  one  source,  Bradford 
said.  But  she  also  acknowledged 
that  multiple  vendors  may  aid  the 
company  in  regulatory  areas  as 
well. 

Regulatory  concern 

Restrictions  contained  in  the 
Modified  Final  Judgment  current¬ 
ly  prohibit  the  regional  Bell  hold¬ 
ing  companies  from  directing  the 
design  or  fabrication  of  equip¬ 
ment,  even  by  a  third  party.  It  has 
been  widely  debated  whether 
software  development  would  fall 
under  this  restriction. 

U.S.  District  Court  Judge  Har¬ 
old  Greene,  who  oversees  the 
Modified  Final  Judgment,  has  ex¬ 
pressed  concern  that  the  RBHCs, 
if  allowed  to  manufacture,  could 
specify  network  enhancements 
based  exclusively  on  their  own 
equipment,  thereby  shutting  out 
any  competition. 

“Pacific  Bell  is  opening  its  li¬ 
censing  to  as  many  vendors  as 
want  to  participate,  in  the  spirit 
of  meeting  the  Modified  Final 
Judgment,”  Bradford  said.  □ 
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SAN  DIEGO  —  Targeting  the 
group’s  core  membership  of  tele¬ 
communications  managers,  ven¬ 
dors  at  the  recent  Tele-Communi¬ 
cations  Association,  Inc.  (TCA) 
Annual  Conference  here  unveiled 
switch  expansion  products  and 
automatic  call  distributors 
(ACD). 

Mitel  Corp.,  of  Boca  Raton, 
Fla.,  released  software  called  Ge¬ 
neric  1003  for  its  SX-200  digital 
private  branch  exchange  that 
doubles  the  line  capacity  of  the 
switch  from  336  to  672  lines  and 
supports  a  T-l  trunk  interface, 
which  was  also  announced  at  the 
show. 

The  new  system  software  also 
supports  an  extension  to  Mitel’s 
ACD  application,  called  ACD 
Telemarketer. 

Like  all  ACDs,  Mitel’s  ACD 
Telemarketer  software  answers 
incoming  calls  and  forwards 
them  to  available  telephone 
agents.  If  all  agents  are  busy,  the 
call  is  placed  in  a  queue. 

According  to  the  company,  a 


special  feature  of  the  software 
will  predict  whether  agents  as¬ 
signed  to  one  group  are  available 
to  answer  incoming  calls  immedi¬ 
ately  or  within  a  specified 
amount  of  time.  If  agents  are  not 
available  immediately,  those 
calls  are  passed  to  another  agent 
group. 

This  predictive  feature  re¬ 
duces  the  time  callers  wait  before 
a  call  is  answered.  In  some  cases, 
calls  initially  assigned  to  one 
agent  group  are  answered  by 
agents  in  another  group  before 
the  caller  is  placed  in  queue,  a 
company  spokesman  said. 

ACD  Telemarketer  customers 
must  use  Mitel’s  Superset  4  tele¬ 
phones  to  support  ACD  functions. 
Superset  4  telephones  feature  an 
LCD  screen  that  enables  agents 
and  agent  supervisors  to  ex¬ 
change  data  messages  while  the 
call  is  being  answered. 

Agents  can  use  the  message 
feature  to  ask  a  supervisor  to 
monitor  the  call  or  to  render  help 
in  answering  a  caller’s  question. 
This  feature  also  enables  the  su- 
( continued  on  page  14 ) 


WASHINGTON  UPDATE 


BY  ANITA  TAFF 

FCC  waives  CEI  for  New  England  Telephone. 

The  Federal  Communications  Commission  waived  its  Compara¬ 
bly  Efficient  Interconnection  (CEI)  requirement  last  week  for 
New  England  Telephone  and  Telegraph  Co.  when  it  gave  the 
carrier  permission  to  offer  protocol  processing  as  part  of  a 
four-month  videotex  gateway  trial  in  Vermont.  Bell  operating 
companies  usually  must  file  a  CEI  plan  to  offer  enhanced 
services  or  to  offer  services  through  an  unregulated  subsidiary. 

A  number  of  parties,  including  MCI  Communications  Corp. 
and  the  American  Newspaper  Association,  had  opposed  New 
England  Telephone’s  request  to  conduct  the  trial  without  filing 
a  CEI  plan.  MCI  expressed  fears  that  allowing  BOCs  to  offer 
enhanced  services  without  “minimal  CEI  safeguards”  could 
hamper  efforts  to  implement  the  more  comprehensive  Open 
Network  Architecture  rules.  The  American  Newspaper  Associa¬ 
tion  questioned  New  England  Telephone’s  motives,  particularly 
whether  the  BOC  intended  to  conduct  a  brief  technical  trial  or 
construct  an  operational  system  to  give  itself  a  head  start. 

Despite  the  objections,  the  FCC  ruled  that  waning  the  CEI 
requirement  was  appropriate  because  New  England  Telephone 
has  stated  it  will  implement  safeguards  such  as  cost  accounting 
and  restriction  of  customer  proprietary  network  information. 

MCI  builds  fast  fiber  link  for  L.A.  MCI  Communica¬ 
tions  Corp.  has  cut  over  a  77-mile  fiber-optic  link  in  the  Los 
Angeles  area  that  transmits  at  1.8G  bit/sec.  The  high-speed 
segment  provides  voice  and  data  services  for  customers  located 
between  Palmdale  and  Rialto,  Calif.,  two  suburbs  of  Los 
Angeles.  MCI  intends  to  upgrade  several  network  segments 
currently  operating  at  405M  bit/sec  next  year  as  facilities  begin 
to  reach  maximum  capacity,  according  to  an  MCI  spokesman.  □ 
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At  last;  away 

TO  MANAGE  THE  UNMANAGEABLE. 
HP'S  MULTI-VENDOR  NETWORK  SUPPORT 


At  Hewlett-Packard,  we're  well  aware  of  the  challenges  you 
face  in  effectively  handling  your  multi-vendor  computer  networks. 

Without  proper  control,  they  can  get  quickly  out  of  hand. 

That’s  why  we  developed  HP  Network  Support,  a  range  of 
support  services  designed  to  help  you  keep  tight  reins  on  your  multi¬ 
vendor  environments. 

So  how  do  we  manage  it? 

We  analyze  your  business  needs,  both  present  and  future, 
then  develop  a  networking  strategy  that  suits  you. 

We  help  plan  and  design  your  network.  Prepare  you 
for  smooth  integration  of  new  or  expanded  networks  and  help  you 


start  up  your  operation,  making  sure  everything's  off  the  ground, 
flying  smoothly 

We  even  isolate  faults  that  may  develop  across  your  net¬ 
works,  working  directly  with  you  and  selected  vendors  to  quickly  pin¬ 
point  the  problem. 

Having  HP  as  your  major  networking  support  vendor  means 
you'll  be  better  equipped  to  manage  the  unmanageable. 

And  to  fit  your  specific  needs,  HP  Network  Support  services 
can  be  used  either  individually  or  together. 

Whatever  option  you  choose,  you’ll  have  the  full  backing  of 
HP's  worldwide  support  organization  and  extensive  networking  experi¬ 
ence.  Not  to  mention  a  company  with  consistently  top  ratings  in  cus¬ 
tomer  service  and  support. 

That's  why  it's  high  time  you  called  in  Hewlett-Packard  to 
help  you  manage  your  multi-vendor  networks.  Because  once  we  start 
working  together,  you’ll  wonder  how  you  managed  without  us. 

For  more  information  on  Hewlett-Packard  Network  Support, 
call  us  at  1  800  752-0900,  Dept.  251F. 
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ACD  software,  PBX 
gear  debut  at  TCA 

continued  from  page  1 1 

pervisor  to  send  a  message  informing  the 

agent  that  the  call  is  being  monitored. 

The  message  screen  also  alerts  agents 
assigned  to  one  group  when  they  are  an¬ 
swering  calls  transferred  to  them  from  an¬ 
other  group.  This  feature  complements  the 
predictive  routing  feature. 

Agents  can  also  push  a  button  that 
makes  the  Superset  4  appear  busy  to  the 
PBX.  This  enables  an  agent  to  leave  the 
agent  position  without  worrying  that  calls 
will  go  unanswered. 

Superset  4  can  also  be  configured  to  ap¬ 
pear  busy  to  the  PBX  for  a  specified  time 
after  the  agent  has  hung  up  from  a  call. 
This  enables  the  agent  to  finish  paperwork 
or  enter  data  on  a  terminal  before  answer¬ 


ing  the  next  call. 

ACD  Telemarketer  also  supports  real¬ 
time  monitoring  that  enables  supervisors 
to  determine  which  agents  are  currently 
busy,  how  many  calls  are  in  queue  and  oth¬ 
er  ACD  management  information. 

Supervisors  access  the  information  via 
a  Digital  Equipment  Corp.  VT-100  terminal 
linked  to  the  switch  via  an  RS-232  data 
port. 

Memorex  Telex 

Memorex  Telex  Corp.’s  Systems  Divi¬ 
sion  Telephony  Operations,  of  Camarillo, 
Calif.,  also  announced  ACD  enhancements 
at  the  TCA  show. 

The  company’s  new  ACD  Management 
Information  System  is  software  that  runs 
on  a  Memorex  Telex  1285  Unix-based  mi¬ 
crocomputer  and  can  be  used  to  manage  a 
Memorex  Telex  1001  PBX  running  its  ACD 


Release  7.1  software. 

The  Memorex  Telex  1 285’s  color  moni¬ 
tor  displays  real-time  ACD  activity,  includ¬ 
ing  the  number  of  incoming  calls,  calls  in 
queue,  calls  ringing  and  calls  answered  by 
agents.  The  ACD  Management  Informa¬ 
tion  System  will  be  coupled  with  ACD  Re¬ 
lease  7.1  software  and  will  range  in  price 
from  $1,000  to  $1,500  per  agent.  The 
package  will  be  available  in  the  first  quar¬ 
ter  of  1989- 

Memorex  Telex  also  announced  its 
1001XL  PBX,  which  supports  up  to  8,192 
lines.  Slated  to  be  available  in  the  second 
quarter  of  1989,  the  1001XL  will  enable 
users  to  expand  the  capacity  of  the  3,072- 
port  1001VL,  the  company’s  previous 
high-end  model. 

Switches  can  be  upgraded  to  the  8,192- 
port  limit  of  the  1001  XL  by  connecting  a 
Second- Level  Matrix  Module  via  a  fiber-op- 


Only  arcs  family  of  data  instruments  gives  you . . . 

Portability  and  Power 


When  portability  is  the  key, 
our  lightweight  INTERVIEW®  5, 
10,  15  and  20  series  testers  perform 
ten  digital  and  analog  functions, 
in  a  compact  3  lb.  package. 

1.  Data  Line  Monitor,  2.  Protocol 
Analyzer/Emulator,  3.  Portable 
Terminal,  4.  BERT,  5.  Digital 
Volt/Ohm  Meter,  6.  Continuity/ 
Cable  Tester,  7.  dB  Level  Monitor, 
8.  Power  Line  Monitor,  9.  Lead 
Status  Monitor,  10.  Peripheral 
Tester. 

These  testers  are  ideal  for 
field  service  or  any  application 
where  size  and  portability  are  a 
must.  And  they  are  compatible 
with  ARC’s  more  powerful  products. 


Each  unit  is  available  with  a 
1  Mbyte,  3.5  inch  diskette  for 
data  and  test  storage.  And  you 
get  a  test  library  with  each  unit. 

For  advanced  data  commun¬ 
ications  test,  analysis,  and 
development,  our  INTERVIEW 
6600,  7000,  7500  protocol  and 
analyzers  are  the  choice  of  users 
worldwide. 

They  speed  analysis  of  Tl, 
ISDN,  SNA,  X.25,  OSI  and  more. 
And  they  operate  up  to  256  Kbps. 
No  programming  required  with 
our  extensive  application  library. 

Each  unit  features  1.4  Mbyte 
diskettes,  statistical/graphic 
capabilities,  color  output  and 


optional  20  Mbyte  hard  disk. 

For  more  information  on  our 
testers,  call  or  write  today. 

Atlantic  Research  Corporation, 
Teleproducts  Division,  7401 
Boston  Boulevard,  Springfield, 

Virginia  22153.  Telex:  197733 
ARC  TP. 

Call  800-368-3261 

(In  Virginia  call  703-644-9190) 

»RC 

Atlantic  Research  corporation 

a  subsidiary  of  Sequa  Corporation 

arc.  .  .we  Make  Networks  work 


Represented  in:  •  Australia  102)888-1788  •  Austria  (0222)84-2631  •  Belgium  102)219-2453  •  Canada  (613)748-9751  •  Denmark  (02)  993099  •  Finland  0358-0-354911 

•  France  (01  >64.46.34.56  •  Germany  ( 069)6640060  •  Holland  1040/  58-2911  •  Israel  103)  48-3211  •  Italy  1 02)506-1296  •  Japan  (03)498-5050  •  Mexico  1905)  689-2121 

•  Norway  02-39  66  20  •  Spain  (01)  242-5204  •  Sweden  08-92  03  60  •  Switzerland  ( 032/84-4488  •  UK  06285-28112  •  Other  countries  contact  US  office. 


tic  cable  to  the  main  switch.  The  1001XL 
can  also  act  as  a  single  system  providing 
links  between  local  1 00 1  VLs,  and  it  can  en¬ 
able  users  to  link  smaller  1001  models  dis¬ 
tributed  throughout  a  campus  environ¬ 
ment. 

Memorex  Telex  also  announced  the 
Universal  Digital  Trunk  Interface,  a  T-l  in¬ 
terface  that  supports  the  Integrated  Ser¬ 
vices  Digital  Network  Primary  Rate  Inter¬ 
face. 

Toshiba  America 

Toshiba  America,  Inc.’s  Telecommuni¬ 
cation  Systems  Division,  based  in  Irvine, 
Calif.,  used  the  TCA  show  to  announce  that 
its  Perception  II  PBX  will  now  support  up 
to  64  trunks  and  240  telephones,  double 
the  capacity  of  existing  systems. 

The  extra  capacity  is  supported  by  an 
expansion  cabinet  added  to  a  base  Percep¬ 
tion  II. 

Toshiba  America  also  announced  a 
voice-messaging  system,  dubbed  Intouch, 
that  supports  automated  attendant  fea¬ 
tures. 

Slated  for  November  release,  Intouch 
ranges  in  size  from  four  to  eight  ports. 
Pricing  for  the  product  has  not  yet  been 
set,  a  company  spokesman  said. 

The  desktop  or  wall-mounted  unit  can 
be  integrated  with  Toshiba  America  PBXs, 
enabling  Intouch  to  light  message-waiting 
lights  on  attached  telephones. 

The  system  can  also  be  interfaced  to 
other  vendors’  telephone  systems,  but  it 
will  not  support  advanced  features  in  this 
configuration. 

Intouch’s  automated  attendant  feature 
answers  calls  with  voice  prompts  that  ask 
callers  with  push-button  phones  to  enter 
the  extension  of  the  called  party  or  a  digit 
that  corresponds  to  the  department  being 
called.  Callers  from  rotary  phones  are 
asked  to  wait  for  an  operator. 

If  the  extension  being  called  is  busy  or 
the  user  has  forwarded  the  phone  to  In¬ 
touch,  the  call  is  answered  with  a  personal¬ 
ized  greeting  instructing  callers  to  leave  a 
voice  message.  □ 


Carrier  Watch 

continued  from  page  1 1 

The  network  also  marks  the  beginning 
of  Bay  Area  Teleport’s  plans  to  run  fiber 
throughout  San  Francisco’s  financial  dis¬ 
trict  and  down  the  San  Francisco  peninsu¬ 
la.  The  peninsula  fiber  run  will  link  the  city 
to  Burlingame,  San  Mateo,  Palo  Alto, 
Mountain  View,  Sunnyvale  and  San  Jose, 
Calif. 

The  fiber  is  scheduled  to  be  cut  over  in 
the  fourth  quarter  of  1989- 

The  San  Francisco  fiber  network  is 
linked  to  Bay  Area  Teleport’s  microwave 
network  east  of  the  San  Francisco  Bay. 
That  network  serves  more  than  20  sites  in 
Northern  California,  including  Sacramen¬ 
to,  Oakland  and  San  Jose. 

Ericsson,  Inc.  of  Richardson,  Texas, 
has  been  awarded  $36.9  million  worth  of 
contracts  to  supply  Los  Angeles  Cellu¬ 
lar  Telephone  Co.  and  Cellular  One  in 
Chicago  with  equipment  they  will  use  to 
expand  their  cellular  networks. 

Los  Angeles  Cellular,  founded  in  March 
1987,  will  add  radio  base  station  equip¬ 
ment  and  a  second  Ericsson  AXE  mobile 
telephone  switch  to  its  network,  an  Erics¬ 
son  spokesman  said. 

In  Chicago,  Cellular  One  will  add  a  sec¬ 
ond  complete  switching  center  to  handle 
current  and  planned  network  traffic,  Erics¬ 
son  said.  Cellular  One  began  operations  in 
January  1985.  □ 
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rap* 

I  he  University  of 
Tennessee  Space 
Institute  (UTSI)  in 
Tullahoma,  Tenn.,  has 
developed  a  tiny  solar- 
powered  radio 
transmitter  that  will  be 
used  to  track  migrating 
bald  eagles  from  a 
space  satellite.  UTSI 
officials  said  the  device 
could  also  be  used  to 
track  trucks,  railroad 
cars  or  even  prison 
parolees  on  work 
release  programs. 

Sata 
Packets 

Tymnet,  McDonnell 
Douglas  Network  Systems 

Co.  recently  announced  a  ser¬ 
vice  for  connecting  personal 
computers  to  IBM  mainframes 
over  Tymnet’s  public  packet- 
switched  network. 

The  Async-To-3270  XE 
(Extended  Edition)  service 
lets  IBM  Personal  Computers, 
Personal  System/2s  and  com¬ 
patibles  access  mainframes 
without  using  host-based  soft¬ 
ware,  protocol  converters  or 
synchronous  personal  com¬ 
puter  interfaces. 

Users  access  mainframes 
via  the  new  Tymnet78  termi¬ 
nal-emulation  software  that 
runs  on  their  personal  com¬ 
puter. 

Tymnet78  provides  local- 
echo,  full-screen  editing  capa¬ 
bilities,  3270-style  keyboard 
mapping  and  screen  flashes, 
as  well  as  3279  four-color 
screen  support  and  3278 
printer  support. 

Steve  Kim,  Tymnet’s  senior 
product  manager  for  IBM  con¬ 
nectivity,  saidTymnet78  gives 
users  the  look  and  feel  of  a 
3270  device  at  a  significant 
savings  by  utilizing  the  asyn¬ 
chronous  communications 
port  of  their  personal  comput¬ 
ers. 

Async-To-3270  XE  costs 
$300  per  month  plus  an  hour¬ 
ly,  character-based  charge. 

Tymnet  is  a  public  data  net 
owned  and  operated  by  Tym¬ 
net,  McDonnell  Douglas.  □ 


Data  Switch,  DCA  roll  out 
net  management  offerings 

New  products  work  with  other  vendors’  wares. 


IBM  3174  controller  a  key 
element  in  SNA  networks 
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Billed  by  IBM  as  the  “establishment  controller,”  the  3174  works  as  a  server  or  a 
gateway  into  both  SNA  and  non-SNA  environments. 

SOURCE:  INTERNATIONAL  DATA  CORP.,  FRAMINGHAM.  MASS. 
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Users  slow  to  spot 
IBM  3174  potential 

IDC  study  discovers  most  companies  use  the 
cluster  controller  only  to  support  3270  devices. 


By  Paul  Desmond 

_ Staff  Writer _ 

SAN  DIEGO  —  Network  man¬ 
agement  systems  took  center 
stage  at  the  recent  Telecommuni¬ 
cations  Association,  Inc.  (TCA) 
Annual  Conference,  with  Data 
Switch  Corp.  and  Digital  Commu¬ 
nications  Associates,  Inc.  (DCA) 
both  unveiling  systems  that  inte¬ 
grate  management  of  other  ven¬ 
dors’  products. 

DCA  announced  the  first  soft¬ 
ware  release  under  its  Open  Net¬ 
work  Management  System 
(ONMS),  a  system  it  promises 
will  be  able  to  manage  products 
from  multiple  vendors  by  sup¬ 
porting  emerging  Open  Systems 
Interconnection  standards. 

Data  Switch  offered  its  Total- 
Net  system,  which  displays  alerts 
from  and  interacts  with  other 
vendors’  network  monitoring 
systems.  TotalNet  also  converts 
messages  into  an  IBM  NetView-  or 
Cincom  Systems,  Inc.  Net/Mas- 
ter-compatible  format. 

Release  1.0  of  DCA’s  ONMS 
software  will  give  users  the  ability 
to  manage  an  array  of  DCA  equip¬ 
ment  in  a  T-l  backbone  network 
from  a  single  location  as  well  as 
allow  an  interface  to  IBM’s  Net- 
View  network  management  sys- 


By  Wayne  Eckerson 

_ Staff  Writer _ 

MOUNTAIN  VIEW,  Calif.  — 
Photographers  at  the  Olympic 
Games  in  Seoul,  Korea,  delivered 
high-quality,  ready-for-press  col¬ 
or  photographs  within  30  min¬ 
utes  after  an  event  to  American 
and  British  newspapers  using  a 
new  network  technology  devel¬ 
oped  by  Boston-based  Atex  Corp. 

Unveiled  in  Seoul,  Atex’s  Elec¬ 
tronic  Pre-Press  Color  Image 
Capture  and  Transmission  Pro¬ 
gram  enabled  more  than  500 
photographers  to  transmit  high- 
quality  electronic  copies  of  their 
photographs  eight  times  faster 
than  they  could  at  the  1988  Win¬ 
ter  Olympics. 

“The  Olympics  were  a  good 
way  to  show  off  our  technology, 
which  I  believe  will  soon  become 
widely  adopted  by  the  media,” 
said  Peter  Wood,  vice-president 
of  imaging  operations  at  Atex. 

The  Atex  system  consists  of 
Sun  Microsystems,  Inc.  worksta¬ 
tions  that,  outfitted  with  Atex 
software,  can  be  used  to  store, 
send  and  retrieve  digital  images 
of  color  photographs  across  sat- 


tem.  Subsequent  releases  will  in¬ 
clude  the  ability  to  communicate 
with  AT&T’s  Unified  Network 
Management  Architecture,  Digi¬ 
tal  Equipment  Corp.’s  Enterprise 
Management  Architecture  and 
other  specifications  emerging 
from  the  OSI  Network  Manage¬ 
ment  Forum,  according  to  Bob 
Boykin,  vice-president  of  market¬ 
ing  for  DCA’s  Network  Communi¬ 
cations  Group. 

DCA  users  will  be  able  to  use 
ONMS  Release  1.0  to  manage 
their  System  9000  T-l  networks 
and  exchange  information  with 
other  DCA  devices  in  a  T-l  back¬ 
bone.  Those  devices  include  in¬ 
telligent  channel  service  units 
(CSU),  Series  7000  T-l  multi¬ 
plexers,  Series  300  network  pro¬ 
cessors,  LanNet  gateways  and 
servers,  X.25  packet  assembler/ 
disassemblers  and  statistical  mul¬ 
tiplexers. 

Prior  to  ONMS,  DCA  users 
could  manage  only  their  System 
9000  T- 1  multiplexers  from  a  Sun 
Microsystems,  Inc.  3/60  work¬ 
station.  Other  nodes  were  man¬ 
aged  on  an  individual  basis. 

DCA  will  provide  for  the  ex¬ 
change  of  information  between 
separate  network  management 
( continued  on  page  16) 


ellite  links  to  other  Sun  worksta¬ 
tions. 

Unlike  the  wire  services, 
which  transmit  color  images  over 
analog  phone  lines,  Atex  trans¬ 
mits  color  images  digitally  over 
satellite  links.  According  to 
Wood,  transmitting  color  images 
across  analog  lines  takes  more 
time  and  yields  lower  quality  im¬ 
ages  than  Atex’s  digital  format. 

“What  we’ve  done  is  produce 
the  same  quality  color  image 
from  a  remote  location  that 
newspapers  get  when  they  pro¬ 
cess  photographs  on-site,”  Wood 
said. 

The  Olympic  Games  represent 
the  first  time  Atex  has  set  up  the 
program  in  a  commercial  setting. 
Atex  officials  anticipate  that  they 
will  work  this  fall  with  interested 
companies  that  want  to  custom¬ 
ize  the  Atex  program  for  their 
own  use. 

Wood  said  that  most  publish¬ 
ing  companies  have  $200,000 
color  scanners,  which  they  use  to 
make  press-ready  film  at  their 
main  plant.  The  scanners  are  too 
large  to  transport,  making  it  diffi- 
( continued  on  page  16 ) 
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By  John  Cox 

_ Senior  Editor _ 

FRAMINGHAM,  Mass.  —  Users 
have  hardly  begun  to  exploit  the 
potential  of  the  IBM  3174  cluster 
controller,  according  to  a  recent 
study  by  International  Data  Corp. 

The  study  found  that  most  cor¬ 
porations  simply  use  the  3174  as 
if  it  were  an  older  controller  —  to 
support  3270-type  terminals  and 
printers.  Largely  unused,  but  be¬ 
ing  widely  tested,  are  the  various 
connection  options  IBM  made 
available  with  the  3174,  includ¬ 
ing  local  network  interfaces  and 
links  to  non-IBM  environments. 

Yet  those  options  are  the  key 
to  the  3174’s  intended  role  as 
IBM’s  “establishment  control¬ 
ler,”  a  device  that  will  attach 
smart  terminals  and  worksta¬ 
tions  to  Systems  Network  Archi¬ 
tecture  hosts  via  IBM’s  Token- 
Ring  Network,  according  to  one 
of  the  authors  of  the  study. 

Despite  the  controller’s 
networking  potential,  most  3174 
buyers  are  using  the  machine  in 
its  traditional  role,  according  to 
Leslie  Lord,  senior  analyst  for 
connectivity  with  IDC,  a  market 
research  firm  located  here. 

Some  20%  of  the  installed 
base  of  controllers  have  been  re¬ 
placed  with  the  newest  IBM  con¬ 
troller  or  plug-compatible  con¬ 
trollers  from  rivals,  Lord  said. 
But  few  customers  have  opted  for 
such  pricey  connectivity  options 
as  the  Token-Ring  interface  and 
the  Asynchronous  Emulation 
Adapter  (AEA),  which  enables 
ASCII  terminals  to  access  IBM 
hosts  and  3270s  to  access  ASCII 
processors. 

Customers  are  buying  a  few 
Token-Ring  interfaces  to  test  the 
option,  which  Lord  and  others 


said  they  expect  eventually  to  re¬ 
place  what  is  now  the  most  com¬ 
mon  way  of  linking  displays  to  a 
mainframe:  dedicated  coaxial  ca¬ 
ble.  “But  very  few  corporations 
have  made  strong  commitments 
to  use  the  3174  as  the  gateway 
between  mainframes  and  the  To¬ 
ken-Ring,”  she  added. 

William  Conklin,  IBM’s  man¬ 
ager  of  subsystem  design  and 
planning  for  the  3174,  described 
the  controller  line’s  development 
as  evolutionary.  But  he  agreed 
that  the  3174  represents  a 
marked  change  in  the  way  dis¬ 
plays  are  managed  in  SNA  nets 
compared  with  the  original  3271 
controller.  The  3271  was  intro¬ 
duced  in  1971,  when  there  was 
“no  such  thing”  as  a  microcom¬ 
puter,  he  said. 

Until  the  early  1980s,  most  of 
a  terminal’s  functionality  was 
found  in  the  controller  itself,  he 
explained.  But  as  terminals  were 
packed  with  memory,  local  pro¬ 
cessing  power  and  graphics  fea¬ 
tures,  they  took  over  some  con¬ 
troller  functions  themselves. 
They  also  required  new  capabili¬ 
ties  from  the  controller,  such  as 
higher  bandwidth  and  the  ability 
to  support  peer-to-peer  commu¬ 
nications,  Conklin  said. 

One  of  the  things  IBM  did  in 
the  early  1980s  to  accommodate 
some  of  the  changes  was  to  add 
the  ability  to  update  terminal  mi¬ 
crocode  from  the  controller. 

The  3174  continued  the  evo¬ 
lution  by  giving  corporate  users  a 
variety  of  ways  to  connect  dis¬ 
plays  with  the  host-based  SNA 
nets,  Conklin  explained.  Those 
options  include  coaxial  cable,  un¬ 
shielded  twisted  pair,  the  IBM  Ca¬ 
bling  System,  an  X.25  interface, 
( continued  on  page  16 ) 


Atex  unit  speeds  Olympic 
news  photos  to  presses 
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Data  Switch,  DCA 
roll  out  offerings 

continued  from  page  15 
applications  using  the  Common  Manage¬ 
ment  Information  Protocol  (CMIP)  of  the 
International  Standards  Organization  as  it 
exists  today.  CMIP  will  evolve  with  OSI 
standards,  Boykin  said. 

Each  network  node  being  managed  un¬ 
der  ONMS  has  an  Agent  Management  Mod¬ 
ule  (AMM),  which  is  software  that  speaks 
the  native  language  of  that  device,  Boykin 
said.  The  AMM  translates  that  native  lan¬ 
guage  into  CMIP. 

The  Sun  workstation’s  color  graphics 
and  windowing  features,  combined  with 
ONMS,  let  users  identify  and  correct  prob¬ 
lems  on  any  network  node  and  view  the  en¬ 
tire  network,  a  single  line  card  or  any  por¬ 
tion  in  between. 

Data  Switch  achieves  similar  results 
from  its  IBM  Personal  System/2-based  To- 
talNet. 

Michael  Fitzpatrick,  a  Data  Switch  vice- 
president,  said  TotalNet  can  display  alerts 
from  and  interact  with  either  single-pur¬ 
pose  control  systems,  such  as  modem  or 
multiplexer  management  products,  or  net¬ 
work  monitoring  and  switch  control  sys¬ 
tems. 

TotalNet  uses  software  running  on  the 
Personal  System/2  to  convert  alarms  from 
other  vendors’  net  management  systems 
into  the  IBM  Network  Management  Vector 
Transport  format  used  by  NetView,  Fitzpat¬ 
rick  said.  Thus  it  can  pass  non-IBM  alert 
messages  to  NetView. 

Through  TotalNet’s  3279  session  capa¬ 
bility,  the  alerts  can  then  be  viewed  from 


one  or  more  terminals,  depending  on  user 
requirements. 

Both  ONMS  and  TotalNet  allow  users  to 
reconfigure  the  network  from  a  central 
workstation.  Both  also  filter  and  prioritize 
alerts  so  that  a  single  problem,  such  as  a 
downed  line,  does  not  display  multiple 
alerts  from  each  piece  of  the  network  af¬ 
fected  by  the  problem. 

DCA’s  ONMS  Release  1.0  software, 
which  will  begin  shipping  in  the  first  quar¬ 
ter  next  year,  has  a  base  price  of  $41,000, 
which  includes  an  AMM  for  a  System  9000 
and  a  CSU. 

TotalNet  is  scheduled  to  begin  shipping 
next  April.  A  configuration  with  four  oper¬ 
ator  workstations  and  capability  to  man¬ 
age  1 2  control  systems  will  be  priced  at 
$148,000. 

DCA  also  announced  an  entry-level  Ap¬ 
ple  Computer,  Inc.  Macintosh-based  T-l 
network  management  system.  The  Mac- 
NMS  is  capable  of  configuring,  monitoring, 
controlling  and  diagnosing  a  network  of 
up  to  five  System  9000  T-l  multiplexers. 

Two  views  of  the  network  are  available 
at  any  time.  One  view  gives  a  total  network 
representation,  while  the  other  lets  a  net¬ 
work  manager  view  a  particular  portion  of 
the  network  down  to  a  single  circuit  simply 
by  clicking  on  that  portion  with  the  mouse. 

The  MacNMS  will  also  ship  in  the  first 
quarter  of  next  year. 

The  software  requires  a  Macintosh  Plus 
or  SE  with  2M  bytes  of  random-access 
memory  and  an  internal  or  external  small 
computer  systems  interface  disk  with  a 
minimum  capacity  of  20M  bytes.  A  system 
that  will  support  five  T-l  nodes  sells  for 
$7,560.  □ 


the  AEA  for  attaching  ASCII  devices  and 
the  Token-Ring  interface. 

The  latter  option  enables  customers  to 
begin  to  replace  dedicated  coaxial  cable 
with  local  network  connections  for  termi¬ 
nals  and  workstations,  creating  a  “high¬ 
speed  pipe  for  transmitting  .  . .  SNA  pack¬ 
ets,”  according  to  the  IDC  report. 

Up  to  32  existing  coaxial  cables  can  be 
attached  to  a  3 1 74  that  is  attached  to  a  To¬ 
ken-Ring.  This,  in  turn,  also  supports  a 
CPU.  Or  a  Token-Ring  with  up  to  140  de¬ 
vicescan  be  attached  to  a  3 1 74 ,  which  then 
links  to  a  front-end  processor,  Conklin  ex¬ 
plained. 

“What  they’re  not  promoting  is  a  PC- 
based  gateway,”  Lord  pointed  out.  Compa¬ 
nies  like  Novell,  Inc.  offer  local  network 
gateways  based  on  personal  computers, 
which  is  a  cheaper  alternative  to  the  3174, 
she  said. 

Besides  being  less  expensive,  micro¬ 
computer-based  gateways  require  only 
one  SNA  address  for  the  gateway  itself, 
whereas  controller-based  gateways  re¬ 
quire  a  network  address  for  each  worksta¬ 
tion,  potentially  adding  a  burden  on  host 
processing  resources,  Lord  said. 

While  users  familiar  with  microcomput¬ 
ers  may  prefer  a  microcomputer-based 
gateway,  MIS  departments,  more  familiar 
with  the  controller  architecture,  are  more 
likely  to  favor  the  3 1 74. 

The  IDC  report  noted  that  IBM  is  tout¬ 
ing  the  Token-Ring  as  the  primary  means 
for  local  SNA  communications  and  plans  to 
integrate  Token-Ring  with  all  its  process¬ 
ing  environments.  In  both  of  these  moves, 
the  3 1 74  is  a  key  element,  according  to  the 
report. 

The  multiple  connection  options  that 
are  the  3 1 74’s  hallmark  are  expensive, 
Lord  said,  noting  that  they  can  easily  dou¬ 
ble  the  cost  of  the  base  controller. 

According  to  Conklin,  prices  for  the  co¬ 
axial  version  of  the  3174  range  from 
$3,500  to  $10,000,  with  the  channel-at¬ 
tached  model  reaching  $  1 3,000.  An  eight- 
port  ASCII  interface  costs  $2,300.  A  To¬ 
ken-Ring  interface  costs  $5,250.  Addition¬ 
al  memory,  which  is  highly  dependent  on 
the  customer’s  configuration,  is  available 
in  increments  of  V2M,  1M  or  2M  bytes, 
priced  at  about  $1,350,  $2,500  and 
$3,500,  respectively. 

IBM  chose  this  pricing  scheme  so  cus¬ 
tomers  could  decide  how  they  wanted  the 
3174  configured,  Conklin  said.  The  alter¬ 
native  was  to  put  all  the  features  in  the  base 
model.  “We  chose  to  price  all  these  op¬ 
tions  independently  so  the  customer  has  to 
pay  only  for  those  they  require.  It’s  their 


Atex  unit  speeds 
photos  to  presses 

continued  from  page  1 5 
cult  to  generate  high-quality  press-ready 
color  photographs  from  locations  outside 
the  main  plant. 

The  Atex  program  connects  photo  scan¬ 
ners  in  a  remote  location  with  color  pro¬ 
cessors  at  the  processing  plant  via  the  sat¬ 
ellite  link.  Workstations  at  both  sites  do 
the  job  of  storing,  transmitting  and  receiv¬ 
ing  the  images. 

During  the  Olympics,  the  Color  Image 
Capture  and  Transmission  Program  facili¬ 
ties  were  housed  in  Seoul,  London  and  New 
York.  At  the  main  press  center  in  Seoul, 
three  Eikinox  1435  Slide  Scanners  trans¬ 
mitted  digitized  versions  of  color  photo¬ 
graphs  to  one  of  six  Sun  workstations.  The 
workstation  then  reduced  the  size  of  the 


choice,  not  ours,”  he  said. 

The  3174  provides  a  foundation  for 
even  more  choices  in  the  future.  Lord  spec¬ 
ulated  that  IBM  might  eventually  enable 
the  3 1 74  to  act  as  a  router,  allowing  3174s 
to  pass  traffic  without  involving  a  main¬ 
frame,  as  is  now  required.  Such  an  ar¬ 
rangement  would  enable  the  controllers  to 
shoulder  some  portion  of  the  mainframe’s 
processing  burden,  she  said. 

Conklin  confirmed  that  such  a  capabili¬ 
ty  could  be  provided  if  IBM  enhanced  the 
3174  to  be  a  PU  2.1  node,  enabling  it  to 
communicate  directly  with  other  PU  2.1 
controllers.  IBM  has  not  announced  such 
support,  and  Conklin,  citing  company  poli¬ 
cy,  declined  to  say  if  such  support  was 
planned. 

But  IBM  has  committed  to  implement¬ 
ing,  in  stages,  another  so-called  peer-to- 
peer  capability  on  the  3 1 74  —  support  for 
LU  6.2,  the  IBM  protocol  that  enables  pro¬ 
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grams  on  different  processors  to  commu¬ 
nicate  directly. 

IBM  previously  announced  that  the  next 
release  of  the  3174  microcode,  scheduled 
for  the  fourth  quarter  of  1988,  will  have  an 
LU  6.2-based  feature  called  Central  Site 
Change  Management  (CSCM).  CSCM  soft¬ 
ware  will  enable  site  managers  to  distrib¬ 
ute  changes  to  3174  microcode  from  a 
host  via  the  network  to  the  controllers,  in¬ 
stead  of  manually  distributing  the  changes 
on  diskettes. 

The  IDC  study  said  more  advanced  im¬ 
plementations  of  LU  6.2  could  position  the 
3174  as  a  node  for  SNA  Distribution  Ser¬ 
vices,  allowing  the  controller  to  handle 
storing  and  forwarding  of  messages  across 
the  network.  □ 


image,  enabling  photographs  to  be  trans¬ 
mitted  across  the  Public  Satellite  Network 
at  efficient  rates. 

The  electronic  data  traveled  across  the 
satellite  network  to  Sun  workstations  in 
both  the  London  offices  of  The  Guardian 
newspaper  and  the  New  York  offices  of  Ad¬ 
vertising  by  Satellite  Co.  The  workstations 
regenerated  the  pictures  into  display- 
ready  form  and  then  fed  them  into  a  Digital 
Equipment  Corp.  Design  Master  8000  col¬ 
or  processor.  The  regenerated  and  press- 
ready  photo  image  was  then  transmitted 
by  satellite  to  participating  newspapers  in 
the  U.S.  and  Great  Britain. 

“The  Olympics  put  our  technology  in 
contact  with  potential  customers,  like  Reu¬ 
ters  [Ltd.]  and  United  Press  International 
[Inc.],”  Wood  said.  “I  expect  many  pub¬ 
lishing  houses  will  show  interest  after  the 
games  are  over.”  □ 


FREE  TIE  LINES! 

MICOM's  APV  technology  compresses 
voice  so  effectively  that  it 
can  be  sent  over  an 
existing  data 
line  without 
the  high 
cost  of 
T1 

CALL  1  (800)  MICOM  U.S. 
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LOCAL  NETWORKING 

PC  AND  TERMINAL- TO-HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


Worth  Noting 


“N 

1  t  inety  percent 
of  all  networked 
personal  computers 
have  been  plugged 
together  in  order  to 
share  peripherals. 
That’s  all.” 

Peter  Simon 

Vice-president  of  marketing 
Banyan  Systems,  Inc. 

Westborough,  Mass. 


etnotes 


Crystal  Point,  Inc.,  a 

start-up  supplier  of  asynchro¬ 
nous  communications  prod¬ 
ucts  for  IBM  Personal  Comput¬ 
ers  and  compatibles  has  intro¬ 
duced  software  for  multiuser 
local-area  net  bulletin  boards. 

Called  Yak,  the  software  al¬ 
lows  up  to  16  users  to  be  si¬ 
multaneously  logged  on  to  a 
personal  computer-based  bul¬ 
letin  board  using  network  or 
modem  connections.  This 
eliminates  the  message  bottle¬ 
necks  common  to  single-user 
bulletin  boards,  according  to 
Christine  Stephens,  company 
founder  and  president. 

Yak  users  can  read  and  en¬ 
ter  both  public  and  private 
messages.  The  program  con¬ 
tains  two  default  rooms  desig¬ 
nated  “Lobby”  and  “Mail.” 
When  logging  on  to  Yak,  users 
are  automatically  placed  in 
the  Lobby,  where  they  can 
leave  public  messages.  From 
the  Lobby,  users  can  go  to  the 
Mail  room,  where  private  mes¬ 
sages  can  be  entered  or  read. 

“The  Mail  room  gives  us¬ 
ers  complete  confidentiality; 
messages  are  accessible  only 
by  the  specific  person  ad¬ 
dressed,”  Stephens  said. 

Yak  is  designed  to  run  on  a 
dedicated  server.  It  is  dBase 
Ill-compatible  and  requires 
PC-DOS  Version  3-3  or  higher 
and  an  IBM  Personal  Comput¬ 
er  with  a  20M-byte  hard  disk 
drive.  It  can  be  used  with  Net¬ 
work  Basic  I/O  System,  AT&T 
and  other  nets. 

Yak  costs  $649  for  a  16- 
port  license  and  $399  for  an 
eight-port  license.  The  source 
code  costs  $250.  Yak  is  avail¬ 
able  now. 

For  more  information,  con¬ 
tact  Crystal  Point  at  12707 
120th  Ave.  N.E.,  Suite  202, 
Kirkland,  Wash.  98034,  or  call 
(206)  821-1909.  □ 


Datapoint:  a  six-quarter  summary 

Operating  income  and  net  earnings 
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1988 
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Datapoint  banks  on 
new  execs,  wares 

CEO  Potter  reveals  strategy  to  seek  new  life 
in  network  industry  with  revamped  product  line. 


By  Laura  DiDio 

_ Senior  Editor _ 

SAN  ANTONIO,  Texas  —  Since 
taking  over  as  president  and  chief 
executive  officer  of  Datapoint 
Corp.  in  June  1987,  Robert  Ratter 
has  been  faced  with  the  task  of 
breathing  new  life  into  one  of  the 
industry’s  first  networking  com¬ 
panies. 

In  accordance  with  that  char¬ 
ter,  Potter  has  reorganized  the 
company  and  revamped  its  prod¬ 
uct  portfolio.  Now  Potter  said  he 


Robert  Potter 

has  to  remind  the  networking 
world  that  Datapoint  exists,  and 
he  intends  to  sell  users  on  the 
merits  of  the  recently  announced 
Datalan  local  network  operating 
system. 

The  past  17  months  have  been 
an  uphill  struggle,  Potter  admit¬ 
ted.  But  he  said  he  is  hopeful  that 
with  six  successive,  profitable 
quarters  behind  the  company  and 
new  products  based  on  industry 
standards,  Datapoint  will  finally 


be  able  to  see  the  top  of  the  hill. 

In  a  recent  interview  with  Net¬ 
work  World,  Potter  and  Don 
Bynum,  Datapoint’s  new  vice- 
president  and  worldwide  market¬ 
ing  manager,  spoke  frankly  about 
the  company’s  woes  over  the  last 
several  years. 

“The  first  thing  I  did  when  I 
joined  Datapoint  was  unlock  the 
front  door.  The  second  thing  I  did 
was  make  sure  there  were  enough 
operators  to  answer  the  tele¬ 
phones,”  Potter  said. 

Potter  is  only  half  kidding. 
“Half  the  front  door  was  open. 
Unlocking  the  other  half  was  a 
symbolic  move  that  made  it  easi¬ 
er  for  people  to  get  in  or  out,” 
Potter  said.  “One  of  the  biggest 
problems  was  that,  from  both  an 
engineering  and  marketing  point 
of  view,  Datapoint  had  become 
introverted.” 

After  introducing  the  industry 
to  local  networking  through  its 
Arcnet  product  line,  the  15 -year- 
old  firm  watched  other  firms  walk 
away  with  the  market.  The  com¬ 
pany,  Potter  said,  disappeared 
from  trade  shows  for  several 
years  and  significantly  reduced 
its  worldwide  sales  force  and  ad¬ 
vertising  campaigns. 

Further,  according  to  an  ana¬ 
lyst  who  requested  anonymity, 
Datapoint  kept  Arcnet  propri¬ 
etary  for  too  long  and  it  was  all 
but  forgotten  after  the  IEEE 
802.3  Ethernet  standard  hit  the 
market. 

Asher  Edelman  took  over  con¬ 
trol  of  the  company  in  March 
1985  in  a  hostile  takeover.  Edel¬ 
man  is  Datapoint’s  current  chair¬ 
man  of  the  board,  and  the  Edel¬ 
man  Group  owns  between  5%  and 
1 0%  of  the  stock.  In  his  search  for 
a  new  CEO,  Edelman  found  Potter 
at  Northern  Telecom,  Inc.  Potter 
( continued  on  page  20 ) 
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Banyan  unveils  two-year 
product,  marketing  plan 

Strategy  stresses  3rd-party  pacts,  world  marts. 


By  Laura  DiDio 

_ Senior  Editor _ 

BOSTON  —  Banyan  Systems, 
Inc.  founder  and  Chief  Executive 
Officer  David  Mahoney  said  last 
week  the  company  has  embarked 
on  a  two-year  plan  that  will  see  a 
spate  of  new  product  introduc¬ 
tions,  several  strategic  alliances 
and  a  concerted  effort  to  pene¬ 
trate  the  European,  Asian  and 
Australian  markets. 

Speaking  at  the  company’s 
first  Networking  Technology 
Conference,  held  both  here  and 
in  Santa  Clara,  Calif.,  Mahoney 
said  Banyan  will  no  longer  be 
known  as  “the  quiet  networking 
company.” 

Its  new  1 2 -point  initiative  will 
help  the  Westborough,  Mass.- 
based  firm  achieve  annual  reve¬ 
nue  of  more  than  $  1 00  million  in 
1989,  he  said.  Additionally,  the 
plan  calls  for  Banyan  to  reach  the 
$500  million  revenue  mark  with¬ 
in  the  next  three  to  five  years. 

Mahoney  and  other  Banyan 
executives,  including  company 
President  Richard  Miese  and  Vice- 
President  of  Marketing  Peter  Si¬ 


mon,  declined  to  divulge  specifics 
about  either  the  upcoming  prod¬ 
ucts  or  strategic  alliances.  But 
Mahoney  and  Miese  reaffirmed 
that  Banyan  sees  its  position  in 
the  market  as  a  supplier  of  large 
local  networks  supporting  100 
nodes  or  more. 

“Connectivity  was  once  the 
entire  issue  in  the  LAN  industry; 
today  it’s  merely  the  tip  of  the 
iceberg,”  Simon  said.  As  such,  it 
is  Banyan’s  intention  to  focus  on 
the  integration  and  internet¬ 
working  of  heterogeneous  local 
networks,  rather  than  simply 
connecting  nodes  on  the  same 
personal  computer  network. 

“In  the  corporate  world,  they 
need  solutions  that  don’t  expire 
when  the  seventh  or  eighth  user 
hops  on  the  PC  LAN.  Users  need  a 
PC-only  solution  that  won’t  lapse 
into  some  form  of  technological 
senility  when  asked  to  converse 
with  a  more  cerebral  mid-range 
system,”  Simon  said. 

In  answer  to  critics  who  view 
its  VINES  Unix-based  operating 
system  as  proprietary,  James  All- 
( continued  on  page  20 ) 


LANMARKS 


BY  MICHAEL  DURR 

As  networking  evolves, 
focus  turns  to  reliability 

For  years,  computer  reliability  has  been  focused  around  the 
concept  of  the  “critical  application.”  A  critical  application 
was  usually  a  big,  heavily  used  system  such  as  an  airline 
reservation  system,  a  bank’s  transaction-processing  system  or  a 
military  application.  If  users  had  one  of  these  systems, 
reliability  was  a  factor  in  their  purchasing  decisions.  Most  other 
users,  though,  simply  bought  good  computer  products  and  made 
sure  they  backed  up  their  data. 

The  latter  approach  was  practical  when  every  CPU  was 
carefully  managed  by  a  data  processing  professional  and  when 
enhancing  a  system’s  reliability  was  a  costly  decision. 

Today,  however,  the  situation  is  different.  The  number  of 
CPUs  in  systems  has  increased  by  thousands,  while  the  number 
of  DP  professionals  has  often  remained  static.  And  the  idea  of  a 
few  critical  applications  is  becoming  obsolete  as  new,  more 
accessible  computers  are  fully  integrated  into  business  opera¬ 
tions. 

Reduced  management  control  and  increased  dependence  on 
computers  and  local  networks  have  placed  greater  significance 
on  system  and  network  reliability.  Not  all  organizations  require 
the  same  level  of  reliability,  but  every  organization  should 
analyze  its  need  and  weigh  that  against  the  cost  of  protection. 
Fortunately,  system  and  network  reliability  have  become  much 
more  cost-effective. 

Local-area  networks  provide  a  good  example  of  how  low-cost 
reliability  can  be  added  to  systems.  The  modular  design  of 
local-area  networks  permits  reliability  to  be  added  wherever  it’s 
needed  and  to  whatever  degree  it’s  required. 

( continued  on  page  20 ) 

Durr  is  director  of  corporate  marketing  for  Novell,  Inc.  in 
Provo,  Utah. 


“I  know  there’s  a  bug  in  our  T-l  Network.  So  how  can  all  six  of 
our  vendors  tell  me  their  equipment  ‘checks  out fine?” 


A  byte-framing  error  in  one  of  your 
multiplexers  is  the  culprit  today.  It’ll 
take  six  hours  of  your  time  to  fix,  once 
you  find  it.  They  will  be  six  hours  of 
frustration,  of  feeling  stranded  by  ven¬ 
dors  who  believe  “it  isn’t  my  problem.” 

With  AT&T,  you  won’t  be  stranded. 
AT&T  will  provide,  integrate  and  support 
every  component  of  your  T-l  network. 
You  probably  own  or  lease  at  least  one 
AT&T  product  or  service  now.  Every  AT&T 
product  or  service  you  add  increases 
your  ability  to  manage  a  single  unified 
network  with  a  single  point  of  contact 
for  service  and  support. 

Consider  AT&T  multiplexers,  for 
instance.  Our  family  of  voice  and  data 
muxes  fills  virtually  every  networking 
need,  and  integrates  easily  with  other 
AT&T  products  and  services. 

Advanced  multiplexer  features. 

To  meet  your  increasing  voice  and 
data  communications  requirements, 
the  DATAPHONE®  II  745  ACCULINK™ 
Multiplexer  switches  up  to  16  T-l  links, 
and  can  be  combined  with  the  740 
ACCULINK  Multiplexers  to  connect  up 
to  250  nodes.  The  745  ACCULINK  per¬ 
forms  diagnostics,  automatically  gen¬ 
erates  performance  reports,  and  will 
re-route  your  most  important  traffic  to 
keep  your  vital  information  flowing. 

For  point-to-point  communications, 
the  740  and  741  ACCULINK  Multiplexers 
combine  up  to  128  channels  into  a  sin¬ 
gle  1.544  Mbps  stream.  Since  each  chan¬ 
nel  can  be  programmed  for  variable 
data  and/or  voice  rates,  you  can  tie 
together  all  your  DATAPHONE  II  equip¬ 
ment,  including  DSUs  (Data  Service 
Units),  analog  private  line  and  switched 
modems. 

AT&T’s  family  of  multiplexers  also 
includes  other  versatile  multiplexers: 
the  BCM  32000  Solitaire,  a  bit  compres¬ 
sion  multiplexer  that  doubles  the  capa¬ 
city  of  a  T-l  facility;  the  DDM-1000,  a 
high-capacity  dual  DS-3  digital  multi¬ 
plexer  for  electrical  or  optical  transmis¬ 
sion;  the  718  STAT  MUX,  an  efficient  low- 
speed  data  multiplexer;  the  719  NET- 
WORKER,  a  statistical  packet-switching 
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multiplexer  and  network  concentrator; 
the  Channel  Division  Multiplexer,  a 
bandwidth-efficient  drop  and  insert 
multiplexer;  and  the  D4  Channel  Bank, 
a  multiplexer  that  enables  analog  PBX 
users  to  enter  the  digital  T-l  world. 

AT&T  provides  not  only  the  tech¬ 
nology,  but  the  diversity  needed  to  satis¬ 
fy  a  broad  range  of  your  multiplexing 
requirements. 

Help  protect  your  investment 
while  preparing  for  the  future. 

AT&T’s  entire  family  of  time  division 
and  statistical  multiplexers  is  designed- 
and  built-to  work  together,  eliminating 
the  headaches  caused  by  multi-vendor 
equipment.  AT&T  provides  all  the 
components  (system  controllers,  multi¬ 
plexers,  modems,  management  soft¬ 
ware,  and  ACCUNET®  T1.5  service)  to 
develop,  integrate,  monitor  and  man¬ 
age  your  growing,  changing  network. 
You  can  build  cost-effective  small  net¬ 
work  nodes  without  buying  more  than 
you  need.  And,  when  it’s  time  to  change, 
you  can  easily  reconfigure  with  mini¬ 
mal  service  disruption. 

AT&T  fully  supports  its  network  man¬ 
agement  equipment  with  full  mainte¬ 
nance  service  and  post-installation  sup¬ 
port,  along  with  network  service 
offerings  including  ACCUNET  T1.5, 
MEGACOM®  and  MEGACOM  800,  ESF 
(Extended  Superframe  Format),  CCR 


(Customer  Controlled  Reconfiguration) 
and  DACS  (Digital  Access  Cross-Con¬ 
nect  System).  After  all,  only  AT&T  has 
over  100  years  experience  in  managing 
networks! 

Importantly,  AT&T  adheres  to  indus¬ 
try  and  de  facto  standards  throughout 
our  entire  multiplexer  line  to  help  pro¬ 
tect  both  your  network  and  premises 
investments. 

Tomorrow’s  private  network 
systems. 

Cost-effective  network  manage¬ 
ment  in  the  future  may  depend  on  the 
decisions  you’re  making  today.  Forward 
thinking  MIS  and  communications 
managers  can  build  strong  and  reliable 
networks  that  will  support  future 
growth  and  technical  enhancements 
with  AT&T’s  entire  family  of  multi¬ 
plexers.  To  learn  more,  call  your  AT&T 
Account  Executive,  your  Authorized 
AT&T  Reseller,  or  call  1  800  247-1212, 
Extension  748. 

From  equipment  to  networking, 
from  computers  to  communications, 
AT&T  is  the  right  choice. 

©1988  AT&T 
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LOCAL  NETWORKING 


Air  Force  awards  ULANA 
contract  to  TRW  and  EDS 

Program  calls  for  installation  of  TCP/IP  networks. 


By  Laura  DiDio 

Senior  Editor 

WASHINGTON,  D  C.  —  The 
U.S.  Air  Force  recently  awarded 
its  Unified  Local  Area  Network 
Architecture  (ULANA)  contract 
to  TRW,  Inc.’s  Information  Net¬ 
works  Division  and  Electronic 
Data  Systems  Corp.  (EDS). 

The  ULANA  program  calls  for 
the  installation  of  Ethernet 
Transmission  Control  Protocol/ 
Internet  Protocol  local  networks 
—  including  all  hardware,  soft¬ 
ware,  installation,  training  ser¬ 
vice  and  maintenance  —  at  more 
than  100  Air  Force  bases  in  the 
U.S. 

The  seven-year  ULANA  con¬ 
tract  is  worth  a  total  of  about 
$  1 50  million,  making  it  the  larg¬ 
est  network  contract  ever  award¬ 
ed  by  the  Air  Force,  according  to 
an  agency  spokesman. 

The  contract  is  divided  into 
two  parts.  The  first  portion  speci¬ 
fies  an  Air  Force  Electronics  Sys¬ 
tems  Division  (ESD)  contract  for 


Datapoint  banks 
on  new  execs 

continued  from  page  1 7 
was  a  group  vice-president  and 
headed  Northern  Telecom’s  Inte¬ 
grated  Office  Systems  Group. 

When  Potter  came  on  board, 
the  company  had  not  been  profit¬ 
able  for  four  years.  He  took  the 
job  because  “it  presented  a  chal¬ 
lenge  to  take  a  company  that  had 
a  heritage  in  local-area  network¬ 
ing  and  turn  it  around.” 

It  was  a  process  that  Edelman 
had  already  begun.  As  Potter  re¬ 
called,  “When  I  came  in,  the  bal¬ 
ance  sheet  was  quite  sound.  Data¬ 
point  had  already  gone  through  a 
restructuring  to  rid  itself  of  sur¬ 
plus  inventory,  facilities,  over¬ 
head  and  machinery.” 

But  there  was  still  work  to  be 
done. 

“The  company  had  lost  all 
momentum,”  Potter  said.  “I  saw 
the  product  line  needed  to  be 
overhauled,  and  we  had  to  open 
ourselves  up  to  the  world.  Now 
we’re  encouraging  our  users  to 
propose  that  many  of  the  propri¬ 
etary  systems  —  like  Arcnet  and 
Databus  [the  company’s  propri¬ 
etary  programming  language]  — 
be  proposed  as  standards.” 

Joseph  Seidler,  vice-president 
of  Infonetics,  Inc.,  a  consulting 
firm  in  Santa  Clara,  Calif., 
agreed.  “As  a  company,  Data¬ 
point  went  the  way  of  Arcnet:  It 
always  seemed  to  be  yesterday’s 
news.  And  that’s  too  bad  because 
the  technology  it  developed  for 
Arcnet  was  quite  good.” 

Despite  its  low  profile,  Data¬ 
point  reported  annual  sales  of 
$331  million  in  fiscal  1988, 
which  endedjuly  30  (see  chart  on 
page  1 7 ) .  A  good  portion  of  those 
dollars  came  from  international 


qualification  testing  of  local  net¬ 
work  equipment.  The  second  part 
calls  for  an  “indefinite  delivery/ 
indefinite  quantity”  of  local  net¬ 
work  products  that  will  be  tested 
by  ESD  in  the  qualification  por¬ 
tion  of  the  contract. 

According  to  the  Air  Force 
spokesman,  ULANA  will  use  more 
than  200  different  local  net  prod¬ 
ucts  that  meet  the  IEEE  802.3 
Ethernet  standard  and  Depart¬ 
ment  of  Defense  protocol  suites, 
including  TCP/IP  and  Telnet. 

Ed  Snyder,  vice-president  and 
general  manager  of  TRW’s  Infor¬ 
mation  Networks  Division  in  Tor¬ 
rance,  Calif.,  said  the  Air  Force 
split  the  contract  between  TRW 
and  EDS,  based  in  Bethesda,  Md., 
because  the  job  is  too  big  for  one 
company. 

“The  Air  Force  decided  to  split 
the  contract  between  us  and  EDS 
because  the  job  is  so  big.  It  en¬ 
compasses  a  standard  group  of 
about  80  products,  including  in¬ 
terface  cards  for  host  attach- 


sales.  The  company  has  2,800 
employees  and  does  business  in 
42  countries. 

“Arcnet  has  an  installed  base 
that  is  much  greater  than  people 
realize,”  Seidler  said.  “As  a  prod¬ 
uct  and  technology,  it’s  always 
been  a  dependable  workhorse.  It 
just  never  captured  the  imagina¬ 
tion  of  the  networking  masses.” 

Of  the  approximately  one  mil¬ 
lion  Arcnet  nodes  installed,  Pot¬ 
ter  estimated  that  Datapoint  ac¬ 
counts  for  about  25%  to  30%.  The 
rest  are  derivatives  made  by  com¬ 
panies  that  based  their  products 
on  Arcnet  chips. 

Still,  with  a  proprietary  net¬ 
work  in  an  industry  that  is  em¬ 
bracing  standards,  Potter  knows 
Datapoint  cannot  count  on  Arc- 
net  sales  alone  to  get  back  on  the 
growth  track. 

Instead,  the  company  is  bet¬ 
ting  that  a  spate  of  OEM  agree¬ 
ments,  along  with  a  recently  in¬ 
troduced  family  of  network 
servers  and  the  new  Datalan  net¬ 
work  operating  system,  will  turn 
the  tide. 

Specifically,  Datapoint  now 
has  several  OEM  relationships  to 
resell  products,  such  as  Intel 
Corp.  80386-based  personal 
computer  servers,  software,  a 
Unix  processor  and  large  disk 
subsystems. 

The  80386-based  network 
servers  were  introduced  last  April 
and  range  in  price  from  $10,000 
to  $200,000.  “Our  current  strat¬ 
egy  is  to  enable  users  to  grow 
their  networks  by  adding  addi¬ 
tional  processors  of  varying  sizes 
in  response  to  their  own  business 
needs,”  Potter  explained. 

The  company  is  positioning 
Datalan  as  a  direct  competitor  to 
Novell,  Inc.’s  NetWare  and  is 
touting  it  as  an  industry  standard. 


ments,  terminal  servers,  PC  cards 
and  network  software,”  Snyder 
said.  Additionally,  he  noted,  the 
product  offerings  of  both  compa¬ 
nies  emphasize  different  fea¬ 
tures,  even  though  they  meet  the 
same  requirements. 

“This  gives  each  Air  Force 
base  the  option  of  choosing  be¬ 
tween  either  EDS  or  TRW,  based 
on  particular  features,  but  the 
minimum  performance  require¬ 
ments  are  met  by  both,”  Snyder 
said. 

TRW  will  supply  most  of  its 
own  networking  products  direct¬ 
ly  to  the  Air  Force  and  use  only  a 
limited  number  of  subcontrac¬ 
tors,  he  said. 

“We’ve  integrated  the  LAN 
pieces  into  our  own  systems 
products,  so  we  don’t  have  to  use 
very  many  local  networking  sub¬ 
contractors,”  Snyder  said. 

“We  do,  however,  already 
have  OEM  agreements  with  Syn- 
Optics  [Communications,  Inc.] 
for  its  twisted-pair  wiring  prod¬ 
ucts  and  cisco  Systems,  Inc.  for  its 
gateway  products.  And  three 
years  ago,  we  did  a  source  license 
for  Bridge  Communications’ 
TCP/IP  software  for  terminal 
servers,  but  Bridge  is  not  a  sub¬ 
contractor  on  this  contract,” 
Snyder  said.  □ 


Datalan  runs  on  IBM  Personal 
Computers  and  compatibles  that 
utilize  Network  Basic  I/O  System 
software  applications.  It  is  com¬ 
patible  with  Arcnet  and  can  also 
run  on  Ethernet,  token  ring  or 
any  hardware  for  which  NETBIOS 
software  is  available.  It  also  sup¬ 
ports  Novell’s  record-locking 
protocols  and  features  system 
fault  tolerance. 

The  introductory  $995  Data¬ 
lan  price  tag  is  about  30%  to  50% 
lower  than  Datapoint  competi¬ 
tors,  Potter  said.  The  Datalan 
software  to  support  four  users 
sells  for  $595,  an  eight-user  ver¬ 
sion  costs  $1,195,  and  a  225-user 
version  costs  $1,995. 

“Pricing  isn’t  the  issue.  It’s  the 
market  presence  that  counts,” 
Potter  said.  “The  lower  pricing  is 
just  one  of  the  things  we’re  doing 
to  let  people  know  that  Datapoint 
is  seriously  back  in  the  network 
competition,  whether  they  have 
small  networks  of  three  nodes  or 
large  PC  nets  of  3,000  nodes.” 

Infonetics’  Seidler,  while  im¬ 
pressed  with  the  capabilities  of 
Datalan  and  Datapoint’s  recent 
positive  moves,  said  the  company 
faces  stiff  competition  in  a  mar¬ 
ket  that  is  quickly  maturing. 

“Datapoint  has  a  real  fight  on 
its  hands.  The  market  for  net¬ 
work  operating  systems  is  matur¬ 
ing  rapidly.  Novell’s  NetWare  has 
about  a  50%  market  share,  IBM 
has  a  solid  25%  of  the  market, 
3Com  [Corp.J’s  3  +  has  a  10%  to 
15%  market  share,  and  Banyan 
[Systems,  Inc.]  has  a  5%  market 
share,”  Seidler  said. 

Also,  he  said,  derivatives  of 
Microsoft’s  OS/2  LAN  Manager 
will  probably  gain  market  share. 

“We  know  it  won’t  be  easy,” 
Potter  said.  “But  we’re  confident 
we’ve  turned  the  corner.”  □ 
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Banyan  unveils 
two-year  plan 

continued  from  page  1 7 
chin,  the  company’s  vice-presi¬ 
dent  of  research  and  develop¬ 
ment,  said,  “Users  of  our  systems 
never  have  to  see  Unix.  We  have 
built  interfaces  that  allow  Unix  to 
run  on  top  of  MS-DOS,  for  in¬ 
stance,  so  they  have  all  the  func¬ 
tionality  of  Unix  but  it  appears  ex¬ 
actly  as  MS-DOS  to  the  end  user.” 

Allchin  also  said  the  Banyan 
version  of  Unix  is  optimized  and 
fully  compatible  with  AT&T’s 
standard. 

The  company  noted  at  the 
meeting  that  in  the  last  several 
months,  it  has  begun  offering 
support  for  a  variety  of  hardware 
and  software  standards.  The  Ban¬ 
yan  executives  pointed  to  recent¬ 
ly  announced  support  for  the 
Transmission  Control  Protocol/ 
Internet  Protocol  as  well  as  sup¬ 
port  for  Apple  Computer,  Inc.’s 
Macintosh  and  the  Open  Systems 
Interconnection  model. 

“When  and  if  OS/2  and  the 
LAN  Manager  reach  the  right  vol¬ 
ume  dimensions,  Banyan  will 
support  them  too,”  Simon  said. 
“If  it’s  right,  we  will  also  support 
IBM’s  Systems  Application  Archi¬ 
tecture,  the  [Application  Sys- 
tem]/400  and  Digital’s  DECnet. 
But  we  will  not  act  upon  market¬ 
ing  hype.” 

In  keeping  with  this  strategy, 
Banyan  will  focus  on  nine  specific 
product  directions  during  the 
next  24  months,  including  a  move 
to  integrate  support  for  the  next 
generation  of  personal  comput¬ 
ers  and  more  Unix-based  devices. 
Additionally,  according  to  Maho- 


Focus  turns 
to  reliability 

continued  from  page  1 7 

High  reliability  on  a  local-area 
network  is  the  result  of  several 
complementary  strategies  that 
protect  against  specific  threats. 
An  uninterruptible  power  supply 
protects  system  hardware  from 
damage  caused  by  power  fluctua¬ 
tions.  A  backup  device  with  re¬ 
movable  media  protects  old  data 
and  provides  off-site  storage  ca¬ 
pability. 

Fault  tolerance  is  a  technology 
designed  to  protect  current  data 
and  prevent  system  downtime.  A 
system  that  can  keep  functioning 
even  though  one  or  more  compo¬ 
nents  fails  is  said  to  be  fault-toler¬ 
ant.  Fault  tolerance  is  imple¬ 
mented  by  adding  redundant 
components  to  the  system. 

One  type  of  fault  tolerance  is 
disk  mirroring.  A  second  hard 
disk  storage  device  is  added  to  the 
system  and  configured  to  receive 
all  changes  that  occur  on  the  pri¬ 
mary  disk.  It  becomes  a  mirror 
image  of  the  primary  disk.  If  the 
primary  disk  fails,  the  mirror  disk 
is  ready  to  take  over.  With  the 
mirror  disk,  the  system  is  partial¬ 
ly  fault-tolerant  insofar  as  a  disk 
can  crash  without  causing  any 
loss  of  data  or  system  downtime. 

Any  component  in  the  system 
can  be  made  fault-tolerant,  pro- 


ney,  the  company  will  support  a 
variety  of  application  program¬ 
ming  interfaces  and  other  indus¬ 
try  standards. 

Users  can  also  expect  Banyan 
to  announce  distributed  systems 
software  products,  a  steady 
stream  of  directory  services  and 
smaller,  more  modular  product 
sets,  Mahoney  said.  This  is  an  ef¬ 
fort  to  offer  both  more  affordable 
and  more  flexible  options  to  com¬ 
panies  that  have  all  levels  of 
networking  requirements. 

Another  portion  of  Banyan’s 
announcement  dealt  with  the  ex¬ 
pansion  of  the  firm’s  worldwide 
sales  and  marketing  presence. 

Until  now,  Banyan  has  limited 
its  North  American  representa¬ 
tion  to  major  cities.  Within  the 
next  two  years,  the  company  will 
have  sales  representatives  in  sec¬ 
ond-tier  cities  throughout  the 
continent,  effectively  doubling 
its  sales  force,  Mahoney  said. 

The  company  will  also  move 
to  aggressively  market  its  prod¬ 
ucts  in  Asia,  Australia  and  Japan. 
Earlier  in  the  year,  Banyan 
opened  a  subsidiary  in  the  UK,  its 
first  in  the  European  market. 

To  increase  the  amount  of 
available  software  and  peripher¬ 
als  that  run  on  VINES,  Banyan  in¬ 
tends  to  secure  a  “select  set  of 
agreements  with  a  handful  of 
leading  computer  and  third-party 
networking  vendors,”  Mahoney 
said.  He  would  not  elaborate  on 
the  companies  with  which  Ban¬ 
yan  may  or  may  not  form  part¬ 
nerships.  He  did  say,  though,  that 
discussions  are  ongoing  with  a 
number  of  vendors  and  that  par¬ 
ticular  announcements  will  be 
made  within  six  months.  □ 


vided  the  system  software  can 
support  the  configuration.  In 
practice,  total  redundancy  is  sel¬ 
dom  justified.  It’s  usually  more 
practical  to  focus  on  areas  that 
are  most  likely  to  fail.  The  most 
common  hardware  failures  are 
disk-related.  Dynamic  disk  man¬ 
agement,  duplicate  directories, 
disk  mirroring  and  disk  duplexing 
all  provide  fault-tolerant  protec¬ 
tion  for  these  risks. 

Well  over  half  of  all  system 
failures  are  caused  by  user  error. 
These  problems  show  up  most  se¬ 
riously  with  data  base-type  appli¬ 
cations,  such  as  spreadsheets.  If  a 
user  error  causes  a  data  base  up¬ 
date  to  fail  while  it  is  in  progress, 
the  entire  data  base  can  be  cor¬ 
rupted  with  the  result  that  every¬ 
one  on  the  network  is  affected.  A 
fault-tolerant  system  that  moni¬ 
tors  updates  and  keeps  a  backup 
of  the  data  base  until  the  update  is 
successfully  completed  can  pre¬ 
vent  data-base  corruption. 

Besides  hardware,  reliability 
is  also  heavily  dependent  on  good 
network  management  software. 
For  example,  software  should 
alert  the  system  or  network  ad¬ 
ministrator  about  the  frequency 
of  data  base  update  failure  so  that 
an  unreliable  application  can  be 
changed  or  a  user  retrained.  It 
should  also  send  an  alert  that  an 
uninterruptible  power  supply  has 
taken  over  or  a  disk  has  failed.  □ 


Win  it  all  in  CN’s  exciting  “See  The 
Communications  World”  Contest. 
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he  exhibits,  the  tutorials, 
the  conference  sessions: 
everything  about  Communi¬ 
cation  Networks  is  designed 
to  make  you  a  winner. .  .to  help 
you  use  the  entire  world  of  networking 
techniques  and  technology  to  improve  your 
operation’s  efficiency,  productivity  and 
profitability. 

And  now  you  have  an  opportunity  to 
win  it  all  as  part  of  our  exciting  “See  The 
Communications  World”  Contest.  To  enter, 
just  fill  in  completely  and  return  the  attached 
Entry  Form. 


Here’s  what  you  can  win! 

First  Prize.  Free  admission  to  CN  ’89, 
including  three  days  of  conferences  and 
exposition,  plus  your  choice  of  an  in-depth 
tutorial.  This  valuable  prize  also  includes 
round-trip  airfare  from  your  nearest  major 
airport  to  Washington  National  Airport,  plus 
three  nights  of  hotel  accommodations  at  the 
luxurious  Grand  Hyatt  Hotel.  Ibtcd  estimated 
value:  $1,875. 

Second  Prize.  Free  admission  to  CN  ’89, 
including  three  days  of  conferences  and 
exposition,  plus  your  choice  of  an  in-depth 
tutorial.  Also  includes  three  nights  of  hotel 
accommodations  at  the  luxurious  Grand 
Hyatt  Hotel.  Tbtal  value:  $1,375. 

Third  Prize.  Free  admission  to  CN  ’89, 
including  three  days  of  conferences  and 
exposition,  plus  your  choice  of  an  in-depth 
tutorial.  Value:  $645. 


Official  Contest  Rules 

1.  On  an  Official  Entry  Form  (or  a  copy), 
clearly  print  your  name,  title,  company 
name,  address,  zip  code,  business  telephone 
and  fax  numbers,  and  fill  in  the  five  net¬ 
working  topics  you’re  most  interested  in. 
All  information  must  be  provided  in  order 
to  qualify  as  a  contestant.  You  are  not 


required  to  register  for  Communication 
Networks  to  enter  the  contest.  If  you  win 
after  you  have  registered,  you  will  receive  a 
full  refund. 

2.  Mail  Entry  Form  to:  Communication  Net¬ 
works,  “See  The  Communications  World” 
Contest.  P.O.  Box  9171,  Framingham,  MA 
01701-9171.  Be  sure  to  affix  postage. 

3.  All  entries  must  be  received  by  midnight, 
November  15, 1988.  Contest  drawing  will  be 
held  November  30, 1988.  Communication 
Networks  is  not  responsible  for  entries 
delayed,  late,  mutilated  or  lost  in  the  mail. 
Odds  of  winning  depend  on  the  number  of 
entries  received.  Only  one  entry  per  person. 
Entries  become  the  property  of  Communica¬ 
tion  Networks. 

4.  One  (1)  First  Prize,  one  (1)  Second  Prize 
and  one  (1)  Third  Prize  will  be  awarded. 
Winners  will  be  selected  at  random.  All 
prizes  will  be  awarded,  and  winners  will  be 
notified  by  phone.  Only  one  prize  per  indi¬ 
vidual.  Prizes  are  non-transferable  and  no 
substitutions  or  cash  equivalents  will  be 
allowed.  Winners  will  be  required  to  provide 
consent  for  use  of  their  name  and  picture  in 
advertising  and  publicity. 

5.  The  contest  is  open  to  residents  of  the 
continental  U.S.  and  Canada,  18  years  of  age 
and  older  except  employees  of  International 
Data  Group,  its  agents,  affiliates  and  subsidi¬ 
aries.  This  offer  is  void  where  prohibited, 
and  subject  to  all  federal,  state  and  local 
laws. 

6.  For  a  list  of  winners,  enclose  a  stamped, 
self-addressed  envelope  with  your  Entry 
Form. 

Contest  sponsored  by  Communication 
Networks,  which  is  produced  by  IDG  Confer¬ 
ence  Management  Group,  an  International 
Data  Group  Company. 

Send  in  your  Entry  Form,  today. 
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Yes,  please  enter  me  in  your  contest  and  send  me  all 
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have  to  register  for  CN  to  be  entered  in  the  contest. 
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Communication  Networks 
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of  voice  and  data  communi¬ 
cations  technology.  And  you’ll 
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to  know  more  about. 
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Find  out  more  about 
Communication  Networks... 
and  win! 
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managers 

□  Operations  maintenance  and  installation 
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MANAGEMENT  STRATEGIES 

MANAGING  PEOPLE  AND  TECHNOLOGY:  USERS  GROUPS  AND  ASSOCIATIONS 


Worth  Noting 


I  he  American  Institute, 
a  Madison,  N.J.-based 
technology  education 
firm,  is  offering  20 
$5,000  scholarships  for 
its  communications 
classes  at  sites  around 
the  country.  The  award 
lets  an  individual  attend 
five  minicourses.  For 
more  information, 
contact  the  institute. 


ialogue 


In  light  of  IBM’s  recent 
Open  Systems  Intercon¬ 
nection  product  an¬ 
nouncements,  do  you  feel 
it  is  committed  to  sup¬ 
porting  the  international 
networking  standards  or 
some  variation? 


■■  The  announcements  signal 
IBM’s  commitment  to  OSI.  Most 
significantly,  IBM  said  it  will 
merge  OSI  protocols  with  its 
Systems  Application  Architec¬ 
ture.  Just  for  IBM  to  talk  about 
interoperability  between  sys¬ 
tems  is  a  significant  advance. 

“The  announcements  also 
signal  that  there  will  be  two 
architectures  in  the  future,  Sys¬ 
tems  Network  Architecture  and 
OSI,  and  there  will  be  commu¬ 
nications  between  the  two.” 

Bud  Huber 
Manager  of  advanced 
networking  integration 
Communications  and  Data 
Processing  Division 
Hughes  Aircraft  Co. 

Long  Beach,  Calif. 


££  It  is  difficult  to  determine 
where  IBM  is  going  with  OSI, 
because  in  the  past  it  has  made 


half-baked  commitments  to 
some  product  areas  in  order  to 
cover  the  market.  It  often 
adopts  a  sit-back-and-wait  atti¬ 
tude  until  it  sees  a  real  oppor¬ 
tunity  in  the  marketplace.” 

George  Wyncott 
Manager  of  IBM  systems 
Purdue  University 
Computing  Center 
West  Lafayette,  Ind. 


I  don’t  think  IBM  is  com¬ 
mitted  to  OSI.  It’s  being  pushed 
into  it  because  there  are  multi¬ 
ple  vendors  in  every  shop.  It  is 
providing  OSI  support  only  be- 
( continued  on  page  22 ) 


Bradlees’  POS  net  assists 
with  retail  management 

System  also  opens  door  to  new  technologies. 


By  Jim  Brown 

New  Products  Editor 


User  sources  of 
communications  information 


Figures  are  based  on  a  survey  of  600  respondents. 

SOURCE:  WALL  STREET  JOURNAL  SURVEY  OF  ICA  MEMBERS,  NEW  YORK 
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au  courant 
for  net  execs 


Telecom  managers  find  they  must  fight  to  keep 
up  with  the  barrage  of  net-related  information. 


By  Barton  Crockett 

Senior  Writer 


BRAINTREE,  Mass.  —  Brad¬ 
lees,  a  chain  of  discount  depart¬ 
ment  stores  headquartered  here, 
recently  completed  the  installa¬ 
tion  of  a  1 68-store  point-of-sale 
network  that  helps  it  track  sales 
and  inventory  and  lays  the  foun¬ 
dation  for  future  advances  in  re¬ 
tail  networking. 

The  company,  for  example,  is 
already  gearing  up  to  test  cash 
register  scanners.  This  is  part  of  a 
larger  investigation  into  the  pos¬ 
sibility  of  using  the  POS  network 
to  automatically  instruct  ware¬ 
houses  when  in-store  inventories 
run  low. 

That  investigation  will  eventu¬ 
ally  lead  the  company  to  explore 
the  benefits  of  using  electronic 
data  interchange  to  exchange 
documents  such  as  purchase  or¬ 
ders  with  its  suppliers. 

Bradlees,  a  division  of  The 
Stop  &  Shop  Companies,  Inc.,  fin¬ 
ished  installing  the  underlying 
IBM  4680  POS  network  last  June. 
Besides  enabling  the  store  to  col¬ 
lect  sales  and  inventory  data,  it 
helps  curry  favor  with  customers 
by  speeding  checkouts. 


The  4680  system  consists  of 
cash  register  terminals  linked  to 
an  in-store  IBM  Personal  Com¬ 
puter  AT  acting  as  a  controller  via 
a  serial  loop  network  operating  at 
up  to  38.4K  bit/sec.  The  control¬ 
ler  compiles  sales  data  into  batch 
files  and  submits  these  files  to  an 
in-store  IBM  Series/ 1  minicom¬ 
puter. 

The  Series/ 1  is  linked  to  IBM 
3090  and  3081  mainframes  in 
Stop  &  Shop’s  Quincy,  Mass., 
data  center  via  an  analog  leased- 
line  network.  Those  9-6K  bit/sec 
multidrop  lines  support  IBM’s 
Synchronous  Data  Link  Control 
protocol  and  replace  the  dial-up 
links  Bradlees  once  used  to  link 
headquarters  to  each  store. 

Headquarters  personnel  use 
the  leased-line  network  each 
week  to  download  sales  prices  for 
8,000  to  10,000  items  to  the 
4680  POS  network  controller. 
The  controller  automatically 
rings  in  the  sale  price  when  cash¬ 
iers  enter  the  stock  keeping  unit 
(SKU)  number  of  marked  down 
items.  Otherwise,  the  cashier 
must  manually  enter  the  price,  a 
process  that  can  lead  to  mistakes. 
( continued  on  page  22 ) 


Network  managers  are  finding 
it  increasingly  hard  to  stay  in¬ 
formed. 

The  task  is  an  important  one. 
“If  you  ignore  new  developments 
in  this  industry,  you  play  a  game 
of  chance  with  your  fiiture,”  said 
Roger  McKinnon,  director  of  tele¬ 
communications  with  the  Phila¬ 
delphia-based  food  services  firm 
ARA  Services,  Inc. 

And  staying  informed  is  a  task 
that,  ironically,  becomes  more 
difficult  as  network-related  infor¬ 
mation  proliferates. 

“One  of  my  biggest  chores  is 
sifting  through  all  the  publica¬ 
tions  and  vendor  literature  I  get 
in  the  mail,”  said  Ruth  Micha- 
lecki,  director  of  telecommunica¬ 
tions  at  the  University  of  Nebras¬ 
ka  in  Lincoln.  “These  things  pile 
up  on  my  desk  and  in  huge  stacks 
on  the  floor.” 

“Now  that  line  management  is 
reading  about  things  like  ISDN  in 
the  general  press,”  said  McKin¬ 
non,  “I’ve  really  got  to  stay  on 
lop  of  things.  They  are  building 
perceptions  and  getting  informed 
even  before  I  get  there.  That 
means  I’ve  got  to  read  what  my 
managers  are  reading  in  addition 
to  my  own  materials.  It  also 
means  I  can’t  snowball  anyone 
on  my  pet  projects.” 

Users  generally  find  out  about 
new  developments  through  users 
groups  and  the  press,  according 
to  a  survey  last  spring  of  mem¬ 
bers  of  the  International  Commu¬ 
nications  Association  (ICA)  by 
the  The  Wall  Street  Journal. 
Ninety-six  percent  of  the  600  re¬ 
spondents  said  they  learn  about 


developments  in  the  communica¬ 
tions  industry  from  the  ICA,  and 
91%  of  the  respondents  cited  ar¬ 
ticles  in  trade,  business  or  finan¬ 
cial  publications. 

According  to  John  Coston,  di¬ 
rector  of  marketing  services  with 
The  Wall  Street  Journal ,  the  re¬ 
sults  indicate  a  very  close  rela¬ 
tionship  in  the  industry  among 
users,  trade  associations  and  the 
trade  press. 

“We  survey  a  lot  of  indus¬ 
tries,”  he  said,  “and  few  follow 
their  trade  organizations  and 
press  as  closely.” 

Interestingly,  consultants 
were  near  the  bottom  of  the  ICA 
members  list,  being  cited  by  only 
24%  of  the  respondents.  Some 
users  said  this  result  did  not  sur¬ 
prise  them,  since  they  feel  they 
get  better  information  about  in¬ 
dustry  developments  than  con¬ 
sultants  do. 

“I  get  a  lot  of  input  very  early 
from  vendors  under  nondisclo¬ 
sure,”  said  McKinnon.  “I  don’t 
think  vendors  are  as  willing  to 
give  this  information  early  on  to 
consultants.” 

More  than  70%  of  the  respon¬ 
dents,  in  fact,  said  they  rely  on 
their  vendor  salesmen,  advertis¬ 
ing  and  literature  for  details 
about  new  developments. 

Sixty-seven  percent  said  they 
also  look  to  friends  and  col¬ 
leagues  for  information. 

The  upshot  is,  simply  enough, 
that  many  users  feel  they  cannot 
ignore  any  source  of  informa¬ 
tion. 

Some  users  have  developed 
ways  to  deal  with  the  information 
glut.  The  University  of  Nebraska’s 
( continued  on  page  22 ) 


GUIDELINES 


BY  ERIC  SCHMALL 

Hiring  process  tips 
for  telecom  managers 

The  technical  competence  communications  managers  gain  in 
managing  networks  doesn’t  always  give  them  the  skills 
necessary  to  recruit  and  hire  competent  employees.  This  is 
unfortunate  since,  ultimately,  it  is  people,  not  technology,  that 
comprise  the  most  important  asset  of  any  organization. 

By  following  a  few  simple  guidelines,  communications 
managers  can  improve  their  performance  in  the  hiring  process. 

First,  realize  that  job  descriptions  have  depressingly  short 
life  spans.  Communications  managers  make  a  mistake  if  they 
rely  solely  on  old  job  descriptions  to  create  new  ones.  Job 
responsibilities,  like  technology,  change  continually. 

However,  outdated  job  descriptions  can  be  useful  references. 
For  instance,  they  can  quickly  give  managers  a  list  of 
educational  and  other  background  requirements  they  may  want 
to  include  in  a  needs  requirement. 

Managers  must  then  carefully  evaluate  the  role  the  new  hire 
should  play  in  their  organization.  For  instance,  how  much  of  a 
new  hire’s  time  will  be  spent  doing  routine  tasks?  How  much 
time  will  be  spent  in  specialized,  liighly  skilled  labor?  All  of  this 
information  has  to  be  analyzed  and  tissigned  levels  of  appropri¬ 
ate  importance. 

After  the  preliminary  work  is  complete,  the  search  and 
interview  process  can  begin.  In  the  interview,  a  manager  must 
evaluate  a  person’s  background  and  skills  as  they  relate  to  the 
skills  needed  to  perform  the  job.  But  unfortunately,  the 
interview  process  in  this  field  often  focuses  too  much  on 

( continued  on  page  22 ) 

Schtnall  is  network  systems  manager  for  an  insurance  hold¬ 
ing  company. 


NETWORK  WORLD  »  OCTOBER  10,  1988 

21 


MANAGEMENT  STRATEGIES 


Bradlees’  net  assists 

continued  from  page  21 

The  leased-line  network  also  transmits 
one-way  electronic  messages  from  head¬ 
quarters  to  the  stores  concerning  price 
changes,  bad  credit  cards  and  the  names  of 
customers  who  have  passed  bad  checks. 
Bradlees  will  install  a  two-way  electronic- 
messaging  system  later  this  year,  accord¬ 
ing  to  John  Macklin,  director  of  store  oper¬ 
ations. 

Besides  meeting  in-house  communica¬ 
tions  needs,  the  network  provides  a  gate¬ 
way  to  credit  card  authorization  services 
used  to  validate  Visa,  MasterCard,  Ameri¬ 
can  Express,  Discover  and  Bradlees’  own 
proprietary  credit  cards.  Bradlees  made  its 
credit  card  available  chainwide  last  year 
after  rolling  it  out  in  the  Philadelphia  area 
in  1986. 

When  authorizing  credit  transactions, 
cashiers  pass  the  credit  card  through  an  in¬ 
tegral  card  reader  on  the  4680  terminal. 
The  reader  extracts  account  numbers  from 
the  card’s  magnetic  strip,  and  the  data  and 
purchase  amount  are  sent  to  an  IBM  3725 
front-end  processor  in  Quincy. 

The  front  end  routes  Visa,  MasterCard, 
American  Express  and  Discovery  transac¬ 
tions  via  another  leased  line  to  National 
Bancard  Corp.  in  Melville,  N.Y.  National 
Bancard  has  links  to  the  Visa,  MasterCard, 
American  Express  and  Discover  networks, 
which  actually  authorize  the  transactions. 

Bradlees’  own  card  transactions  are 
sent  from  Quincy  via  leased  line  to  the  Citi¬ 
corp  Retail  Services  processing  center, 
also  in  Melville,  where  the  transaction  is 
authorized. 


with  management 

Even  though  the  Bradlees  card  has  been 
available  chainwide  for  only  a  year,  it  ac¬ 
counted  for  8%  of  Bradlees’  $2.2  billion  in 
total  sales  last  year.  Credit  purchases  ac¬ 
count  for  32%  of  sales  at  Bradlees. 

By  capturing  data  every  time  a  custom¬ 
er  uses  a  Bradlees  credit  card,  the  compa¬ 
ny  will  be  able  to  offer  that  customer  in¬ 
centives  such  as  private  sale  notices  and 
discounts  on  purchases. 

While  the  leased-line  network  would 
support  debit  cards  —  which  enable  the 
merchant  to  deduct  the  amount  of  a  pur- 


ilBradlees  hopes  to  implement 
scanners  chain  wide  by  1990. 

AAA 


chase  from  the  customer’s  bank  account 
—  Bradlees  currently  has  no  plans  to  ac¬ 
cept  them.  “Debit  cards  have  an  applica¬ 
tion  in  a  supermarket,  but  I’m  not  so  sure 
they  have  a  lot  of  application  for  the  mass 
merchant,”  Macklin  said. 

Network  evolution 

Although  debit  cards  are  not  in  the 
cards  for  Bradlees,  the  store  chain  wants  to 
flesh  out  the  POS  network  to  support  new 
capabilities.  “We  already  use  the  network 
to  transmit  a  lot  of  data,  but  we’re  going  to 


be  putting  more  applications  on  it,  ”  Mack¬ 
lin  said.  “We  know  the  next  thing  we  have 
to  move  to  is  scanning.” 

With  a  bar-code  scanning  system,  items 
passed  over  an  optical  scanner  at  the 
checkout  counter  will  initiate  a  price 
search  on  the  store  controller.  The  price  is 
then  automatically  rung  up  at  the  register. 
The  controller  will  list  the  price  of  every 
item  in  the  store. 

The  scanning  system  would  limit  data- 
entry  mistakes,  giving  Bradlees  store  man¬ 
agers  more  accurate  information  than 
they  have  today  when  ordering  supplies 
from  the  warehouse. 

Besides  being  more  accurate,  the  scan¬ 
ners  pave  the  way  for  the  eventual  automa¬ 
tion  of  ordering  supplies.  Store  managers 
today  rely  on  printed  sales  and  inventory 
reports  generated  using  the  in-store  Se- 
ries/ls. 

By  ensuring  the  accuracy  of  data  entry 
at  the  cash  register,  the  scanning  system 
could  make  it  possible  to  automatically 
send  a  merchandise  order  to  the  ware¬ 
house  when  goods  run  out,  a  process 
known  as  automatic  replenishment. 

“There  are  other  things  we  want  to  do 
before  we  worry  about  automatic  replen¬ 
ishment,”  Macklin  said.  “The  first  step  is 
to  improve  the  integrity  of  the  data  we’re 
collecting.” 

The  scanning  system  going  into  test 
mode  at  one  of  Bradlees’  stores  later  this 
year  is  designed  to  do  just  that.  Bradlees 
hopes  to  fully  implement  scanners  chain¬ 
wide  by  1990.  “If  you  have  more,  better 
and  timely  information,”  Macklin  said, 
“you  have  to  be  able  to  do  a  better  job  of 
distributing  goods  to  the  stores.”  □ 


Dialogue 

continued  from  page  21 

cause  its  customers  are  demanding  it,  and  it 
doesn’t  want  to  lose  market  share.” 

Donald  Higgins 
Director  of  computer  services 
Florida  Power  Corp. 
St.  Petersburg,  Fla. 


■  It’s  hard  to  tell.  We’re  just  going  to  wait 
and  see  what  IBM  delivers  in  terms  of  real  prod¬ 
ucts.  We  haven’t  spent  time  worrying  about  it.” 

Thomas  Schroeder 
Manager  of  data  processing 
and  technical  support  systems 
Pratt  &  Whitney  Aircraft  Division 
United  Technologies  Corp. 

Hartford,  Conn. 


■■  I  think  IBM’s  OSI  products  offer  some  ad¬ 
vantages  to  the  small  network  user  who  doesn’t 
want  to  devote  an  entire  machine  to  running 
the  network.  I  don’t  see  a  great  deal  of  advan¬ 
tage  other  than  that.” 

Ron  Young 

Senior  accountant 
Pepsi-Cola/Dr.  Pepper  Co. 

San  Francisco 


■■  Conformance  to  a  particular  OSI  protocol 
suite  doesn’t  require  a  manufacturer  to  change 
how  its  workstation  or  computer  does  things 
internally,  but  it  states  a  recognized  standard 
that  the  products  will  use  in  communicating  ex¬ 
ternally  to  other  intelligent  open  systems.” 

Richard  Lefkin 
Assistant  vice-president,  Citicorp 
Chairman  of  Office  Systems 
Standards  Committee 
New  York 
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Staying  au  courant 
crucial  for  net  execs 

continued  from  page  21 
Michalecki  uses  a  computer  program  to 
help  her  organize  the  reams  of  trade  publi¬ 
cations  scattered  around  her  office. 

“Basically,  what  I  have  here  is  a  com¬ 
puter  data  base  listing,  by  subject  and  au¬ 
thor,  articles  from  all  of  the  trade  pubs  I 
get,”  she  said. 

Michalecki  said  the  computer  program 
was  written  by  her  son,  who  does  computer 
consulting  work.  The  data  base  contains 
references  to  IVi  years  worth  of  articles  in 
every  major  communications-related  pub¬ 
lication.  The  data  is  stored  on  the  5M-byte 
hard  disk  drive  of  her  IBM-compatible  per¬ 
sonal  computer. 

Michalecki  said  she  and  some  students 
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Hiring  process  tips 
for  telecom  managers 

continued  from  page  21 
technical  abilities,  as  opposed  to  people 
skills. 

Of  course,  one  has  to  meet  minimum 
technical  requirements  even  to  be  consid¬ 
ered.  But  the  shortage  of  qualified  people 
in  the  telecommunications  industry  has 
brought  about  myopia  among  interview¬ 
ers.  The  joy  of  discovering  a  technically  ex¬ 
perienced  person  often  overshadows  oth¬ 
er  important  considerations. 

Chief  among  these  concerns  is  the  indi¬ 
vidual’s  personality.  Will  he  or  she  fit  in 
the  organization?  Many  technically  compe¬ 
tent  people  have  the  social  skills  of  a  clam. 
This  may  be  fine  if  the  position  requires 
the  individual  to  work  isolated  from  the 
rest  of  humanity.  But  such  jobs,  even  in  a 
technical  profession  like  communications, 
are  rare. 

Ensuring  the  candidate  will  feel  com- 
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at  the  university  use  the  data  base  to  look 
up  articles  in  subjects  that  interest  them. 
Users  query  the  data  base  for  stories  by  au¬ 
thor  or  subject  and  the  computer  lists  the 
publications  and  page  numbers  of  relevant 
articles,  with  a  brief  summary.  These  arti¬ 
cles  can  then  be  retrieved  from  files  Micha¬ 
lecki  keeps  in  her  office. 

Michalecki  said  a  university  student  em¬ 
ployed  by  her  office  worked  two  weeks, 
less  than  eight  hours  each  day,  to  compile 
the  data  base. 

She  added  that  this  student  regularly 
updates  the  data  base  as  new  publications 
come  in,  which  takes  only  “a  few  hours 
each  month.” 

Michalecki  said  that  anyone  interested 
in  learning  more  about  or  using  this  com¬ 
puter  program  should  contact  her  at  the 
university.  □ 


fortable  with  the  organization’s  culture  is 
also  crucial.  Will  the  atmosphere  allow  the 
individual’s  talents  to  thrive?  If  not,  could 
the  candidate  adapt?  If  he  or  she  couldn’t 
adapt,  how  will  this  affect  the  morale  and 
performance  of  the  rest  of  the  group? 

Leader  or  follower? 

A  final  concern  is  how  well  the  inter¬ 
viewee  will  get  along  with  the  manager’s 
style  of  leadership.  An  authoritarian  man¬ 
ager  may  not  want  to  hire  an  outspoken, 
creative  individual.  A  more  participative 
management  style,  on  the  other  hand,  will 
not  click  well  with  a  passive  follower  who 
needs  constant  supervision. 

The  interview  process  seems  intuitively 
simple  since  most  managers  have  spent  a 
great  deal  of  time  getting  interviewed 
themselves.  Even  so,  it  must  be  ap¬ 
proached  systematically,  with  great  care 
and  attention  to  detail,  since  selecting  the 
right  employees  can  spell  success  or  fail¬ 
ure  for  a  communications  organization.  □ 
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THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


S, 


'ee  inside  for: 

■  Modem  from  Lanex  that 
lets  Ethernet  units  operate 
on  broadband  coaxial  cable 

■  DA  Systems’  support  for 
iNet’s  E-mail  service 

■  Ventel’s  error-correcting 
modems  for  IBM  micros 
running  OS/2 


irst  Look 


■  Micom  enhances  Box 
Type  3  X.25  access 


Micom  Systems,  Inc.  un¬ 
veiled  two  software  upgrades 
that  enhance  the  ability  of  its 
Box  Type  3  to  access  X.25 
packet  data  networks. 

The  Micom  Box  Type  3 
Packet  Switch  (MB3-PSW) 
software  now  features  an  ex¬ 
tended  gateway  function  that 
lets  MB3  users  bridge  between 
X.25  networks  without  buying 
additional  equipment.  Con¬ 
tained  in  a  Featurepak  car¬ 
tridge  that  inserts  into  the 
MB  3,  the  software  converts 
the  MB3  into  a  packet  switch 
for  private  X.25  networks  or  a 
remote  node  concentrator  for 
public  X.25  data  networks. 

Two  of  the  12  links  the 
MB3-PSW  supports  can  be 
configured  for  speeds  up  to 
72K  bit/sec.  The  high-speed 
version  of  the  switch  software, 
MB3-PSW-HS,  can  handle 
more  than  100 1 28-byte  pack¬ 
et/  sec,  while  the  standard  ver¬ 
sion  handles  50  128-byte 
packet/sec.  Compliant  with 
1980  and  1984  CCITT  X.25 
recommendations,  the  soft¬ 
ware  recently  earned  Defense 
Data  Network  certification. 

Micom  also  released  3270 
Bisynchronous  PAD  (3270 
BSC  PAD)  software,  which 
can  now  support  X.25  link 
speeds  up  to  72K  bit/sec  and 
has  a  built-in  tester  that 
checks  the  validity  of  the  pack¬ 
et  assembler/disassembler’s 
configuration  before  connect¬ 
ing  to  the  host  computer. 

Also  contained  in  a  Fea¬ 
turepak  cartridge,  the  3270 
BSC  PAD  supports  links  be¬ 
tween  remote  IBM  or  compati¬ 
ble  cluster  controllers  and  Bi¬ 
nary  Synchronous  Communi¬ 
cations  host  computers  over 
( continued  on  page  24 ) 


Tekelec  airs 

protocol 

analyzers 

By  Wayne  Eckerson 

Staff  VWiter 

SAN  DIEGO,  Calif.  —  Tekelec, 
a  manufacturer  of  data  communi¬ 
cations  test  equipment,  unveiled 
a  series  of  protocol  analyzers  at 
the  recent  Telecommunications 
Association,  Inc.  Annual  Confer¬ 
ence  here. 

The  new  products,  which  will 
be  available  by  the  fourth  quarter 
of  1988,  include  the  Chameleon 
8000,  Chameleon  20-P,  Chame¬ 
leon  20-1  and  DS3  Option  for  the 
TE820A  DS1  Test  System. 

The  Chameleon  8000  is  a  20- 
lb  portable  test  unit  that  can  be 
used  to  monitor  and  diagnose  T-l 
lines  and  equipment  as  well  as  the 
DS0  channels  within  T-l  lines. 
The  unit  tests  individual  errors, 
bit  error  rates,  errored  seconds, 
severely  errored  seconds,  un¬ 
available  seconds,  degraded  min¬ 
utes  and  severely  errored  frames. 
The  unit  records  total  errors  and 
percentage  of  errors  for  each 
measurement. 

Technicians  select  menus  and 
functions  on  the  Chameleon 
8000  by  using  five  command  keys 
on  the  console  below  the  unit’s 


CRT  screen.  Each  command  key, 
or  CRT/softkey,  corresponds  to  a 
function  displayed  on  the  screen. 

The  Chameleon  8000  enables 
technicians  to  monitor  the  signal¬ 
ing  bit  status  of  24  DS0  channels 
on  one  screen.  Technicians  can 
custom  program  bit  patterns  or 
insert  test  tones  ranging  from 
200  Hz  to  3,600  Hz,  including 
digital  milliwatt  and  digital  refer¬ 
ence  signals.  An  attached  handset 
enables  technicians  to  listen  to 
the  quality  of  a  test  signal. 

The  unit  comes  as  a  dual  trans¬ 
mitter/receiver.  As  a  transmitter, 
the  unit  generates  test  and  voice 
signals  and  transmits  them  over 
the  line  for  testing.  As  a  receiver, 
the  unit  enables  technicians  to 
test  two  DS1  lines  simultaneous¬ 
ly.  The  unit  also  automatically 
adjusts  to  the  line  codes  and 
framing  formats  of  the  circuits 
being  tested. 

The  Chameleon  8000  can  be 
expanded  with  option  boards  that 
attach  to  an  internal  Texas  In¬ 
struments,  Inc.  NuBus  interface. 
One  optional  board  available 
through  Tekelec  supports  a  print¬ 
er  that  provides  a  hard  copy  of 
test  results. 

Chameleon  20-P 

The  portable  Chameleon  20-P 
enables  technicians  in  the  field  to 
test  and  analyze  communications 
protocols,  including  X.25,  X.75 
and  Systems  Network  Architec- 
( continued  on  page  24 ) 


Racal-Milgo  enhances  T-l 
mux,  unveils  mgmt.  tools 


By  Jim  Brown 

New  Products  Editor 

SUNRISE,  Fla.  —  Racal-Milgo 
recently  enhanced  its  Omnimux 
8000  T-l  multiplexer  to  support 
multipoint  links  and  released  a 
pair  of  network  management 
tools  for  the  Omnimux  and  other 
Racal-Milgo  products. 

The  Omnimux  8000  is  aimed 
at  small  to  midsize  users.  Racal- 
Milgo  will  continue  to  sell  Digital 
Communications  Associates, 
Inc.’s  high-end  System  9000  T-l 
multiplexer  under  the  Omnimux 
9000  name. 

The  Omnimux  8000  has  four 
shelves,  each  of  which  has  16 
slots  that  can  hold  a  mix  of  T-l 
and  voice  and  data  interfaces. 

Voice  interfaces  that  support 
64K  bit/sec  pulse  code  modula¬ 
tion  (PCM)  and  32K  bit/sec 
adaptive  differential  PCM  are 
available.  Racal-Milgo  also  of¬ 
fered  a  voice  interface  that  digi¬ 
tizes  voice  at  l6K  bit/sec  using  a 
proprietary  algorithm.  Available 
data  interfaces  have  two  to  eight 
RS-232  or  V.35  ports  supporting 
asynchronous  data  at  speeds  up 
to  19- 2K  bit/sec  and  synchro¬ 
nous  data  at  up  to  1M  bit/sec. 

The  Omnimux  8000  can  sup¬ 


port  up  to  eight  T-ls,  and  up  to 
255  Omnimux  8000s  can  be 
linked  in  a  multipoint  T-l  back¬ 
bone  network.  Each  unit  now  sup¬ 
ports  drop-and-insert  functions, 
enabling  a  midstream  Omnimux 
8000  to  extract  64K  bit/sec  DS0 
channels  from  a  T-l  line  and  re¬ 
place  them  with  traffic  destined 
for  other  locations. 

Another  new  feature  enables 
the  product  to  automatically  re¬ 
route  traffic  around  failed  trunks. 
The  new  model  also  supports  an 
internal  digital  access  and  cross- 
connect  function  that  switches 
DS0  channels  between  T-l  links. 

Users  can  monitor,  control 
and  configure  local  and  remote 
Omnimux  8000s  from  an  ASCII 
terminal. 

Users  have  the  option  of  man¬ 
aging  Omnimux  8000  products 
from  Racal-Milgo’s  Communica¬ 
tions  Management  Series  (CMS) 
2000,  a  Digital  Equipment  Corp. 
VAX-based  system. 

CMS  2000  can  be  used  to  con¬ 
trol  a  mix  of  Racal-Milgo  prod¬ 
ucts,  including  modems,  data  ser¬ 
vice  units  and  statistical  multi¬ 
plexers. 

Prices  for  an  Omnimux  8000 
( continued  on  page  24 ) 
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Data  Switch  unveils 
channel  net  device 

HostNet  Model  9089  connects  up  to  1 6  local 
and  remote  IBM  mainframes  at  channel  speeds. 


By  Paul  Desmond 

_ Staff  Writer _ 

SAN  DIEGO  —  Data  Switch 
Corp.  recently  unveiled  a  host 
networking  system  that  enables 
up  to  1 6  local  or  remote  IBM-  or 
plug-compatible  mainframes  to 
communicate  at  channel  speeds. 

At  a  press  conference  during 
the  recent  Tele-Communications 
Association,  Inc.  Annual  Confer¬ 
ence  here,  Data  Switch  Chairman 
Richard  Greene  said  the  HostNet 
Model  9089  is  the  “missing  link” 
in  the  effort  to  enable  users  to  ac¬ 
cess  information  residing  on  any 
CPU  in  a  network. 

The  9089  host  networking 
system  can  also  be  used  to  con¬ 
nect  multiple  logical  environ¬ 
ments  created  in  an  MVS/ESA  op¬ 
erating  system  using  IBM’s 
Processor  Resource/System 
Manager  (PR/SM).  PR/SM  subdi¬ 
vides  one  MVS/ESA  environment 
into  four  logical  environments, 
each  of  which  is  treated  as  a  sepa¬ 
rate  CPU  by  the  9089- 

A  single  9089  cabinet  can  sup¬ 
port  up  to  eight  mainframes  and 
be  expanded  in  two-channel  in¬ 
crements  to  support  a  maximum 
of  16  physical  or  logical  CPUs. 
The  device  supports  3M  or  4V2M 
byte /sec  channel  speeds  over  T-l 
or  T-3  lines  and  over  fiber-optic 
cable  at  up  to  about  4  miles. 

The  9089  provides  for  chan¬ 
nel-speed  transmission  over  T-l 
and  T-3  lines  by  buffering  the 
data  as  it  comes  out  of  the  CPU. 
The  product  supports  interlock¬ 
ing  and  data  streaming  by  creat¬ 
ing  data  acknowledgments  on 
each  end  of  the  line  that  simulate 
those  generated  by  a  CPU. 

No  proprietary  software  or 
firmware  is  required  with  the 
9089,  and  it  works  with  any  IBM 
System/360  or  System/370 
mainframe  operating  system. 

It  has  six  4ViM  byte/sec  inter¬ 
nal  buses  that  provide  an  aggre¬ 
gate  throughput  of  27M  byte/sec, 
Greene  said.  The  buses  increase 
data  throughput  and  provide  re¬ 
dundant  data  paths. 

Its  distributed  control  proces¬ 
sors  ensure  that  a  failure  within 
one  channel  affects  only  that 
channel  and  allows  all  others  to 
continue  to  operate.  The  9089 
also  has  dual  power  supplies,  sys¬ 
tem  arbiters  and  cooling  systems 
to  provide  redundancy. 

Error  logs  and  on-line  status 
are  displayed  on  the  9089’s  IBM 
Personal  System/2  Model  30- 
based  system  controller.  That 
unit  can  also  be  linked  to  Data 
Switch’s  new  TotalNet  network 
management  system. 


Its  addressing  scheme  allows 
one  channel  to  be  adressed  to 
multiple  other  channels.  This  lets 
users  choose  a  scheme  that  would 
provide  for  the  routing  of  traffic 
around  a  lost  link. 

In  addition,  users  can  config¬ 
ure  one  channel  to  back  up  one  or 
more  other  channels.  For  an  ap¬ 
plication  that  does  not  provide 
one-to-one  channel  backup,  a 
matrix  switch  would  be  required 
to  switch  traffic  from  a  failed 
channel  to  the  backup. 

The  9089  is  an  enhancement 
of  Data  Switch’s  Model  9088, 
which  allows  local  CPU  connec¬ 
tivity  at  channel  speeds. 

Greene  described  a  9089  ap¬ 
plication  Data  Switch  is  installing 
for  an  automobile  manufacturer. 
Although  he  declined  to  name  the 
automaker,  the  application  calls 
for  linking  a  design  center,  as¬ 
sembly  plant  and  parts  manufac¬ 
turing  site,  each  with  three  or 
more  physical  or  logical  CPUs. 


(jreene  said  the  9089 
is  the  ‘missing  link’  in 
enabling  users  to  access 
any  CPU  in  a  network. 

▲  ▲▲ 


Three  CPUs  will  connect  to  a 
9089  at  the  design  center,  which 
will  link  over  four  miles  of  fiber 
cable  to  another  9089  in  the  as¬ 
sembly  plant,  which  supports 
three  more  CPUs.  T-l  and  T-3 
lines  will  link  the  assembly  plant 
with  a  9089  at  the  parts  manufac¬ 
turing  site  located  10  miles  away. 

At  the  parts  manufacturing 
site,  the  PR/SM  software  is  used 
to  divide  an  IBM  3090  mainframe 
into  four  logical  CPUs.  That  site  is 
linked  by  T-l  and  T-3  lines  to  the 
design  center,  which  is  eight 
miles  away.  In  this  way,  Greene 
said,  a  user  at  any  one  of  the  three 
sites  could  access  information 
from  any  one  of  the  six  physical 
or  four  logical  CPUs  on  the  net. 

Available  now,  the  HostNet 
Model  9089  starts  at  about 
$  1 50,000  for  a  four-channel  con¬ 
figuration  supporting  one  remote 
CPU.  A  configuration  supporting 
eight  channels,  three  of  which  are 
remote,  costs  $350,000. 

Data  Switch  can  be  reached  at 
One  Enterprise  Drive,  Shelton, 
Conn.  06484,  or  by  calling  (203) 
926-1801.  □ 
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VMX/Opcom  call  system  to 
sport  adaptive  integration 

D.I.A.L.  call  processor  works  with  five  PBXs. 

By  Rex  Bowman 

West  Coast  Correspondent 


VMX/Opcom,  Inc.  recently  an¬ 
nounced  it  will  provide  adaptive 
integration  with  its  Direct  Access 
Link  (D.I.A.L.)  call-processing 
system  for  five  different  AT&T 
and  IBM/Rolm  Systems  Division 
private  branch  exchanges. 

The  company,  which  will 
change  its  name  to  VMX,  Inc.  ear¬ 
ly  next  year,  also  introduced  an 
upgraded  software  release  for  the 
VMX  1000  and  VMX  5000  call¬ 
processing  systems. 

Adaptive  integration,  accord¬ 
ing  to  VMX,  enhances  the  usual 
benefits  of  integrating  call-pro¬ 
cessing  systems  with  PBXs  by 
supporting  new  features. 

For  example,  adaptive  inte¬ 
gration  allows  calls  to  be  passed 
to  designated  coworkers  or  staff 
members  instead  of  to  a  voice 
mailbox. 

When  the  D.I.A.L.  system 
passes  a  call  to  an  alternate  ex¬ 
tension,  it  informs  the  recipient 
that  the  call  is  being  passed  to 
him  from  another  line. 

Adaptive  integration  also  lets 
users  determine  who  will  receive 
their  calls  depending  on  the  time 
of  day  and  on  whether  the  calls 
are  external  or  internal. 

In  December,  VMX  will  pro¬ 
vide  adaptive  integration  for 
AT&T’s  System  85,  IBM/Rolm’s 
CBX II 8000  and  9000,  and  IBM’s 
9751.  Adaptive  integration  is  al- 


Racal-Milgo 
enhances  mux 
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range  from  $7,000  to  $50,000, 

depending  on  configuration. 

In  the  network  management 
arena,  Racal-Milgo  introduced 
CMS  Multi-Link  4,  MS-DOS  soft¬ 
ware  that  enables  IBM  Personal 
System/ 2  Model  50  or  Model  80 
microcomputers  to  control  a  mix 
of  Racal-Milgo  products. 

Microcomputers  with  CMS 
Multi-Link  4  can  act  as  control 
consoles  for  Racal-Milgo’s  CMS 
2000,  Racal-Milgo,  Ltd.’s  CMS 
300/385  Series  (a  British  ver¬ 
sion  of  the  CMS  2000),  Omnimux 
8000  T-l  multiplexers  and  Omni¬ 
mux  Programmable  Network  Pro¬ 
cessor  X.25  packet  switches. 

The  software  also  enables  the 
microcomputer  to  support  Racal- 
Milgo’s  CMS  Gateway  I,  enabling 
it  to  act  as  an  IBM  NetView  net 
management  console  as  well  as 
the  control  console  for  three  oth¬ 
er  Racal-Milgo  products. 

Racal-Milgo  is  currently  plan¬ 
ning  an  OS/2-based  version  of 
the  package.  The  existing  soft¬ 
ware  carries  a  two-year  license 
fee  of  $5,425. 

Lastly,  Racal-Milgo  intro¬ 
duced  a  low-end  version  of  its 
CMS  network  management  sys¬ 
tem.  CMS  Nucleus  200  software 


ready  available  for  use  with  the 
AT&T  System  75. 

The  adaptive  integration 
product  consists  of  hardware  and 
software  for  D.I.A.L.  and  sells  for 
$10,000. 

VMX  also  introduced  Release 
9-6  software  for  the  VMX  1000 
and  VMX  5000  call-processing 
systems.  The  offering  is  an  en¬ 
hancement  of  Release  9-2. 

Features  of  the  new  release  in¬ 
clude  an  on-line  overview  of  how 
the  system  works  and  a  tutorial 
that  uses  voice  prompts  to  help 
first-time  users  enter  their  names 
and  passwords  into  the  system. 

With  the  new  software  release, 
callers  who  do  not  want  to  leave  a 
message  can  access  another  per¬ 
son’s  extension  by  dialing  0  and 
the  corresponding  extension 
number. 

The  software  also  reduces  ad¬ 
dressing  error  on  internal  calls  by 
requiring  users  to  enter  their 
names  and  passwords  into  the 
system. 

For  instance,  a  caller  will  no 
longer  hear,  “You  have  reached 
extension  366.”  Instead,  a  caller 
will  hear,  “You  have  reached  ex¬ 
tension  366,  John  Smith,”  ac¬ 
cording  to  VMX. 

Release  9-6  also  features 
transparent  addressing,  which  al¬ 
lows  voice-messaging  service  bu¬ 
reaus  to  assign  hidden  address 
prefixes  to  voice  mailbox  ad¬ 
dresses.  This  allows  the  service 


runs  on  IBM  Personal  Computers 
or  Personal  System/2s. 

The  software  can  be  used  in 
conjunction  with  a  microcomput¬ 
er  add-on  board.  It  can  also  be 
used  with  a  stand-alone  device 
that  links  to  the  diagnostic  port  of 
central-site  Racal-Milgo  mo¬ 
dems,  multiplexers  or  DSUs  that 
collect  diagnostic  information 
from  remote  devices. 

The  Internal  Diagnostic  Multi¬ 
plexer  (IDM)  8  board  has  eight 
RS-232  ports  supporting  links  to 
the  diagnostic  ports  of  eight  cen¬ 
tral-site  devices. 

The  stand-alone  unit,  the  Ex¬ 
ternal  Diagnostic  Multiplexer 
(EDM)  16,  has  16  RS-232  ports 
that  support  links  to  the  diagnos¬ 
tic  port  of  16  central-site  devices. 
The  EDM  16  also  has  a  single  mi¬ 
crocomputer  RS-232  link.  CMS 
Nucleus  200  users  can  dial  in  to 
the  EDM  16  unit  to  collect  diag¬ 
nostic  information. 

CMS  Nucleus  200  will  support 
up  to  32  ports  and  a  total  of  51 2 
devices.  With  the  software  pack¬ 
age,  users  can  monitor,  test  and 
configure  networks  of  Racal- 
Milgo  equipment. 

A  two-year  CMS  Nucleus  200 
software  license  costs  $3,071.  It 
costs  $  1 ,000  to  purchase  the  IDM 
8  boards  or  the  EDM  16  stand¬ 
alone  units  needed  to  support  32 
ports.  □ 


bureau  to  assign  the  same  mail¬ 
box  addresses  to  different  com¬ 
panies. 

For  example,  Company  A  em¬ 
ployees  could  be  assigned  hidden 
prefix  3 1 3,  while  Company  B  em¬ 
ployees  could  be  assigned  hidden 
prefix  626. 

Consequently,  an  employee  of 
Company  A  with  mailbox  address 
100  would  not  receive  the  mes¬ 
sages  of  the  Company  B  employ¬ 
ee  with  the  same  mailbox  ad¬ 
dress. 

In  addition,  the  software  fea¬ 
tures  more  detailed  transaction 
reporting  than  Release  9-2,  such 
as  billing  information  and  data 
on  message-retention  time.  The 
software  also  features  a  network 
routing  selector  feature  which 
lets  the  PBX  direct  network  calls 
to  alternate  long-distance  carri¬ 
ers. 

Pricing 

The  enhanced  software,  avail¬ 
able  to  current  VMX/Opcom  cus¬ 
tomers  now  and  to  the  public  in 
early  1989,  will  not  mean  a  high¬ 
er  price  for  the  VMX  1000  and 
VMX  5000  systems,  according  to 
a  company  spokesman.  The  VMX 
1000  currently  carries  a  price  tag 
ranging  from  $35,000  to 
$100,000.  The  VMX  5000  is 
priced  from  $120,000  to 
$500,000. 

The  price  for  upgrading  in¬ 
stalled  systems  depends  on  the 
customer’s  particular  service 
agreement  with  VMX/Opcom. 
Customer  service  agreements 
vary  from  customer  to  customer. 

VMX/Opcom  can  be  reached 
at  110  Rose  Orchard  Way,  San 
Jose,  Calif.  95134,  or  call  (408) 
943-0878.  □ 


ture  protocols,  including  asyn¬ 
chronous  and  Binary  Synchro¬ 
nous  Communications. 

The  Chameleon  20-P  is  com¬ 
patible  with  Tekelec  protocol  an¬ 
alyzers  Chameleon  32  and  Cha¬ 
meleon  20-1.  A  modem  hookup 
enables  a  technician  in  the  field 
to  transfer  files  to  these  compati¬ 
ble  systems.  A  technician  in  the 
company’s  data  center  can  also 
operate  the  Chameleon  20-P  re¬ 
motely  from  the  Chameleon  20-1 
or  32. 

The  Chameleon  20-P  can  be 
operated  by  a  iVi-in.  disk  pro¬ 
grammed  in  compatible  Tekelec 
test  systems. 

The  Chameleon  20-P  has  a 
lOM-byte  hard  disk  with  an  elec¬ 
troluminescent  flat-panel  display 
and  keyboard. 

Chameleon  20-1 

The  Chameleon  20-1  performs 
the  same  protocol  tests  as  the 
Chameleon  20-P,  but  it  can  also 
test  Integrated  Services  Digital 
Network  B  and  D  channels  for 
both  Basic  Rate  and  Primary  Rate 
Interfaces. 

The  unit  is  compatible  with  the 
Chameleon  32  and  runs  applica¬ 
tions  developed  on  these  test  sys¬ 
tems.  The  Chameleon  20-1  can  be 
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an  X.  2  5  network  via  a  single  X.  2  5 
communications  link. 

The  3270  BSC  PAD  supports 
four  BSC  lines  with  a  maximum  of 
16  cluster  controllers  and  64  de¬ 
vices  per  PAD.  The  four  lines  can 
be  configured  individually  for 
host  or  terminal  emulation. 

Both  are  available  now.  The 
MB3-PSW  ranges  from  $4,100  to 
$6,500,  and  the  BSC  PAD  costs 
$4,100.  All  prices  include  both 
the  Featurepak  cartridges  and 
MB3. 

Micom  Systems,  Inc.,  4100 
Los  Angeles  Ave.,  Simi  Valley, 
Calif.  93063,  or  call  (805 )  583- 
8600. 


Modem  for  E-net  over 
broadband  coaxial  out 

Lanex  Corp.  recently  an¬ 
nounced  a  multiport  modem  that 
allows  Ethernet  devices  to  oper¬ 
ate  on  broadband  coaxial  cable. 
Called  the  TRN8023,  the  modem 
provides  voice,  video  and  data 
transmission  among  Ethernet 
nodes  that  are  more  than  1,500 
meters  apart,  the  maximum  dis¬ 
tance  possible  under  Ethernet. 

The  TRN8023  modem  con¬ 
verts  digital  signals  to  radio  fre¬ 
quency  signals  running  on  analog 
central  antenna  television  broad¬ 
band  cable.  The  modem  con¬ 
forms  to  the  IEEE  802.3  and 
802.7  10Broad36  standards  and 
has  carrier-sense  multiple  access 
with  collision  detection  error¬ 
checking  capabilities. 

Ethernet  circuits  attach  to  the 
modem  via  a  standard  15 -pin  ac- 


remotely  controlled  by  the  Cha¬ 
meleon  32,  and  the  two  systems 
can  exchange  files  and  use  com¬ 
patible  disks. 

Like  the  20-1,  the  unit  has  a 
standard  lOM-byte  hard  disk  with 
an  electroluminescent  console 
and  keyboard. 

Test  System  option 

The  DS3  option  on  the 
TE820A  DS1  Test  System  enables 
users  to  test  45M  bit/ sec  T-3  fiber 
facilities  by  generating  and  re¬ 
ceiving  a  variety  of  T-3  signals. 
Also,  technicians  can  isolate  and 
test  DS0  channels  that  have  been 
dropped  from  a  T-3  circuit.  Tech¬ 
nicians  can  perform  bit-error  rate 
tests,  as  well  as  voice-frequency 
tests  using  a  loudspeaker  that  is 
built  into  the  TE820A. 

All  products  will  be  available 
in  the  fourth  quarter  of  this  year. 
Pricing  for  a  single-receiver  Cha¬ 
meleon  8000  starts  at  $7,250. 
The  Chameleon  20-P  is  priced  at 
$14,500,  the  Chameleon  20-1 
costs  $16,995,  and  the  DS3  Op¬ 
tion  for  the  TE820A  DS1  Test  Sys¬ 
tem  is  priced  at  $6,000. 

Tekelec  can  be  reached  at 
26540  Agoura  Road,  Calabasas, 
Calif.  91302,  or  call  (818)  880- 
5656.  □ 


cess  unit  interface.  Broadband 
cable  leaves  the  modem  through 
a  75-ohm  coaxial  attachment. 

The  TRN8023  comes  in  two- 
and  four-port  models. 

The  two-port  model  is  priced 
at  $2,695,  and  the  eight-port 
model  costs  $2,995.  Both  are 
available  now. 

Lanex  Corp.,  10727  Tucker 
St.,  Beltsville,  Md.  20705,  or 
call  (301)  595-4700.  Q 


DA  Systems  to  support 
iNet’s  E-mail  service 

DA  Systems,  Inc.  recently  an¬ 
nounced  it  will  support  iNet  Co. 
of  America’s  INET  electronic 
mail  service  through  its  DASnet 
Inter-System  Electronic  Mail 
Service  (Intermail). 

DA  Systems  will  list  INET 
among  the  roughly  25  E-mail  ser¬ 
vices  that  it  provides  access  to,  in¬ 
cluding  AT&T  Mail,  MCI  Mail, 
Dialcom  and  The  Source. 

Intermail  is  available  to  INET 
users  through  a  messaging  appli¬ 
cation  in  the  basic  menu.  Inter¬ 
mail  users  can  choose  from  such 
options  as  messaging  one  ad¬ 
dress  or  multiple  addresses  at  the 
same  time,  urgent  delivery,  re¬ 
turn  receipt  and  facsimile. 

DA  Systems,  Inc.,  1503  E. 
Campbell  Ave.,  Campbell, 
Calif.  95008,  or  call  (408)  559- 
7434.  iNet  Co.  of  America, 
4795  Meadow  Wood  Lane, 
Chantilly,  Va.  22021,  or  call 
(703)631-6500. 


Ventel  unveils  modems 
for  micros  running  OS/2 

Ven-Tel,  Inc.  recently  intro¬ 
duced  two  error-correcting  mo¬ 
dems  for  IBM  microcomputers 
running  the  OS/2  operating  sys¬ 
tem. 

The  24/2E  Internal  Modem 

is  used  with  IBM  Personal  Sys- 
tem/2s  and  is  compatible  with 
the  Micro  Channel  architecture. 
The  PC  Modem  2400E  internal 
modem  works  with  IBM  Personal 
Computers,  ATs  and  XTs. 

Both  modems  transmit  asyn¬ 
chronous  data  over  full-duplex 
dial-up  lines  at  speeds  up  to 
2,400  bit/sec. 

The  modems  conform  to  Bell 
212A,  103,  113  and.V.22  trans¬ 
mission  standards. 

Both  modems  use  Microcom, 
Inc.’s  Microcom  Network  Proto¬ 
col  (MNP)  Level  5  and  X.PC  er¬ 
ror-correction  protocols. 

X.PC  works  on  public  data  net¬ 
works  such  as  Tymnet.  MNP  Level 
5  provides  data  compression  to 
4.8K  bit/sec  over  point-to-point 
dial-up  lines.  Users  switch  be¬ 
tween  protocols  by  striking  a  key, 
rather  than  programming  com¬ 
mands  on  the  Personal  Comput¬ 
er. 

The  modems  have  autodial, 
autoanswer,  automatic  fallback 
and  self-test  capabilities. 

Both  modems  are  priced  at 
$549  and  are  available  now. 

Ven-Tel,  Inc.,  2121  Zanker 
Road,  San  Jose,  Calif.  95131,  or 
call (408)  436-7400.  a 
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Think  about  your  investment  in  your  network. 
Think  about  what  you  know  about  ISDN. 
Think  about  what  you  don’t  know  about  ISDN. 
Think... 

ISDN:  Revolutionary  or  Redundant? 

October  21,  1988 
11:30  a.m.  -  4:30  p.m.  EST 


A  research  forum  broadcast  live  via  satellite  to 
your  office 

Moderator:  Bruce  Hoard,  Director  Network  World 
Enterprise  Division 

Panelists  include: 

Irwin  Dorros 

One  of  the  most  respected  technical  voices  in  the 
communications  community,  Dorros  is  currently 
Executive  Vice  President,  Technical  Services  for 
Bell  Communications  Research  (Bellcore)  in 
Livingston,  New  Jersey. 

Howard  Anderson 

Howard  Anderson  is  managing  director  of  the 
Yankee  Group,  a  Boston-based  information- industry 
market  research  and  consulting  firm. 

Jim  Mathieu 

One  of  the  ISDN  users,  Mathieu  is  supervisor 
for  telecommunications  planning  with  Lockheed 
Missiles  and  Space  in  Sunnyvale,  California. 

Richard  K.  Snelling 

Richard  Snelling  is  Executive  Vice  President  with 
Southern  Bell  Telephone  and  Telegraph. 

John  Kauza 

John  Kauza  is  Product  Manager,  ISDN  Services,  with 
AT&T. 

Scott  Augerson 

Scott  Augerson  is  Group  Product  Manager,  Systems 
and  Networks,  with  Siemens  Information  Systems. 
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MARKETING  STRATEGIES 


BY  JAMES  CARLINI 
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Vendors  fail  to 
address  needs  of 
midsize  market 

Leading  vendors  in  the  communications  industry  are  focusing 
an  excessive  proportion  of  their  marketing  research  efforts  on 
their  large  accounts.  We  all  recognize  how  the  strategic 
application  of  telecommunications  has  helped  some  of  Ameri¬ 
ca’s  largest  companies  move  to  the  leading  edge  of  their 
industries,  but  what  about  the  midsize  market? 

Unfortunately,  many  vendors  are  missing  the  boat.  Most 
large  organizations  have  already  selected  a  strategic  direction 
to  pursue  and  are  unlikely  to  dismantle  a  multimillion-dollar 
installation  of  Brand  A  equipment  to  go  with  Brand  X.  These 
firms  have  selected  their  primary  vendors  and  network  architec¬ 
ture  and  are  now  looking  at  lower  cost  replacement  equipment 

that  fits  in  with  their  current 
environment. 

Vendors  don’t  use  the 
right  yardsticks  to  measure 
the  potential  of  smaller  ac¬ 
counts.  Too  often,  they  take 
a  standard  measure,  such  as 
the  number  of  phones  the 
account  has,  and  immediate¬ 
ly  classify  the  account  by 
that  measure  —  without 
even  asking  what  applica¬ 
tions  the  user  may  be  con¬ 
templating. 

A  recent  example  of  this  in  the  private  branch  exchange 
market  was  a  limousine  service  that  had  40  phones  and  was 
looking  for  a  new  PBX  switch.  Some  vendors  automatically 
wrote  it  off  as  a  one-for-one  replacement  with  a  contract  of  less 
than  $28,000.  They  didn’t  look  at  the  potential  applications  the 
owner  was  considering,  such  as  revenue  tracking,  agent 
performance  tracking  and  fleet  management.  If  they  had,  they 
would  have  submitted  bids  based  on  a  $115,000  integrated 
system,  with  automatic  call  distribution,  voice  mail  and  an 
automated  attendant. 

Blame  the  marketing  people  for  not  identifying  the  potential. 
Vendors  should  not  expect  users  to  realize  all  of  the  options 
available  to  them,  and  they  can  help  users  and  themselves  by 
pointing  them  out. 

Small  and  midsize  organizations  can  apply  telecommunica¬ 
tions  successfully  to  dramatically  affect  their  positions  within 
their  own  markets.  Real  growth  and  opportunity  lie  here,  in  the 
midsize  businesses,  where  implementing  a  new  communica- 
tions-based  application  will  create  more  business  and  will  also 
stir  other  companies  to  do  the  same. 

Midsize  users  are  looking  for  a  high  creativity  level  in 
vendors  to  design  complex  solutions  for  their  businesses  and 
industries.  They  do  not  want  to  be  presented  with  the  same 
applications  used  by  large  organizations  because  these  cannot 
really  be  altered  to  fit  their  specific  needs. 

The  need  for  consultants  who  are  knowledgeable  in  the  area 
of  midsize  applications  is  also  critical.  Many  consultants  use  the 
same  yardsticks  vendors  use;  therefore,  they  also  fail  to  see  the 
potential  applications.  They  must  become  more  creative  and 
look  for  possibilities  beyond  what  is  already  in  place.  Since 
some  small  and  midsize  organizations  don’t  have  an  expert 
telecommunications  staff,  consultants  must  be  able  to  visualize 
integrated  applications  and  guide  users  as  well  as  vendors. 

In  this  industry,  the  future  belongs  to  the  swift  and  the 
decisive.  If  vendors,  consultants  and  users  can  collectively 
create  new  examples  of  applying  integrated  telecommunications 
to  help  small  and  midsize  businesses,  they  will  have  a  market 
that  is  virtually  untapped.  □ 

Carlini  is  president  of  Carlini  &  Associates,  Inc.,  a 
management  consulting  firm  in  Hinsdale,  III.  He  also 
lectures  on  information  technology  at  Northwestern  Uni¬ 
versity  in  Evanston,  III. 
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EDITORIAL 


The  FCC:  asleep  at  the  wheel 
on  AT&T’s  Tariffs  12  and  15 


Once  again,  the  Federal  Com¬ 
munications  Commission  has 
failed  to  provide  necessary  lead¬ 
ership  to  the  communications 
industry. 

In  the  case  of  AT&T’s  Tariff 
15,  the  FCC’s  decision  to  allow 
the  long-haul  giant  to  move 
ahead  while  the  agency  investi¬ 
gates  the  proposal  is  really  no 
decision  at  all.  But  that’s  typical 
of  the  FCC’s  approach  to  certain 
key  issues,  such  as  whether 
AT&T  should  be  given  wider  lati¬ 
tude  in  competing  against  in¬ 
creasingly  nimble  rivals. 

Take  the  matter  of  Tariff  12. 
Under  Tariff  12,  AT&T  can  de¬ 
sign  a  custom  network  that 
blends  a  variety  of  services  at 
off-tariff  prices.  Tariff  12  has 
been  harshly  criticized  by  a  num¬ 
ber  of  organizations  that  have 
raised  legitimate  concerns. 

But  what  has  the  agency 
done? 

The  FCC  has  allowed  AT&T  to 
go  forward  with  three  of  the  five 
Tariff  12  networks  it  has  pro¬ 
posed  while  it  investigates  the 
tariffs  legality.  The  agency  has 
yet  to  decide  how  to  handle  a  re¬ 
cently  filed  Tariff  12  plan  for 
American  Express  Co. 

By  taking  this  approach  to 
Tariffs  12  and  15,  the  FCC  has 
put  opponents  of  the  plans  in 
limbo.  And  it  has  effectively 
freed  AT&T  from  the  regulatory 
constraints  intended  to  bind  it. 
AT&T,  at  least  as  far  as  it  has 
pushed,  has  been  able  to  side¬ 
step  its  own  tariffs  to  keep  big 
users  in  the  fold. 

This  is  not  intended  as  criti¬ 
cism  of  AT&T  or  of  Tariffs  1 2 
and  15.  AT&T  has  understand¬ 


able  reasons  for  seeking  addi¬ 
tional  market  flexibility,  and 
there  are  many  individuals,  in¬ 
cluding  users,  who  believe  the 
time  has  come  to  loosen  the  reg¬ 
ulatory  constraints.  Tariff  12 
and  Tariff  1 5  may  be  the  appro¬ 
priate  mechanisms  for  giving 
AT&T  new  freedom.  That’s  for 
the  FCC  to  decide. 

Unfortunately,  the  agency 
doesn’t  seem  to  be  willing  to 
make  the  decisions. 


O,  has  to  ask 
whether  the  FCC  is 
ever  so  silently 
promoting  deregulation 
by  deciding  not  to 
decide  on  major  issues. 
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For  weeks,  the  FCC  put  off  a 
decision  on  Tariff  15,  pushing 
the  tariffs  effective  date  further 
and  further  back  only  to  finally 
allow  AT&T  to  proceed  as 
planned  under  a  cloud  of  doubt. 

The  FCC’s  nondecision  puts 
the  first  AT&T  customer  to  win  a 
Tariff  15  competitive  pricing 
plan  in  an  interesting  situation. 
Should  Holiday  Corp.  go  ahead 
with  the  network  scheme  devel¬ 
oped  by  AT&T  in  the  hopes  that 
the  FCC  will  ultimately  approve 
Tariff  1 5?  Or  should  it  hold  off  in 
case  the  agency  rules,  or  is 
forced  to  rule,  that  the  tariff  is 


unlawful?  It  would  be  ironic  if 
this  confusion  convinced  Holi¬ 
day  to  accept  the  MCI  Communi¬ 
cations  Corp.  offer  that  prompt¬ 
ed  AT&T  to  file  the  competitive 
pricing  plan. 

The  FCC’s  inaction  on  Tariff 
1 5  is  particularly  troubling  giv¬ 
en  there  were  clear  indications 
that  forces  within  the  agency 
were  opposed  to  the  plan. 

An  internal  memorandum 
obtained  by  Network  World 
(“FCC  unit  to  advise  Tariff  15 
rejection,”  NW,  Aug.  15)  indi¬ 
cated  that  the  FCC  Common  Car¬ 
rier  Bureau  recommended  re¬ 
jection  of  Tariff  15. 

When  the  FCC  announced  its 
nonruling  on  Tariff  1 5,  Commis¬ 
sioner  Patricia  Diaz  Dennis  is¬ 
sued  a  dissenting  statement  sup¬ 
porting  suspension  of  the  tariff 
during  an  investigation. 

One  has  to  ask  whether  the 
FCC  is  ever  so  silently  promot¬ 
ing  deregulation  —  a  favorite 
cause  of  the  Reagan  administra¬ 
tion  —  by  deciding  not  to  decide 
on  major  issues  such  as  Tariffs 
12  and  15. 

If  that’s  the  case,  the  agency 
is  misguided.  The  FCC’s  job  is  to 
set  the  pace,  to  make  the  rules 
for  the  communications  indus¬ 
try. 

If  it  feels  that  deregulation  is 
the  correct  strategy,  it  should 
enact  policies  and  make  deci¬ 
sions  that  promote  deregula¬ 
tion.  If  the  agency  feels  things 
should  remain  the  same,  its  deci¬ 
sions  should  reflect  that  view. 

To  do  otherwise  is  to  fail  its 
constituents:  the  vendors  and 
users  that  need  a  clear  under¬ 
standing  of  what  lies  ahead.  □ 
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OPINIONS 


REGULATORY  SAFEGUARDS 


BY  ROBERT  STEARNS 

It’s  time  for 
even-handed  rules 


This  could  be  the  year  the 
telephone  industry’s  luck  runs 
out  at  the  Federal  Communica¬ 
tions  Commission.  Over  the  past 
several  years,  AT&T  and  the  Bell 
operating  companies  have  suc¬ 
cessfully  exploited  the  current 
administration’s  general  antipa¬ 
thy  toward  government  and  per¬ 
suaded  the  FCC  to  initiate  many 
proceedings  to  remove  or  elimi¬ 
nate  regulatory  safeguards. 

But  these  developments  have 
evoked  a  growing  chorus  of  criti¬ 
cism  from  equipment  manufac¬ 
turers,  enhanced  service  provid¬ 
ers,  interexchange  carriers, 
large  communications  users, 
public  interest  organizations, 
state  regulatory  officials,  legis¬ 
lators  and  reviewing  courts.  The 
pendulum  may  be  about  to  swing 
back  toward  more  active  regula¬ 
tion. 

To  some  extent,  any  such 
change  may  reflect  predictable, 
periodic  changes  in  policy 
trends.  It  may  also  reflect  the 
fallout  from  the  adverse  conse¬ 
quences  attributed  to  deregula¬ 
tion  in  other  industries,  such  as 
airlines  and  savings  and  loans 
institutions.  And  it  may  result 
from  the  fact  that  deregulatory 
sentiments  have  led  the  FCC  to 
make  decisions  that  were  de¬ 
monstrably  wrong  —  decisions 
that  are  indefensible  even  in 
terms  of  their  stated  objectives. 

Two  examples  of  these  phe¬ 
nomena  involve  “nonstructural 
safeguards”  adopted  in  the 
Third  Computer  Inquiry  and  re¬ 
lated  proceedings  dealing  with 
AT&T’s  and  the  BOCs’  provision 
of  customer  premises  equip¬ 
ment. 

In  those  proceedings,  the 
FCC  candidly  admitted  that 
AT&T  and  the  BOCs  are  domi¬ 
nant  in  the  transmission  ser¬ 
vices  marketplace  and,  unless 
checked,  can  leverage  that  dom¬ 
inance  to  gain  unfair  advantages 
for  their  enhanced  services  and 
customer  premises  equipment. 

But  the  FCC  was  determined 
to  eliminate  the  requirement 
that  carriers  market  their  unreg¬ 
ulated  services  and  products  via 
separate  subsidiaries,  even 
though  the  agency  knew  the 
dangers  of  anticompetitive 
abuse  could  be  increased  only  by 
the  commingling  of  regulated 
transmission  services  activities 
with  unregulated  enhanced  ser¬ 
vice  and  customer  premises 

Stearns  is  vice-president  of 
corporate  development  at  Co¬ 
dex  Corp.  in  Canton,  Mass. 


equipment  activities. 

The  commission  promised  to 
establish  detailed  rules  to  fore¬ 
close  each  of  the  various  ave¬ 
nues  by  which  the  carriers  could 
improperly  advantage  their  un¬ 
regulated  operations. 

In  formulating  these  rules, 
however,  the  FCC  failed  to  take 
the  steps  necessary  to  prevent 
unfair  competition  and  protect 
consumers.  In  each  case,  these 
goals  were  balanced  against 
some  interest  of  the  carriers. 
The  resulting  decisions  were  in¬ 
variably  less  than  adequate. 

Disclosure  of  information 

Equipment  manufacturers 
need  to  know  the  characteristics 
of  new  or  changed  network  ser¬ 
vices  in  order  to  design  compati- 


I  n  formulating  these 
rules,  the  FCC  failed  to 
take  the  steps 
necessary  to  prevent 
unfair  competition  and 
protect  consumers. 
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ble  customer  premises  equip¬ 
ment.  Until  recently,  the  rule 
was  that  AT&T  had  to  make  such 
information  available  to  inde¬ 
pendent  manufacturers  at  the 
same  time  that  it  was  made  avail¬ 
able  to  AT&T  personnel  in¬ 
volved  in  the  design  and  devel¬ 
opment  of  customer  premises 
equipment.  Thus  affiliates  and 
nonaffiliates  could  begin  the 
customer  premises  equipment 
design  (or  redesign)  process  at 
the  same  time. 

The  commission  changed 
that  rule.  AT&T  can  now  provide 
advance  notice  of  a  network 
change  to  its  own  customer 
premises  equipment  design  per¬ 
sonnel,  but  it  need  not  disclose 
such  information  to  nonaffi¬ 
liates  until  it  has  completed  the 
design  process  and  reached  a  de¬ 
cision  about  whether  to  make 
the  customer  premises  equip¬ 
ment  itself  or  buy  it  from  a  third 
party. 

Under  this  approach,  AT&T’s 
customer  premises  equipment 
designers  may  have  24  months 
or  more  to  accommodate  a  net¬ 
work  change,  while  independent 
customer  premises  equipment 


manufacturers  may  have  only 
1 2  months  to  accommodate  the 
same  change.  In  some  circum¬ 
stances,  the  network  informa¬ 
tion  may  become  available  to 
third  parties  as  little  as  six 
months  before  the  network 
change  goes  into  effect.  As  U.S. 
District  Court  Judge  Harold 
Greene  noted  last  summer,  the 
information  will  now  reach  in¬ 
dependent  manufacturers  too 
late  to  ensure  a  fair  opportunity 
to  compete. 

Use  of  information 

The  FCC  also  established  dis¬ 
criminatory  rules  governing  the 
use  of  the  customer  proprietary 
network  information  (CPNI) 
that  carriers  obtain  in  the  course 
of  providing  transmission  ser¬ 
vices.  In  essence,  the  rules  pro¬ 
vide  that  AT&T  and  the  BOCs  are 
permitted  to  use  CPNI  in  their  ef¬ 
forts  to  market  enhanced  ser¬ 
vices  and  customer  premises 
equipment,  except  where  a  cus¬ 
tomer  specifically  instructs 
them  not  to.  But  independent 
enhanced  service  providers  and 
customer  premises  equipment 
vendors  may  not  access  the 
CPNI  unless  they  have  express 
customer  authorization. 

Therefore,  the  carriers’  com¬ 
petitive  enterprises  can  make 
use  of  this  information  while 
their  competitors  cannot.  Iner¬ 
tia,  being  the  force  that  it  is,  al¬ 
lows  this  to  continue.  Such  a  dis¬ 
criminatory  practice  will 
undermine  the  full  and  fair  com¬ 
petition  that  the  commission 
claims  to  promote. 

One  could  as  easily  fault  the 
FCC  for  establishing  patently  in¬ 
adequate  means  of  overseeing 
potential  discrimination  in  the 
provision  of  regulated  transmis¬ 
sion  services  or  for  relying  on 
completely  new  and  untested  ac¬ 
counting  procedures  to  ensure 
that  the  billions  of  ratepayer 
dollars  that  flow  annually  to 
AT&T  and  the  BOCs  are  proper¬ 
ly  allocated. 

It  hardly  matters  which  ex¬ 
amples  are  chosen.  The  FCC  has 
deliberately  decided  not  to  pre¬ 
scribe,  much  less  enforce,  those 
safeguards  that  are  necessary  to 
prevent  dominant  carriers  from 
competing  unfairly  in  the  en¬ 
hanced  services  and  customer 
premises  equipment  markets. 

The  result  will  be  diminished 
competition,  with  a  correspond¬ 
ing  diminution  of  the  benefits 
that  competition  produces  for 
the  public.  Sooner  or  later,  the 
pendulum  will  swing  back.  □ 


■TELETOONSB 

BY  FRANK  AND  TROISE 


Now  look  ai  me!  You  Are 
not  "Nefworkwotnah"! 
Your  /S  Alice 
you  need  some 
time  off-' 


LETTERS 


RFP  responses 

We’d  like  to  respond  to 
George  Moskoff  s  recent  col¬ 
umn  (“Voice  system  suppliers 
need  new  sales  strategy,”  NW, 
July  11)  and  letter  (Sept.  12). 

We  are  a  telecommunica¬ 
tions  consulting  group  that 
prides  itself  on  the  ability  to 
meet  clients’  requirements  by 
creating  innovative  and  work¬ 
able  solutions  to  their  tele¬ 
communications  problems. 

The  services  we  provide  are 
for  technological  applications 
for  such  varied  systems  as 
private  branch  exchanges;  key 
systems;  VHF,  UHF  and  800- 
MHz  radio;  and  data  systems 
involving  minicomputer  and 
mainframe  software  and  asso¬ 
ciated  peripherals.  As  such, 
we  are  extremely  disappointed 
in  Moskoff  s  reversal  of  his 
position  regarding  responses 
to  requests  for  proposal. 

We  have  been  besieged  by 


vendors  whose  systems  fail  to 
meet  the  baseline  require¬ 
ments  as  set  forth  in  our  RFPs 
and  who  continue  to  promote 
and  lobby  for  their  systems 
through  any,  sometimes  in¬ 
cluding  unethical,  means. 

They  are  promoting  systems 
as  dictated  by  their  marketing 
departments  —  systems  de¬ 
signed  to  use  excess  equip¬ 
ment  in  central  offices  or  ob¬ 
solete  equipment  sitting  in 
warehouses.  In  many  cases, 
the  offerings  they  propose 
have  not  changed  significantly 
( continued  on  page  51) 

Network  World  welcomes 
letters  from  readers.  Letters 
should  be  typed,  double¬ 
spaced  and  sent  to  Editor, 
Network  World,  375  Cochitu- 
ate  Road,  Box  9171,  Fra¬ 
mingham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 


IN  VINO  VERITAS,  or  so  they  say.  But  if  you  don’t  need  to 
become  inebriated  in  order  to  tell  us  what’s  truly  on  your  mind, 
then  Network  World  would  like  you  to  write  a  guest  column 
for  our  Opinions  pages. 

Columns  should  be  timely,  opinionated,  literate,  thoughtful 
and  accurate. 

Manuscripts  should  be  letter-quality,  double-spaced  and 
between  600  and  900  words  in  length.  Disk  or  modem 
submissions  are  preferred. 

If  you’d  like  to  write  a  column,  contact  Steve  Moore,  features 
editor,  Network  World,  Box  9171,  Framingham,  Mass.  01701, 
or  call  (508)  820-2543,  ext.  732. 
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The  life  busine 


drop-dead  tech 


Mountains  of  paperwork  were  killing  the  productivity  of  a  life 
insurance  colossus. 

Compounding  the  paper  problem,  great  hanks  of  wires  hung 
from  the  ceilings  and  squirmed  under  the  floors,  further  evidence  of  their 
antiquated  information  system. 

NYNEX  technology  to  the  rescue. 

With  an  exquisitely  simple  Integrated  Business  Exchange 
(IBX)  S/80  voice  and  data  network. 

Our  42  million  bps  fiber  optics  solution  paid  instant  dividends. 

1200  work  stations  were  fully  integrated.  Each  company 
employee  could  talk  on  the  phone  ana  access  an  existing  computer  data 
base  at  the  same  time.  Over  the  same  wires! 

As  workers  moved  from  station  to  station,  company  productivity 
moved  with  them.  They  could  plug  into  the  information  system  from 
any  phone  jack. 


Agents  reduced  transaction  turnaround  response  time  from 
hours  to  minutes.  They  could  even  dial  up  and  obtain  fast  policy  answers 
from  the  road. 

NYNEX;s  megaspeed  office  automation  solution  was  a  lifesaver. 

The  NYNEX  family  of  companies  would  like  to  work  with  you, 
too.  We  offer  everything  from  advanced  computer  networks  and  custom¬ 
ized  software  to  mobile  phones  to  the  services  of  New  England  Telephone 
and  New  York  "Telephone. 

Call  us  at  1-800-535-1535. 

When  we  say  the  answer  is  NYNEX,  ids  not  just  an  empty  claim. 

Need  to  communicate?  Need  to  compute ?  The  answer  is 

mmm  m 
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FEATURES 


Homegrown 
net  management 


CONTINUED  FROM  PAGE  1 
NetView  and  DEC’S  Network  Man¬ 
agement  Control  Center.  Howev¬ 
er,  since  these  systems  are  man¬ 
aging  only  specific  network 
elements,  the  term  network  ele¬ 
ment  management  systems 
(NEMS)  will  be  used  when  de¬ 
scribing  them. 

Limitations 

The  limitations  of  these  sys¬ 
tems  remain  the  same  as  in  the 
original  module  offerings.  Ven¬ 
dor-developed  NEMSs  are  de¬ 
signed  primarily  around  the  ven¬ 
dor’s  architecture  with  occa¬ 
sional  hooks  into  other  net 
management  systems  or  other 
vendors’  equipment.  They  con¬ 
centrate  mainly  on  managing  ele¬ 
ments  such  as  modems,  terminal 
controllers  and  front-end  proces¬ 
sors. 

These  NEMSs  control  and 
manage  only  specific  areas  and 
elements  within  the  variety  of 
networks  that  compose  the  cor¬ 
porate  network. 

Consequently,  vendors  often 
overlook  the  need  of  the  user  to 
manage  all  the  different  net¬ 
works  that  form  the  whole  with¬ 
out  worrying  about  the  protocols 
or  architectures  that  it  com¬ 
prises.  The  user  is  left  with  in¬ 
compatible  NEMSs  that  need,  in 
most  cases,  separate  staff,  with 
different  training  and  levels  of 
expertise,  and  reside  within  ven- 

Papageorgiou  is  the  manag¬ 
er  of  technology  and  standards 
for  the  telecommunications 
department  of  United  Parcel 
Service,  Inc.  in  Paramus,  N.J. 


dor-specific  subnetworks  ac¬ 
cessed  through  different  network 
operator  consoles. 

Pressure  for  connectivity 

The  pressure  from  large  cor¬ 
porate  users  for  complete  net¬ 
work  management  forced  the 
vendor  community  to  form  alli¬ 
ances  and  provide  interfaces  to 
other  systems,  in  a  way  similar  to 
the  approach  IBM  takes  with  Net- 
View/PC.  However,  these  inter¬ 
faces  are  mainly  patches,  and 
their  functionality  is  limited  to 
alarm  collections  and  other  re¬ 
porting  functions. 

The  general  consensus  is  that 
no  single,  commercially  available 
net  management  system  can  per¬ 
form  the  task  of  managing  a  mul¬ 
tivendor,  mixed-architecture  net¬ 
work.  It  is  therefore  essential  to 
view  network  management  in  a 
different  light.  Any  planning  or 
discussions  that  take  place  must 
consider  the  following: 

■  The  user  must  acquire  a  num¬ 
ber  of  NEMSs  in  order  to  provide 
efficient  management  for  all  the 
network  elements.  As  a  result, 
the  staffing  levels  and  training  re¬ 
quirements  for  the  personnel  in 
charge  of  managing  the  network 
increase  dramatically. 

■  The  user  must  assume  overall 
responsibility  for  successful  inte¬ 
gration  and  must  follow  a  careful 
NEMS  module-selection  process. 

■  Before  the  integration  process 
begins,  the  user  should  take  un¬ 
der  consideration  the  imminent 
arrival  of  international  standards 
for  network  management. 

■  As  a  last  resort,  the  user  must 
also  consider  implementing  a  sin¬ 


gle-vendor  corporate  network. 

This,  however,  is  not  practical 
since  it  limits  the  options  avail¬ 
able  to  the  user. 

A  review  of  offerings  from  var¬ 
ious  companies  shows  that  two 
design  architectures  appear  to  be 
most  commonly  used  by  vendors. 

The  first  approach  is  based  on 
the  notion  that  a  net  manage¬ 
ment  system  should  focus  on 
path  and  network-availability 
control.  This  approach  is  taken 
by  modem  and  other  communica¬ 
tions  equipment  vendors. 

A  system  designed  in  this  way 
allows  the  network  operators  to 

A  user’s  perspective 
on  sorting  out  the 
hodgepodge  of 
available  network 
management  systems 

identify  disrupted  paths  or  con¬ 
gestion  points  in  the  network 
without  needing  to  know  which 
applications  or  users  are  affect¬ 
ed. 

The  system  provides  alarms 
and  status  reports  about  the  net¬ 
work  components,  such  as  lines, 
modems,  multiplexers  and  other 
equipment  in  real  time.  The  sta¬ 
tus  of  the  entire  physical  network 
( continued  on  page  34 ) 
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Have  the  Emits  of 

become  un 


Chances  are,  it’s  a  dilemma  you’re  facing  right  now. 
You’ve  run  out  of  space  in  your  data  center.  Or  you  need 
to  consolidate  processing  power,  moving  it  away  from 
end-users.  Or  you  have  to  allow  multiple  sites  to  share 
the  same  database  or  peripherals. 

In  each  case,  it  means  increasing  the  distance 
between  your  mainframes  and  control  units,  and  giving 
up  the  performance  of  channel-attached  peripherals. 

Isn’t  there  some  way  to  get  both  distance  and  speed? 

Yes.  With  Data  Switch’s  channel  extension  solutions, 
you  can  break  the  distance-performance  limit.  Our  chan¬ 
nel  extenders  let  you  optimize  end  user  response  time, 
share  computer  resources  among  data  centers,  and 


provide  cost-effective  disaster  recovery. 

For  example,  with  our  channel  extenders  you  can  locate 
your  engineers  or  systems  programmers  in  another  build¬ 
ing,  yet  still  give  them  sub-second  response  time. 

Or,  CPUs  at  multiple  sites  can  electronically  share  the 
same  tape  pool,  at  a  fraction  of  the  cost  of  redundant 
tape  drives  and  operators.  Print  pools  can  be  shared  the 
same  way. 

Our  channel  extenders  also  give  you  faster,  more 
cost-effective  disaster  recovery  systems.  Access  to  data 
is  instantaneous  and  on-line,  unlike  trucking  tapes  to  iso¬ 
lated  “iron  mountain”  facilities. 

All  of  our  channel  extenders  feature  plug-in  operation, 


your  data  center 
acceptable? 


without  added  software  or  changes  to  your  operating 
system.  Different  models  provide  extension  over  T-1,  T-3, 
or  fiber  optic  links. 

The  Data  Switch  channel  extension  family  is  another 
example  of  how  our  Data  Traffic  Control  solutions  can 
maximize  your  data  center’s  flexibility  and  availability 
and  save  you  money. 

To  find  out  more  about  Data  Switch  and  Data  Traffic 
Control,  send  for  our  brochure  “Getting  there  is  half  the 
problem.”  Better  still,  let  one  of 
our  representatives  personally 
show  you  how  to  extend  the 
limits  of  your  data  center. 


\ - 1 

|  CCMS,  Data  Switch  World  Headquarters.  NW101088  ! 


One  Enterprise  Drive,  Shelton,  CT  06484.  203-926-1801 

_ I’d  like  to  know  more.  Send  me  your  brochure,  “Getting  there  is  half 

the  problem,"  and  information  about  the  following  product  areas: 


•  _ I'm  very  interested.  Please  have  a  representative  call  me  to  schedule 

a  visit. 

[  Name _ 

•  Title _ 

i  Company _ 

1  Address  _ _ 

!  City/State/Zip _ _ _ 

|  Phone  _____ - 

i _ i 
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See  us  at  CMA  Booth  #120 


Anderson  &  Lembke.  Inc. 
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HOMEGROWN  NET  MANAGEMENT 


( continued  from  page  31) 
is  available  to  the  network  opera¬ 
tors  at  a  glance  using  graphical 
representations. 

This  type  of  net  management 
system  becomes  an  extension  of 
the  physical  network,  and  it  ig¬ 
nores  the  network’s  reason  for 
existence  —  serving  the  end  user, 
whether  an  application  or  a  per¬ 
son.  This  method  is  valuable  for 
identifying  and  correcting  physi¬ 
cal  network  problems,  some¬ 
times  before  the  user  even  no¬ 
tices  them.  However,  it  does  not 
help  in  cases  where  the  problem 
is  application  specific,  that  is,  in 
the  software.  Eventually,  this  net 
management  system’s  inability 
to  associate  network  paths  with 
applications  becomes  a  liability. 

Most  end  users  don’t  know  or 
care  what  piece  of  the  network 
they  are  connected  to;  they  are 
only  concerned  about  the  appli¬ 
cations  they  are  using.  From  a  us¬ 
er’s  perspective,  if  for  some  rea¬ 
son  an  application  is  not 
accessible,  the  network  is  consid¬ 
ered  unavailable,  and  the  details 
do  not  matter. 

A  potential  problem  with  this 
type  of  net  management  system 
is  the  proliferation  of  packet- 
based  protocols  and  peer-to-peer 
connectionless  communications. 
Point-to-point  circuits  are  re¬ 
placed  by  virtual  paths,  the  net¬ 
work  is  used  as  an  intelligent 
router,  and  sessions  can  be  active 
even  if  paths  and  nodes  fail. 
When  that  occurs,  a  node  or  link 
fails,  and  the  net  management 
system  will  identify  it  and  pro¬ 
duce  an  alarm,  just  as  it  is  sup¬ 
posed  to.  Because  it  is  concerned 
only  with  physical  paths,  it  will 
not  be  able  to  provide  the  appli¬ 
cation  with  reconfiguration  or 
fault  management. 

Net  management  systems  of 
this  type  are  hardware  and  mo¬ 
dem  control  systems  and  other 
equipment-monitoring  facilities, 
such  as  the  Dataphone  II  Network 
Management  System  from  AT&T. 

Session-oriented  approach 

The  second  approach  is  to  de¬ 
sign  a  net  management  system 


that  focuses  on  session  control. 
This  approach  allows  the  net¬ 
work  operators  to  identify  and 
monitor  calls  to  an  application 
through  the  network  without 
needing  to  know  what  route  the 
call  took  in  order  to  reach  the  ap¬ 
plication.  A  typical  example  is  the 
functionality  built  into  IBM’s 
NCCF.  By  having  access  to  the 
VTAM  facility  and  NCP,  NCCF  per¬ 
mits  a  network  operator  or  pro¬ 


gram  to  monitor  and  control  ses¬ 
sions.  When  a  session  is  lost,  the 
network  operator  can  re-estab¬ 
lish  it  or,  more  specifically,  reac¬ 
tivate  it. 

However,  if  the  problem  is  a 
bad  line  that  requires  dial  backup, 


the  operator  has  to  use  a  path- 
control  net  management  system, 
such  as  the  AT&T  Dataphone  II, 
or  manually  initiate  the  dial  back¬ 
up  procedure.  When  the  link  is  re¬ 
established,  the  operator  can  re¬ 
activate  the  session.  However, 
NCCF  will  not  be  aware  that  the 
session  has  been  rerouted  to  a 
dial  backup  facility  because  the 
path-control  net  management 
system  is  concerned  only  with  the 
hardware  and  doesn’t  communi¬ 
cate  with  applications.  In  this 
case,  the  tool  becomes  an  exten¬ 
sion  of  the  logical  network,  and 
it,  from  a  management  point  of 
view,  ignores  the  physical  net¬ 
work. 

The  session  control  approach 
provides  a  very  good  answer  to 
the  familiar  cry,  “My  system  is 
down.”  If  the  application  is  up 
and  running,  the  net  manage¬ 
ment  system  can  direct  the  net¬ 
work  operator  to  search  for  the 
problem  somewhere  in  the  trans¬ 
port  or  physical  areas  of  the  net¬ 
work.  Since  this  type  of  net  man¬ 
agement  system  does  not  help 
identify  where  the  call  gets 
blocked  or  fails,  individual  physi¬ 
cal  network  troubleshooting 
mechanisms  have  to  be  invoked. 

Physical/logical  integration 

Since  both  the  aforemen¬ 


tioned  design  approaches  to  net¬ 
work  management  stop  short  of  a 
complete  net  management  sys¬ 
tem  in  some  way  or  another,  a 
network  management  system  de¬ 
signer  must  consider  a  mixed  so¬ 
lution  to  the  network  manage¬ 
ment  problem.  By  combining  the 
physical  management  capabili¬ 
ties  of  the  first  approach  with  the 
logical  capabilities  of  the  second, 
a  system  designer  can  implement 


an  efficient  management  system 
that  controls  the  entire  corporate 
network. 

Some  vendors  are  addressing 
the  physical/logical  net  manage¬ 
ment  system  integration  prob¬ 
lem.  Some  even  provide  “com¬ 


plete”  network  management 
systems,  both  from  the  logical 
and  physical  points  of  view.  IBM’s 
NetView  is  a  good  example.  It  in¬ 
cludes  a  hardware  monitor,  a  ses¬ 
sion  monitor  and  a  status  moni¬ 
tor,  as  well  as  control  and  help 
facilities,  and  it  can  also  manage 
equipment  and  applications. 

However,  NetView  still  doesn’t 
fit  the  definition  of  the  ideal  net 
management  system.  The  rea¬ 
son?  It  mainly  integrates  the 
management  of  a  Systems  Net¬ 
work  Architecture  network  with 
IBM  equipment  residing  on  it. 
When  other  vendors’  equipment 
exists  on  the  network,  NetView 
becomes  an  alarm  collector  and 
reporter,  and  even  then  only 
through  NetView/PC  and  only 
with  those  vendors  that  conform 
to  IBM’s  specifications. 

Implementation  and  design 

The  corporate  network’s  abili¬ 
ty  to  connect  various  end  users 
(user  to  user,  application  to  ap¬ 
plication  or  user  to  application) 
and  to  carry  information  between 
them  consistently  is  critical  to  a 
corporation.  Therefore,  success¬ 
ful  management  of  the  corporate 
network  is  as  important  as  any 
other  corporate  function.  In  or¬ 
der  to  maintain  the  network’s 
service  levels,  the  user  must  man¬ 
age  it  as  efficiently  as  possible. 

Network  management  can  be 
implemented  using  the  tools  and 
facilities  available  today  and  still 
be  functional  until  standards  ar¬ 
rive.  To  implement  a  manage¬ 
ment  system,  the  user  must  first 
manage  the  physical  part  (end- 
to-end  physical  connectivity) 
and  then  focus  on  the  logical  part 
(end-to-end  logical  connectiv¬ 
ity).  If  these  two  tasks  are  com¬ 
pleted  successfully,  the  user  will 
be  able  to  efficiently  manage  the 
current  corporate  network,  and 
implementing  the  forthcoming 
standards  will  not  require  rede¬ 
signing  it. 

The  first  step  in  designing  a 
complete  net  management  sys¬ 
tem  is  to  implement  a  physical 
network  management  system. 
This  involves,  among  other  tasks, 
an  inventory  of  all  network  com¬ 
ponents  down  to  the  end-node 
level.  An  end  node  is  any  device 
on  the  network  that  has  more 
than  one  input  or  output;  for  ex- 
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ample,  an  IBM  or  DEC  host,  ter¬ 
minal  server,  packet  assembler/ 
disassembler,  327X  terminal 
controller,  front-end  processor 
orT-1  multiplexer. 

During  this  phase,  users 
should  construct  a  complete,  de¬ 
tailed  map  of  the  network,  show¬ 
ing  all  physical  connections  be¬ 
tween  end  nodes,  indicating  the 
kind  of  traffic  and  protocols  used 
and  the  available  and  utilized 
bandwidth  for  each  link. 

When  these  steps  are  complet¬ 
ed,  the  user  can  select  and  imple¬ 
ment  a  physical  network  manage¬ 
ment  system.  This  system  will 
follow  the  first  design  approach 
discussed  above,  which  focuses 
on  network  availability  control.  It 
will  be  the  basis  for  the  next  step 
toward  complete  network  man¬ 
agement. 

Examples  of  a  physical  net¬ 
work  management  system  are  the 
recently  introduced  Meridian 
Data  Network  System  from 
Northern  Telecom,  Inc.,  AT&T’s 
Unified  Network  Management  Ar¬ 
chitecture  (UNMA)  and  Codex’s 
9800  series  of  its  Integrated  Net¬ 


work  Management  System. 

The  second  step  in  the  design 
and  implementation  of  the  com¬ 
plete  net  management  system  is 
the  construction  of  a  logical  sys¬ 
tem.  Once  the  physical  network 
management  system  is  in  place, 
logical  system  construction  will 
become  a  matter  of  identifying 
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JLhe  effectiveness 
of  the  system  will 
depend  on  how  well 
the  net  operators 
are  trained. 
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the  applications  that  reside  on 
each  host,  the  access  methods 
they  support  and  the  paths  they 
utilize. 

To  construct  a  logical  net 
management  system,  the  user 
must  inventory  all  the  applica¬ 
tions  accessed  through  the  net¬ 
work,  including  descriptions  of 
the  connection  methods  and  pro¬ 
tocols  supported,  such  as  dial-up 
connections,  dedicated  access, 
asynchronous,  Synchronous  Da¬ 
ta  Link  Control  or  X.25. 


The  user  must  also  perform  a 
user  population  study  to  deter¬ 
mine  user  locations,  types  and 
methods  of  connections,  and  the 
usage  of  the  network  in  general. 

When  these  steps  are  complet¬ 
ed  and  the  data  collected  is  added 
to  the  network  map,  a  logical  net¬ 
work  management  system  can  be 
selected  and  implemented.  This 
system  must  complement  and  be 
compatible  with  the  physical  net 
management  system.  Examples 
of  currently  available  logical 
management  systems  are  Net- 
View  and  Cincom  Systems,  Inc.’s 
NetMaster. 

At  this  point,  assuming  that 
the  system  designer  followed  the 
guidelines  specified  previously, 
the  integration  of  the  physical 
management  system  and  logical 
management  system  can  be  ac¬ 
complished. 

For  example,  if  the  systems  se¬ 
lected  are  compatible,  reports  on 
path  availability  or  path  failures 
from  the  physical  system  can  be 
directed  to  the  logical  system, 
which  can  then  adjust  pacing  so 
the  active  sessions  do  not  over¬ 


load  the  remaining  physical 
paths. 

If  the  logical  system  detects 
slow  response  time  or  a  high 
number  of  retransmissions  dur¬ 
ing  a  session,  it  can  inform  the 
physical  system,  which  in  turn 
can  reroute  the  session  over  a 
new  path.  Since  the  logical  sys¬ 
tem  is  aware  of  the  status  of  appli¬ 
cations,  it  can,  for  example,  no¬ 
tify  the  physical  system  when 
sessions  should  be  restricted  to  a 
specific  physical  path  (such  as  an 
encrypted  link),  thus  preventing 
any  security  breaches. 

From  this  point  forward,  the 
effectiveness  of  the  management 
system  will  depend  mainly  on 
how  well  the  network  operators 
are  trained  and  the  accuracy  of 
the  data  maintained  for  all  appli¬ 
cations  and  users.  This  will  make 
any  transitions  or  conversions  to 
a  future  Open  Systems  Intercon¬ 
nection-based  system  almost 
painless. 

Even  if  the  user  chooses  not  to 
convert,  the  benefits  from  effi¬ 
cient  corporate  network  manage¬ 
ment  will  be  numerous. 

Future  directions 

A  true  net  management  sys¬ 
tem  provides  a  common  interface 
between  all  the  various  architec¬ 
ture-  and  vendor-specific  NEMSs. 
Its  functionality  and  structure 
should  be  flexible  enough  to  al¬ 
low  it  to  be  interfaced  with  any 
( continued  on  page  50) 
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ith  session  control,  the  management 
system  can  direct  the  network  operator  to 
search  for  the  problem  in  the  transport  or 
physical  areas  of  the  network. 
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IbM’s  NetView  mainly  integrates 
the  management  of  a  Systems  Network 
Architecture  network  with  IBM  equipment 
residing  on  it. 
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implemented  using  the  tools  and  facilities 
available  today  and  still  be  functional  until 
standards  arrive. 
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The  financial 
trading  game 
in  1988 

By  VICTORIA  BLACKFORD 


Time  is  money  in  any  market. 
But  that  adage  is  more  literal  in 
today’s  high-pressure,  fast-paced 
financial  trading  arenas  than 
anywhere  else.  The  need  for  in¬ 
stant  global  communications  and 
information  availability  is  push¬ 
ing  traders  and  their  equipment 
to  the  leading  edge  of  today’s 
technology. 

Financial  trading  in  a  banking 
environment  has  communica¬ 
tions  requirements  that  are  quite 
different  from  those  of  retail 
banking.  The  term  “financial 
trading”  refers  to  the  buying  and 
selling  of  financial  instruments, 
such  as  foreign  exchange,  inter¬ 
est  rate-based  instruments,  fixed- 
income  issues  and  municipal  se¬ 
curities. 

The  two  principal  groups  of 
people  present  on  a  trading  floor 
are  traders  and  salespeople.  The 
traders  buy  and  sell  a  particular 
financial  instrument  and  “take 
positions”  for  the  bank’s  ac¬ 
count,  that  is,  either  buy  or  sell  to 
make  money  for  the  institution. 

Salespeople  serve  customers 
of  the  bank  and  offer  prices  based 
on  the  traders’  quotes.  The  cus¬ 
tomer  can  either  refuse  the  price 
or  accept  it  and  enter  into  a  con¬ 
tract  with  the  bank. 

Communications  in  this  mar¬ 
ket  has  undergone  tremendous 
changes  in  the  past  decade.  In  the 

Blackford  is  vice-president 
of  data  communications  at 
The  Chase  Manhattan  Bank 
N.A.  in  New  York. 


late  1970s,  the  largest  trading 
floor  had  300  positions,  com¬ 
pared  with  more  than  1,000  to¬ 
day.  Trading  floors  at  that  time 
used  multiline  telephone  instru¬ 
ments  called  turrets.  Turrets 


were  available  in  multiples  of  60 
lines  and  provided  for  the  termi¬ 
nation  of  private,  or  dedicated, 
and  dial-tone  lines.  Before  dives¬ 
titure,  the  only  turrets  available 
were  AT&T’s  Comcore  products. 


Traders  and  salespeople  ac¬ 
cessed  financial  information  ser¬ 
vices  such  as  Telerate  and  Reu¬ 
ters  individually  via  CRTs  on  their 
desks.  Because  each  service  was 
displayed  on  a  separate  screen, 
CRTs  sometimes  accumulated  so 
rapidly  that  they  hid  the  person 
using  them. 

1978-1988 

During  this  decade,  the  impor¬ 
tance  of  communications  contin¬ 
ued  to  rise,  and  communications 
staffers  were  dedicated  to  sup¬ 
porting  the  trading  floors.  These 
trading-floor  support  groups 
typically  reported  to  separate 
business  units  under  the  corpo¬ 
rate  umbrella. 

Competition  in  the  turret  mar¬ 
ket  began  when  Interconnect 
Planning  Co.  offered  an  alterna¬ 
tive  to  Comcore.  Interconnect 
Planning  became  the  dominant 
turret  manufacturer  in  the  New 
York  market  and  remained  so  un¬ 
til  further  competition  emerged 
in  the  mid-1980s. 

The  proliferation  of  CRTs  on 
traders’  desks  resulted  in  the  be¬ 
ginning  of  video  switching. 

Rich,  Inc.  pioneered  this  mar¬ 
ket  in  financial  trading.  Instead 
of  having  one  monitor  dedicated 
to  each  financial  information  ser¬ 
vice  to  which  users  subscribed, 
they  could  choose  the  service 
they  wished  to  display  from  a 
menu.  They  could  bring  the  menu 
up  on  any  monitor  they  desired, 
using  one  common  keyboard  per 
( continued  on  page  38 ) 
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kWhat  should  have  been  an  order  is  about  to 
come  a  hang-up,  because  you  don’t  hold  on  to 


customers  by  keeping  them  on  hold. 

With  AT&T’s  Systems  85  and  75  Automatic  Call  Distribution 
system,  your  call  center  can  provide  the  fast  and  efficient  service 
you  need  to  turn  every  caller  into  a  customer. 


The  AT&T  3B  Call  Management  System  gives  you  the  critical 
information  you  need  to  manage  your  center  for  optimum  effi¬ 
ciency.  Real-time  reports  enable  you  to  respond  immediately  to 
changing  call  volumes,  while  historical  data  helps  you  analyze 
trends,  forecast  call  volumes,  and  set  staffing  requirements. 

With  AT&T’s  System  85  ACD  you’re  ready  to  take  advantage 


Will  the  canned  music  get 
to  her  before  you  do? 


©198*AT*r 


of  advanced  ISDN  capabilities  that  will  have  dramatic  implica¬ 
tions  for  the  telemarketing  industry.  For  example,  the  System 
would  use  INFO-2  automatic  number  identification  to  simultan¬ 
eously  route  the  account  record  with  an  incoming  call  to 
your  agents  terminal. 

For  more  information,  call  your  AT&T  Account  Executive, 


or  1800  247-1212. 

From  equipment  to  networking,  from  computers  to  com¬ 
munications,  AT&T  is  the  right  choice. 


AT&T 

The  right  choice. 


( continued  from  page  35 ) 
desk.  Noncritical  information, 
such  as  Dow  Jones  News,  could 
then  be  accessed  as  needed,  rath¬ 
er  than  displayed  constantly. 

This  video  switching  capabili¬ 
ty  was  especially  critical  in  the 
fixed-income  market  (corporate 
bonds  and  government  securi¬ 
ties),  in  which  five  major  brokers 
supplied  dedicated  monitors  to 
display  market  rates  at  the  prima¬ 
ry  dealers’  desks.  Video  switching 
created  tremendous  space  sav¬ 
ings  at  the  desktop. 

The  equipment  room  was  usu¬ 
ally  near,  or  right  next  to,  the 
trading  floor  it  supported.  Ca¬ 
bling  was  straightforward;  there 
was  plenty  of  room  to  lay  cables 
between  the  equipment  room  and 
the  trading  floor.  Distance  limita¬ 
tions  were  rarely  a  problem  in 
transmitting  signals. 

Hoot-and-holler  nets  arose  to 
accommodate  the  requirement 
for  a  “party  line”  internal  to  a 
company,  so  that  all  parties 
linked  to  the  net  only  had  to  pick 
up  their  phones,  without  dialing, 
to  listen  to  or  speak  to  one  anoth¬ 
er.  For  each  user,  the  net  func¬ 
tioned  like  a  big,  on-demand  con¬ 
ference  call.  These  networks 
were  based  on  four-wire,  multi¬ 
drop  circuits.  They  were  —  and 
still  are  —  used  for  several  func¬ 
tions: 

■  Broadcast  of  urgent  informa¬ 
tion  simultaneously  to  all  neces¬ 
sary  locations. 

■  Ongoing  exchange  of  informa¬ 
tion  among  company  locations. 

■  Broadcast  of  strategy  meet¬ 
ings. 

In  addition  to  video  feeds  and 
hoot-and-holler  networks,  com¬ 
munications  departments  in¬ 
stalled  audio  signaling  equip¬ 
ment  for  selected  locations  on 
the  trading  floor.  These  locations 
could  then  access  audio  informa¬ 
tion  feeds  pertaining  only  to  their 
specific  markets. 

1988  digital  trends 

Historically,  bank  telecom¬ 
munications  organizations  have 
included  voice,  video  switching, 
market  data,  telex  and  general 
business  equipment.  Due  to  the 
special  nature  of  the  equipment, 
technical  skills  have  always  been 
gained  through  on-the-job  train¬ 
ing.  Recent  advances  in  technol¬ 
ogy  have  kept  managers  and  staff 
alike  deeply  involved  in  this 
“learn  by  doing”  mode: 

■  Turrets.  Turret  design  for  the 
trading  floor  is  changing  from  an¬ 
alog  to  digital  to  enhance  trans¬ 
mission  quality  and  prepare  for 
Integrated  Services  Digital  Net¬ 
works.  Digital  turrets  are  also  ca¬ 
pable  of  accommodating  more 
feed  lines  than  in  the  past.  Tur¬ 
rets  used  to  handle  a  maximum  of 
240  lines  but  can  now  accommo¬ 
date  several  hundred. 

Twenty-five-pair  cables  are 
being  replaced  by  “skinny 
wires,”  which  are  typically  under 
five  pairs  each  and  require  less 
space.  Previously,  dial-tone  and 
private  lines  appeared  as  individ¬ 
ual  terminations  on  the  turret. 

Now  the  ability  exists  to  segre¬ 
gate  line  pickups  into  separate 
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“pages”  that  can  be  accessed  and 
changed  by  a  keystroke.  These 
pages  can  be  accessed  on  the 
screen  as  needed,  like  different 
menus  on  a  CRT.  Also,  the  physi¬ 
cal  size,  or  footprint,  of  most  tur¬ 
rets  has  been  greatly  reduced. 

■  Video  switching.  In  the  past 
decade,  video  switching  has 
changed  tremendously  to  serve 
traders  better.  Several  financial 
information  suppliers  and  gov¬ 
ernment  brokers  now  provide  in¬ 
formation  in  a  digital,  rather  than 
an  analog,  video  format.  Conse¬ 
quently,  traders  can  perform 
many  new  functions,  such  as  ma¬ 
nipulating  data  from  one  or  more 
sources  in  a  model  to  perform 
analysis. 


Hoot-and-holler 

networks  arose  to 
accommodate  the 
requirement  for  a 
“party  line”  internal 
to  a  company. 
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Digital  video  technology  also 
provides  the  ability  to  rearrange 
data  from  one  or  more  sources 
and  display  it  all  on  a  customized 
screen.  These  “composite  pages” 
have  greatly  improved  data  pre¬ 
sentation.  In  addition,  in-house 
data  processing  systems  can  now 
interface  to  a  digital  distribution 
system  and  be  incorporated  into 
any  analytical  or  modeling  activi¬ 
ty- 

Video  switching  technology 
has  evolved  differently  on  the 
two  sides  of  the  Atlantic  Ocean. 
Digital  feeds  were  available  much 
earlier  in  the  UK  than  in  the  U.S. 
European  information  providers, 
led  by  Reuters  Ltd.  in  London, 
were  among  the  first  to  recognize 
the  advantages  of  digital  trans¬ 
mission.  Once  the  information 
providers  offered  digital  services, 
European  equipment  vendors 
were  motivated  to  adopt  digital 
technology  much  sooner. 

A  purely  digital  environment 
will  probably  not  exist  in  the  U.S. 
in  the  near  future.  Information 
vendors  have  historically  based 
their  systems  on  analog  technol¬ 
ogy,  and  the  costs  of  changing  to 
all-digital  technology  are  high. 
Depending  on  the  number  of  us¬ 
ers,  the  charge  for  a  digital  feed 
may  be  higher  than  that  for  the 
same  information  provided  in  an 
analog  video  format.  Typically, 
digital-feed  charges  include  a 
fixed  monthly  fee  and  a  per-ter- 
minal  charge. 

Users  may  decide  that  the 
break-even  point  for  digital  tech¬ 
nology  is  too  high,  especially  if 
they  do  not  anticipate  making  full 
use  of  digital  feed  capabilities 
such  as  analytics,  modeling  and 
composite  paging. 


Digital  feeds  also  raise  issues 
concerning  information  dissemi¬ 
nation  and  billing.  Many  users 
have  the  technical  capability  to 
distribute  the  information  pro¬ 
vided  by  a  feed  across  country 
boundaries,  which  may  be  against 
the  terms  of  the  vendor  contract 
—  or  even  against  local  laws. 

While  vendors  reserve  the 
right  to  inspect  a  user’s  site,  it  is 
difficult  for  them  to  determine 
whether  a  user  is  improperly  dis¬ 
tributing  information  from  a  digi¬ 
tal  feed.  Video  feeds  are  easier  for 
vendors  to  police;  they  terminate 
in  a  controller  that  supports  from 
one  to  five  terminals. 

■  Fiber  optics.  No  longer  a  par¬ 
ticularly  new  technology,  fiber 
optics  are  now  being  used  in  sev¬ 
eral  ways  in  trading  rooms.  Tra¬ 
ditionally,  copper  and  coaxial  ca¬ 
ble  has  been  run  to  the  trading 
floor  to  support  the  information 
distribution  system.  But  this  re¬ 
quires  that  cable  be  moved  or  re¬ 
pulled  as  people  on  the  trading 
floor  change  positions  —  a  labor- 
intensive  task. 

Fiber  optics  can  significantly 
reduce  this  “churning”  of  cables. 
The  technology  and  economics 
for  the  encoders /decoders  on  the 
fiber  ends  has  progressed  to  such 
a  point  that  multiplexing  data 
over  one  fiber,  rather  than  allo¬ 
cating  one  fiber  per  screen,  is  rea¬ 
sonable.  When  installing  fiber  be¬ 
tween  the  equipment  room  and 
the  desk,  users  should  consider 
pulling  multiple  fibers  to  incor¬ 
porate  future  requirements. 

Fiber  can  also  be  used  in  verti¬ 
cal  cable  runs  between  the  equip¬ 
ment  room  and  trading  floor  (if 
the  two  are  located  on  different 
floors),  where  space  may  pre¬ 
clude  traditional  coaxial  cabling. 
Horizontal  runs  use  either  tradi¬ 
tional  cables  or  fiber,  depending 
on  the  cost.  If  fiber  is  used  for  the 
vertical  and  traditional  cabling 
for  the  horizontal,  then  there 
must  be  a  patch  panel  on  the  floor 
to  facilitate  the  movement  of  ca¬ 
ble  as  people  shift. 

In  planning  for  the  future  — 
especially  for  expanded  use  of 
graphics  —  users  must  review  the 
emerging  Fiber  Distributed  Data 
Interface  (FDDI)  standard  for 
100M  bit/sec  fiber  rings. 

On  the  vertical  runs,  users 
should  install  62  Vi-micron, 
multimode,  double-ring  fiber  — 
the  FDDI  de  facto  standard.  For 
the  horizontal  runs,  users  can 
consider  twisted  pair  or  fiber  op¬ 
tics.  As  the  price  of  the  terminat¬ 
ing  equipment  decreases,  fiber 
will  become  an  even  more  advan¬ 
tageous  solution. 

■  Local-area  nets.  As  the 
amount  of  text  and  graphics  re¬ 
quired  at  each  trader’s  desk  in¬ 
creases,  the  decision  as  to  the 
type  of  local-area  network  used 
to  support  the  trading  floor  be¬ 
comes  increasingly  important. 

The  type  and  volume  of  trans¬ 
actions  and  the  number  of  cur¬ 
rent  and  future  users  are  factors 
in  deciding  on  the  type  of  local- 
area  network.  Transmission 
speed  and  throughput  are  not 
necessarily  the  same.  For  exam¬ 
ple,  Ethernet  has  a  10M  bit/sec 
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transmission  rate,  but  the 
throughput  is  only  2M  to  3M  bit/ 
sec.  For  token-ring  networks,  by 
contrast,  transmission  speed  and 
throughput  are  the  same. 

Local-area  networks  perform 
differently  with  various  types  of 
traffic.  Ethernet  is  suited  for 
bursty,  random  traffic  condi¬ 
tions,  while  the  token  ring  is  fa¬ 
vored  when  continuous  traffic 
conditions  prevail.  As  local  net 
utilization  increases  beyond  20% 
for  extended  periods,  Ethernet’s 
carrier-sense  multiple  access 
with  collision  detection  method 
can  lead  to  performance  degrada¬ 
tion. 

Users  building  new  trading 
floors  should  seriously  consider 
running  a  local-area  network  on 
the  floor,  rather  than  only  in  the 
equipment  room.  Cable  savings 
can  be  great  since  only  the  local- 
area  network  cables  would  then 
be  extended  to  the  equipment 
room,  rather  than  all  the  cables 
required  at  trading  desks.  The  lo¬ 
cal-area  network  cables  should  be 
enclosed  in  conduit  as  a  precau¬ 
tion  against  accidental  cable  cuts. 

When  a  local-area  network  is 
added  to  an  existing  trading 
floor,  it  can  be  installed  in  one  of 
three  principal  ways:  in  the 
equipment  room;  on  the  floor  on 
a  separate  medium  from  the  in¬ 
formation  distribution  system;  or 
in  the  equipment  room  with  ex¬ 
tensions  to  the  floor  via  available 
spare  coaxial  or  fiber  cable. 

With  the  last  option,  if  spare  fi¬ 
bers  exist,  users  can  extend  the 
local-area  network  from  the 
equipment  room  to  the  floor  via 
these  fibers  with  additional  cod¬ 
er/decoders  on  the  ends.  The  de¬ 
cision  is  individual  and  depends 


longer  a 
particularly  new 
technology,  fiber 
optics  are  now  being 
used  in  several  ways 
in  trading  rooms. 
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on  each  situation.  The  technically 
preferred  solution  may  be  finan¬ 
cially  impractical. 

Under  any  scenario,  a  poten¬ 
tial  outage  is  a  critical  issue,  espe¬ 
cially  since  critical  data  will  be 
running  on  the  local-area  net¬ 
work.  Users  should  provide  a 
fully  redundant  system  so  that  if  a 
break  occurs  in  the  cable,  they 
can  shift  over  to  the  backup. 

International  issues 

In  the  international  arena, 
two  activities  differentiate  the  fi¬ 
nancial  trading  industry  from 
others:  use  of  interactive  telex 
and  the  use  of  transoceanic  ca¬ 
bles,  rather  than  satellite  links, 
for  dedicated  lines. 


In  foreign  exchange,  trading  is 
typically  —  although  not  exclu¬ 
sively  —  conducted  via  interac¬ 
tive  telex.  Because  telex  is  a  low- 
speed  (50  baud)  method  of 
sending  international  messages, 
equipment  vendors  have  at¬ 
tempted  to  improve  throughput 
by  using  intelligent  devices  that 
support  transmission  speeds  up 
to  9-6K  bit/sec  to  their  local 
switches. 

As  more  transoceanic  cables 
are  laid,  dedicated  line  prices 
continue  to  decrease.  Historical¬ 
ly,  traders  in  New  York  and  Lon¬ 
don  have  been  connected  by  un¬ 
dersea  private  lines,  mainly 
because  of  the  lengthy  delays  — 
up  to  a  half-second  round  trip  — 
in  sending  and  receiving  informa¬ 
tion  via  satellite.  Traders  speak 
too  quickly  to  tolerate  this  delay. 

In  the  past,  trading  rooms 
were  connected  via  voice  and  tel¬ 
ex  lines.  Within  the  past  two 
years,  however,  a  consortium  of 
London  banks  helped  establish  a 
service  called  FX  Net,  which  links 
major  banks  in  the  London  for¬ 
eign  exchange  market  via  a  data 
network.  The  project  started  in 
London  because  of  the  size  of  its 
foreign  exchange  market,  but  a 
similar  installation  is  now  under 
way  in  New  York. 

The  main  function  of  FX  Net  is 
“FX  Netting,”  which  provides  for 
the  netting  of  currency  positions 
at  the  end  of  the  day.  This  is  the 
determination  of  the  net  value  of 
the  day’s  buys  and  sells  by  cur¬ 
rency.  The  banks’  exposure  to 
risk  through  inaccurate  informa¬ 
tion  is  reduced,  and  the  need  to 
confirm  deals  by  voice  is  elimi¬ 
nated. 

FX  Net  uses  Digital  Equipment 
Corp.  MicroVAXes  at  each  partici¬ 
pant’s  location,  linked  by  an  X.  2  5 
network.  MicroVAXes  are  recom¬ 
mended  because  of  their  commu¬ 
nications  and  closed  user  group 
capabilities,  which  allow  commu¬ 
nications  only  among  a  predeter¬ 
mined  group  of  people.  X.25  was 
chosen  for  its  universality  as  well 
as  its  compliance  with  other  in¬ 
ternational  standards.  The  future 
New  York-to-London  connection 
will  be  X.75. 

New  technology  issues 

To  optimize  their  operations, 
communications  managers  in  fi¬ 
nancial  trading  environments 
must  examine  many  aspects  of 
these  new  technologies: 

■  Direct  dealer  entry.  In  the 
past,  lead  times  of  15  to  20  min¬ 
utes  have  existed  between  the 
writing  of  a  deal  ticket  with  all 
pertinent  information  related  to 
the  buy  or  sell  and  the  entering  of 
that  ticket  into  the  back-office 
computer  system.  This  situation 
is  especially  troubling  in  markets 
that  move  quickly,  such  as  for¬ 
eign  exchange. 

Traders  have  always  main¬ 
tained  manual  “blotters”  show¬ 
ing  all  the  buys  and  sells  that  have 
occurred  to  keep  track  of  their 
currency  positions,  rather  than 
relying  on  outdated  information 
generated  by  the  computer  sys¬ 
tem. 

( continued  on  page  50) 


Is  this  any  way  to  treat  your 
good  old  NCP-4  software? 


Amdahl  Corporation 
1250  East  Arques  Avenue 
Sunnyvale,  CA  94088-3470 


Amdahl’s  4745  lets  you  run  NCP-4  and 
NCP-5.The  choice  is  yours. 

Sooner  or  later,  the  day  always  comes 
when  you  have  to  upgrade  to  a  bigger, 
faster  front-end  processor.  But  these 
days,  thats  not  exactly  the  simplest, 
most  painless  proposition  around. 

Because  most  of  the  newer,  faster 
hardware  only  runs  NCP-5.  So  there’s 
no  such  thing  as  a  natural  transition 
from  one  system  to  the  next. 

Instead,  you  have  to  disturb  your 
data  center  with  new  software  .You 
have  to  interrupt  who-knows-how- 
many  critical  operations.  And  plan  on 
additional  training  costs. 

That’s  why  you  should  take  a  good 
look  at  our  4745.  It  lets  you  run  NCP-4 
or  NCP-5,  so  you  can  change  at  your 
own  pace. 

Better  yet,  changing  from  one  to 


the  other  is  a  simple  procedure.  If  you 
want  to  get  back  into  your  familiar 
NCP-4  environment,  it’s  there  when 
you  need  it. 

As  if  all  that  weren’t  enough,  the 
4745  also  offers  up  to  40%  higher 
throughput  than  its  closest  competi¬ 
tor.  And  a  new  approach  to  backup 
that  makes  more  sense  than  anything 
you’ve  seen  before. 

The  Amdahl  4745.  Before  you 
upgrade  to  any  other  system,  call  your 
Amdahl  representative.  And  we’ll 
show  you  the  difference  between  a 
drastic  change.  And  a  dramatic 
improvement. 

amdahr 

The  FLEXIBLE  Choice 


A  network  that  can’t  keep  up 
with  your  company’s  growth  is  some- 
thing  you  can  really  lose  a  lot  of 
sleep  over. 

Because  there’s  simply  too 
much  riding  on  your  ability  to  move 
information  effectively. 

Which  is  why  you  should  com 
sider  Codex  for  your  network. 


For  more  than  25  years,  the 
only  thing  we’ve  done  is  network¬ 
ing.  We’ve  engineered  many  of  the 
industry’s  innovations. 

And  we’ve  always  offered  the 
best  service  and  support  of  any 
networking  company  we  know. 

To  find  out  how  much  we  know, 
call  1-800-426-1212  ext.  7212. 


And  just  think.  From  now  on, 
instead  of  spending  nights  wondering 
how  your  network  is  going  to  catch  up 
with  your  organization’s  expanding 
needs,  you 
can  catch 
up  on  some¬ 
thing  else. 

Some  sleep.  The  Networking  Experts 


codex 
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A  switch 
in  direction 

As  their  original  markets  decline, 
new  uses  offer  new  life 
for  some  vendors  of  data  PBXs. 

By  JOHN  HUNTER 


As  companies  turn  to  local 
networks,  switching  statistical 
multiplexers  and  networked  T-l 
multiplexers  to  connect  users 
with  resources,  many  industry 
experts  feel  that  the  data  PBX  is 
living  on  borrowed  time.  For 
some  products,  it’s  probably  true 
that  traditional  markets  are  erod¬ 
ing.  But  a  few  savvy  vendors  have 
found  new  uses  that  promise  to 
open  new  markets. 

The  data  private  branch  ex¬ 
change  was  an  industry  highflier 
from  the  mid-1970s  to  the  mid- 
1980s,  but  then  storm  clouds  be- 

Hunter  is  president  of  TMS 
Corp.,  a  telecommunications 
consulting  firm  in  Devon,  Pa. 


gan  appearing.  According  to 
Glenn  Falkowski,  president  of 
Glencom  Systems,  Inc.,  a  Linden, 
N.J.-based  value-added  reseller, 
companies  discovered  that  the 
personal  computer  could  handle 
many  functions  slated  for  mini¬ 
computers  for  a  lot  less  money. 
Predictably,  they  started  buying 
more  personal  computers  and 
fewer  minicomputers.  Since  one 
of  the  popular  uses  for  data  PBXs 
is  to  furnish  port-sharing  for 
minicomputers,  market  demand 
began  to  soften. 

For  the  data  PBX  to  flourish, 
new  applications  and  markets 
must  be  found.  Some  users  are  in¬ 
terconnecting  data  PBXs  to  fur¬ 
nish  wide-area  networking  of 


computer  resources.  Some  data 
PBX  vendors  have  developed  the 
hardware  and  software  needed  to 
make  the  data  PBX  function  like  a 
local-area  network  terminal  serv¬ 
er,  thus  allowing  ASCII  worksta¬ 
tions  to  access  a  local  net.  Anoth¬ 
er  new  application  is  to  add 
printer-spooling  software  so  that 
the  data  PBX  can  function  as  a 
poor  man’s  local  network. 

How  they  work 

Data  PBXs  provide  services 
that  allow  terminal  users  to  con¬ 
tend  for  computer  ports.  Without 
port  contention,  each  network 
user  would  require  a  dedicated 
port,  regardless  of  whether  or  not 
the  port  was  needed  full  time. 


Since  such  ports  are  extremely 
expensive,  dedicated  ones  are  a 
luxury  few  organizations  can  af¬ 
ford. 

Data  PBXs  are  used  in  a  star 
configuration,  with  all  terminals 
connected  to  a  centralized 
switching  unit.  Local  terminals 
are  directly  connected,  while  re¬ 
mote  terminals  are  accommodat¬ 
ed  through  dial-in /dial-out  ports. 
Either  way,  all  users  can  avail 
themselves  of  the  same  switch 
services.  To  handle  large  net¬ 
works,  some  vendors  furnish  ex¬ 
pansion  modules  that  can  be  dis¬ 
tributed  at  the  same  site  or  to 
different  locations  and  linked  to 
the  central  switch  directly  or  over 
( continued  on  page  43 ) 
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A  SWITCH  IN  DIRECTION 


NETWORK  WORLD 


Data  switches 


Vendor 

Product 

Channels  per 
node 

DTE  data  rate 
(bit/sec) 

DTE 

interface 

Data 

throughput 
per  node 
(bit/sec) 

Number  of 

composite 

links/ 

maximum 

speed 

(bit/sec) 

Flow- 

control 

signals 

X.25 

interface 

LAN 

interface 

Session 
toggling/ 
number  of 
sessions 

Protocol 

conversion 

Data  over 
voice 

Redundant 
logic  and 
power 

Minimum/ 

maximum 

price 

Applied  Innovation,  Inc. 
Columbus,  Ohio 

AlSwitch 

Series  180 

256 

19.2K 

asynchronous 

RS-232-C, 

RJ-41 

telephone 

9.8M 

8/9.6K 

XON, 

XOFF, 

RTS,  DSR, 
DTR 

VS 

•■''/unlimited 

Both 

$4,200/ 

$28,000 

AlSwitch 

Series  90 

64 

19.2K 

asynchronous 

RS-232-C, 

RJ-41 

telephone 

9.8M 

8/9.6K 

XON, 

XOFF, 

RTS,  DSR, 
DTR 

\S 

•^/unlimited 

$2,000/ 

$5,000 

Develcon 

Electronics,  Inc. 

Dublin,  Calif. 

DevelNet 

20,000 

38.4K 

asynchronous; 

9.6K 

synchronous 

RS-232-C, 

RS-422 

24M 

Unlimited/ 

1 00M  with 
fiber  optic; 

1 .544M 
withT-1 

XON, 

XOFF, 

CTS,  DSR, 
RTS 

\S 

IEEE  802.3 
TCP/IP 

Asynch¬ 
ronous  to 
IBM  3270 
SNA/ 

SDLC, BSC 

\S 

Both 

$6,000/ 

$500,000 

Equinox  Systems,  Inc. 
Miami 

DS-15 

1,320 

19.2K 

asynchronous 

and 

synchronous 

RS-232-C, 
RS-449, 
current  loop 

25M 

55/1 .544M; 
low-speed 
links 
through 
external 
multi¬ 
plexers 

DTR,  CTS, 
DSR, RTS 

Both 

$9,500/ 

$50,000 

DS-5 

240;  960  with 
multiplexing 

19.2K 

asynchronous 

and 

synchronous 

RS-232-C, 
RS-449, 
current  loop 

25M 

NA/ 

1 .544M; 
low-speed 
links 
through 
external 
multi¬ 
plexers 

DTR,  CTS, 
DSR, RTS 

Both 

$6,600/ 

$23,000 

Gandalf  Data,  Inc. 
Wheeling,  III. 

PACX  2000 

1,920 

19.2K 

asynchronous 

and 

synchronous 

RS-232-C, 

CCITTV.11 

1 .288G 

62/1 .544M 
withT-1; 

1 00M  with 
fiber  optics 

XON, 

XOFF, 

RTS,  CTS, 
DTR 

\S 

*/5 

VS 

Both 

$16,000/ 

$250,000 

PACX  200 

128 

19.2K 

asynchronous 

and 

synchronous 

RS-232-C, 

CCITTV.11 

1  288G 

NA/1  544M 
withT-1; 

1 00M  with 
fiber  optics 

XON, 

XOFF, 

RTS,  CTS, 
DTR 

\S 

*75 

\S 

Both 

$4,000/ 

$40,000 

Infotron  Systems  Corp. 
Cherry  Hill,  N.J. 

NX  4600 

4,000 

2.4Kto  1.024M 
synchronous; 
up  to  19.2K 
asynchronous 

RS-232-C, 
CCITT  V.35 
and  V.11, 
Military 
Standard 
188-114 

NA 

10/1 .544M; 
56K  and 

2M 

available 

XON, 

XOFF, 

RTS,  CTS, 
DC1 ,  DC2, 
DC3 

Both 

$25,000/ 

$100,000 

Micom  Systems,  Inc. 

Simi  Valley,  Calif. 

InstaNet  6000, 
Series  40 

2,036 

19.2K 

asynchronous; 

9.6K 

synchronous 

RS-232-C 

10M 

32/72K; 

16/1.544M 

XON, 

XOFF, 

RTS,  CTS, 
DC1 ,  DC3 

\S 

IEEE  802.3 
TCP/IP  or 
XNS 

•*/2 

Asynch¬ 
ronous  to 
IBM  3270 
SNA/ 

SDLC, BSC 

\S 

Both 

$11,200/ 

$300,000 

InstaNet  6000, 
Series  20 

250 

19.2K 

asynchronous 

RS-232-C 

2.5M 

4/56K  or 

1  544M 

XON, 

XOFF, 

RTS,  CTS, 
DC1 ,  DC3 

\S 

IEEE  802.3 
TCP/IP  or 
XNS 

*72 

Asynch¬ 
ronous  to 
IBM  3270 
SNA/ 

SDLC, BSC 

\S 

Both 

$2,500/ 

$8,000 

MicroScience  Corp. 
Atlanta 

Q-Net 

128 

19.2K 

asynchronous 

RS-232-C 

2.4M 

16/19.2K 

XON, 

XOFF, 

DTR,  CTS 

$7,000/ 

$14,000 

Quasitronics,  Inc. 
Houston,  Pa. 

Q8000 

64 

19.2K 

asynchronous 

and 

synchronous 

RS-232-C 

1.2M 

1/64K 

XON, 

XOFF, 

DTR,  CTS, 
DSR 

$795/$8,000 

Sequel  Data 
Communications,  Inc. 
Raleigh,  N.C. 

SDC 660 

60 

19.2K 

asynchronous 

RS-232-C, 
RS-422, 
current  loop 

NA 

5/64K 

XON, 

XOFF, 

CTS, 

TPAUSE 

*/2 

\S 

Both 

$2,600/ 

$7,000 

SDC6192 

1 ,536;  3,072 
with 

multiplexing 

19.2K 

asynchronous 

RS-232-C, 
RS-422, 
current  loop 

NA 

80/64K 

XON, 

XOFF, 

CTS, 

TPAUSE 

*72 

iS 

Both 

$2,600/ 

$40,000 

Tek-Com/Prentice  Corp. 
Sunnyvale,  Calif. 

MetaPath  DDS 
Family 

64 

9.6K 

asynchronous 

RS-232C, 

RJ-41 

telephone 

2M 

64/2M 

coaxial; 

9.6K  leased 
line 

XON, 

XOFF, 

TPAUSE 

■*/2 

Both 

$1,100/ 

$14,000 

Tellabs,  Inc. 

Lisle,  III. 

Model  331 

32 

9.6K 

asynchronous 

and 

synchronous 

RS-232-C 

320K 

18/76.8K 

XON, 

XOFF, 

CTS,  DSR, 
TPAUSE 

\S 

*72 

$2,500/ 

$11,700 

Telecommunications 
Data  Services,  Inc. 

Irvine,  Calif. 

Datos 

256 

19.2 

asynchronous; 

56K 

synchronous 

RS-232-C, 

RS-422 

49  M 

4/19.2K 

XON, 

XOFF, 

RTS,  CTS, 
DSR 

*/4 

is 

Both 

$1,700/ 

$50,000 

BSC  =  Binary  Synchronous  Communications 

CTS  =  Clear  to  send 

DC1  —  Device  Control  1 

DC2  -  Device  Control  2 

DC3  —  Device  Control  3 

DSR  =  Data  set  ready 


DTE  =  Data  terminal  equipment 
DTR  =  Data  terminal  ready 
RTS  ==  Request  to  send 
SDLC  —  Synchronous  Data  Link  Control 
SNA  =  Systems  Network  Architecture 


TCP/IP  =  Transmission  Control  Protocol/lntemet  Protocol 
TPAUSE  =  Tandem  Computers,  Inc.'s  Tandem  Pause 
XNS  =  Xerox  Corp.’s  Xerox  Network  System 
XOFF  —  Transmitter  off 
XON  —  Transmitter  on 


This  chart  includes  a  representative  selection  of  vendors  in  the  data  switch  market.  Most  vendors  offer  other  data  switches,  and  many  vendors  not  included  offer  a  full  range  of  competitive  products. 

SOURCE:  TMSCORP  , DEVON, PA. 
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A  SWITCH  IN  DIRECTION 


( continued  from  page  41) 
communications  lines.  While  such  nodes 
might  be  physically  remote,  they  are  logi¬ 
cally  part  of  the  central  switch  and  under 
control  of  a  single  network  management 
system. 

Architecture 

All  data  PBXs  have  control  logic,  power 
supplies  and  channel  cards.  The  control 
logic  contains  the  operating  system  plus 
the  software  and  memory  needed  to  as¬ 
semble  message  frames.  Time-division 
multiplexing  is  used  to  assign  each  user  a 
time  slot  on  the  high-speed  bus  and  inter¬ 
node  trunk,  and  since  bandwidth  is  not  in¬ 
finite,  the  number  of  channels  that  can  be 
handled  decreases  as  the  channel  speeds 
increase.  That  must  be  kept  in  mind  when 
evaluating  how  many  terminals  the  data 
PBX  can  accommodate  without  blocking. 

Many  data  PBXs  support  distributed 
nodes  that  are  cable-connected  to  the  main 
cabinet  or  connected  through  leased  tele¬ 
phone  lines.  For  remote  locations,  some 
products  support  AT&T’s  Dataphone  Digi¬ 
tal  Service  interfaces  that  allow  data  trans¬ 
mission  at  56K  bit/sec.  A  few  of  the  prod¬ 
ucts  have  T-l  drivers  for  connecting  the 
remote  locations  over  AT&T’s  Accunet 
T1.5  facilities,  and  some  have  fiber-optic 
cable  interfaces. 

Component  redundancy 

Many  data  PBXs  offer  redundant  con¬ 
trol  logic  and  power  supplies  and  a  few 
even  provide  a  redundant  backplane. 


s 

L/everal  vendors  have 
implemented  session 
toggling  (also  called 
hot  keying)  to  permit 
users  to  establish  multiple 
sessions  and  move  among 
them  by  striking  one  or 
two  keys. 

AAA 


While  component  redundancy  means  the 
same  thing  to  all  vendors,  it  can  be  imple¬ 
mented  in  vastly  different  ways.  Redun¬ 
dant  control  logic  and  power  supplies 
come  in  two  forms:  standby  and  hot  stand¬ 
by.  With  a  standby  system,  the  control  log¬ 
ic  must  be  configured  and  the  power  sup¬ 
ply  must  be  switched  on  when  it  assumes 
control,  thus  causing  all  processing  opera¬ 
tions  to  cease  until  switchover  is  complet¬ 
ed. 

With  hot  standby,  the  system  is  always 
powered  on  and  works  in  conjunction  with 
the  primary  logic,  assuming  its  functions 
in  case  of  a  failure.  Switchover  to  central 
redundant  control  logic  is  automatic  for  all 
products  listed  in  the  accompanying  chart 
except  Telecommunications  Data  Ser¬ 
vices,  Inc.’s  Datos,  which  is  manually 
switched. 

Access  management 

Data  PBX  vendors  advertise  the  ability 
to  handle  a  large  number  of  inputs,  but  that 
doesn’t  necessarily  mean  that  they  are  all 
directly  connected  to  the  unit  through  in¬ 
dividual  channel  ports.  Frequently,  statis¬ 


tical  multiplexers  are  used  to  connect  sev¬ 
eral  terminals  over  one  composite  link 
using  just  one  line  port. 

For  example,  the  Equinox  Systems,  Inc. 
DS-5  data  PBX  supports  960  channels 
when  multiplexers  are  used,  but  only  240 
of  them  are  physically  connected. 

When  ports  are  dedicated  to  individual 
users,  no  access  restrictions  are  required. 
However,  since  the  data  PBX  allows  many 
users  to  contend  for  multiple  ports,  the 
ability  to  restrict  who  accesses  what  and 
when  is  critical.  That  can  be  handled  by 
user  and  group  passwords,  and  group  re¬ 
striction  to  certain  ports.  Every  data  PBX 
in  this  survey  supports  those  restrictions. 

For  dial-in  users,  some  switches  require 
special  procedures  to  be  carried  out  before 
the  user  can  receive  recognition,  such  as 
striking  the  return  key  a  certain  number  of 
times.  Other  switches  use  callback  proce¬ 


dures  in  which  a  user  password  is  associat¬ 
ed  with  a  telephone  number.  When  a  pass¬ 
word  is  received,  the  data  PBX  hangs  up 
and  calls  the  associated  number.  Vendors 
supporting  such  callbacks  are  Equinox,  Se¬ 
quel  Data  Communications,  Inc.  and  Ap¬ 
plied  Innovation,  Inc. 

All  data  PBXs  queue  callers  to  busy  re¬ 
sources,  and  most  inform  them  of  their  po¬ 
sition  in  the  queue.  The  more  sophisticat¬ 
ed  switches  also  support  user-assigned 
priorities  that  the  data  PBX  uses  to  grant 
access.  A  few  vendors  even  allow  high-pri¬ 
ority  users  to  be  moved  to  the  top  of  the 
queue  over  lower  priorities. 

Products  in  the  chart  that  don’t  support 
this  priority  scheme  are  those  from  Tele¬ 
communications  Data  Services,  Micro- 
Sciences  Corp.,  Quasitronics,  Inc.  and  Tel- 
labs,  Inc. 

Several  vendors  have  implemented  ses¬ 


sion  toggling  (also  called  hot  keying)  to 
permit  users  to  establish  multiple  sessions 
and  move  among  them  by  striking  one  or 
two  keys.  Such  toggling  obviates  the  need 
to  log  off  and  on  when  moving  between 
sessions,  thus  saving  user  and  PBX  time. 

External  communications 

Every  data  PBX  has  some  form  of  exter¬ 
nal  data  communications  to  allow  interfac¬ 
ing  with  other  data  PBXs  or  host  communi¬ 
cations  processors.  In  addition  to  primary 
data  routes,  the  better  data  PBXs  can  also 
be  programmed  to  handle  secondary  and 
alternate  routes,  should  the  primary  fail  or 
become  too  congested.  Some  will  even 
perform  adaptive  routing,  in  which  the 
switch  selects  the  best  communications 
route  between  the  source  and  destination 
based  on  certain  performance  parameters, 
( continued  on  page  51) 
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DATA  NETWORKS:  a  world  of  experience  in 

data  networks  is  yours  from  the  world’s  largest  supplier 
of  digital  communications  systems.  We’re  experts  in 
connecting  different  computers  and  terminals,  moving 
data  with  24-hour-a-day  dependability,  and  doing  it  all 
smoothly.  If  you  consider  these  factors  important,  there’s 
only  one  kind  of  data  network  you  ought  to  consider. 
Racket  switching.  And  only  one  brand  of  packet 
switching.  Ours. 


Only  packet  switching  offers  extensive  protocol 
support  and  automatic  re-routing  in  case  of  line  failure. 
And  only  Northern  Telecom  DPN*  packet  switching 
offers  comprehensive  network  management  for  un¬ 
paralleled  control.  We  can  provide  the  confidence  you 
want  in  your  network,  because  we’ve  installed  more 
packet  switches  than  anyone  else  and  built  the  world’s 
largest  networks.  Call  on  our  data  experience  at 
1-800-423-6619. 

mj^jd m  northern 
llT  telecom 


J  /> 


Trademark  of  Northern  Telecom  ©  1987  Northern  Telecom 
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TESTERS 


New  Hand-Held  T1  Testers 


I 


$4,495 

Full-Function  Test  Set  (8  lbs.) 

SF,  ESF,  B8ZS,  SLC-96  compatible 
QRSS/BERT/user  test  patterns 
■  Full  duplex  alarm  monitoring 
■  Signaling  bits  —  all  displayed 
■  DSO  drop/insert  capability 

T-Watcher 

$1,495 

DS1  Monitor/Analyzer  (2.5  lbs.) 

Alarms/counts:  BPV,  RLOS,  FB/CRC, 
B8ZS,  SES,  OOF,  Yellow,  Blue 
Auto  configures  to  SF  or  ESF 
DSO  signaling  and  VF  monitoring 


T-Tester 


T-Sender 

$495 


DS1  Signal  Generator  (1  lb.) 

■  D3/D4  bipolar  bit  stream 

■  Digital  milliwatt  output 

■  Gated  or  continuous  tone 


CALL  TOLL  FREE  800-233-3151 

Digilog  Inc.,  1370  Welsh  Road,  Montgomeryville,  PA  18936  In  PA,  215-628-4530 


Circle  Reader  Service  No.  53 


COMPUTER  NETWORKING  ALERT 


Reduce  Networking  Costs 


Baiuns,  balun  and  modular  panels  for 

IBM  *  DEC  *  Wang  *  Apple  *  most  others 

Components  Unlimited  offers  a  proven  line  of  products  to  install  computers,  teminals 
and  peripherals.  Quick  delivery,  caring  customer  service,  and  competitive  pricing  will 
make  it  easy  for  you  to  secure  all  your  datacomm  installation  needs.  Call  us  today! 

Components  Unlimited,  Inc. 

12140  S.W.  Garden  PI. 

Portland,  OR  97223 

1-800-443-2854 


Circle  Reader  Service  No.  52 


HANDS  ON  EDUCATION 


KAZCOM  Inc.,  the  originator  and  creator  of 
successful  “Hands-On”  seminars  presents  . . . 

PERSONALIZED 

“HANDS-ON”  TRAINING 

■  INTERACTIVE  SNA 

■  INTERACTIVE  NETWORK 
TROUBLESHOOTING 

Training  software  to  be  used  with  YOUR  personal  computer 

Benefits:  1.  Learn  when  you  want  to  learn 

2.  Dedicate  as  much  time  as  you  want 

3.  Use  it  over  and  over  again 

4.  Interactive  for  a  more  valuable  educational  experience 

1-800-444-0543  or  312-823-8386 

Brochure  and  demo  disk  available 

KAZCOM,  Inc. 

Circle  Reader  Service  No.  55 


MODEMS 


1  -800-288-DATA 
The  Modem  Exchange 

Serving  the  data  processing  industry  for  26  years. 


TO  SAVE  MONEY 

Call  Ruth  Ann  Brown  toll-free  at  1  -800-288  DATA  (3282). 


SAVINGS. 

MAINTENANCE. 

SERVICE. 

WE  DELIVER. 

SPECIALS 

TIMEPLEX  USED  SPECIALS 

PENRIL  DL  9600  FT(new) 

$1 ,295. 

EO400 

$695. 

Paradyne  MPX  4800 

475. 

1 2  ports 

1695. 

Paradyne  T-96 

625. 

1 6  ports 

1995. 

Paradyne  14.4 

695. 

20  ports 

2295. 

UDS  801  ACU 

150. 

24  ports 

2595. 

Buy.  Sell.  Lease.  New.  Used. 
UDS 
IBM 

TIMEPLEX 
TELLABS 
AVATAR 


PARADYNE 

CONCORD 

ARK 

PENRIL 

MICROCOM 


VISA 


90  day  warranty  on  used  equipment,  extended  warranty  available. 

The  Modem  Exchange,  2330  Kemper  Lane,  Cincinnati,  Ohio  45206 

Circle  Reader  Service  Nc  17 


NETWORK  OPTIMIZATION 


NETWORK  SYNERGIES,  INC. 

Pacesetters  In  Least-Cost  Communication  Network  Design  and  Capacity  Planning 


DISTRIBUTED  PACKET  SWITCHED  NETWORK  DESIGN... 
AN  IMPERFECT  ART  PERFECTEDI 
STAR*PAK  X.2S  NETWORK  DESIGNER 

THE  NEWEST  MEMBER  OF  THE  STAR  FAMILY 
OF  INTEGRATED  DESIGN  TOOLS! 


INPUT: 

“WHAT  IF”?  UTILITIES: 

SWITCH  LOCATION  NPA/XXX 

ADD  LINKS 

TRAFFIC  BETWEEN  NODE  PAIRS 

DELETE  LINKS 

DESIGN  PARAMETERS 

MODIFY  BANDWIDTH 

MAXIMUM  ACCEPTABLE  DELAY 

MODIFY  TRAFFIC  VOLUMES 

DESIGN  CONSTRAINTS 

PRICE  W/AT&T,  MIC,  SPRINT,  BELL... 

OUTPUT: 

NETWORK  LINK  TOPOLOGY  &  MAP 
PERFORMANCE  MODELS 
CHANNEL  CAPACITIES/BANDWIDTH 
DETERMINISTIC  &  ADAPTIVE  ROUTING  TABLES 
SWITCHING  EQUIPMENT  SELECTION 
TELCO  &  EQUIPMENT  COSTS 
RELIABILITY  PROBABILITIES 
CUT  SET  MEMBERS  &  SOLUTIONS 


NSI 


$7,995 


NETWORK  SYNERGIES,  INC. 

'  330  MAIN  STREET  *  LAFAYETTE,  IN  47901 
(800)  NET-1 -NSI  .VISA/MC 
30  DAY  MONEY  BACK  GUARANTEE! 

Circle  Reader  Service  No.  56 


$7,995 
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Action  Center 


STRATUM  1  SOURCE 


ACCU-SYNC  4060 


*  A  SELF-CONTAINED  STRATUM  1  CLOCK 

*  UNCHALLENGEABLE  ACCURACY  AND  RELIABILITY 

*  BELLCORE  CODED 

The  ACCU-SYNC  4060  Cesium  Time  and  Frequency  Standard  is  designed  specifically  for  com¬ 
mercial  telecommunications.  The  ACCU-SYNC  4060  gives  the  user  Stratum  1  clock  stability  with¬ 
out  antennas  or  any  user  adjustment.  The  ACCU-SYNC  4060  is  available  in  DS1  or  CEPT  config¬ 
urations  and  can  be  used  as  the  master  clock  for  a  digital  network  as  well  as  a  test  instrument  to 
assure  synchronization  of  your  network. 

For  more  information  call: 


FREQUENCY  AND  TIME  SYSTEMS,  INC. 
SEE  US  AT:  34  Tozer  Road 

Network  90’s/Booth  719  Beverly,  MA  01915-5510 

Comnet  '89/Booth  2901  (508)  927-8220;  FAX:  (508)  927-4099 

Circle  Reader  Service  No.  39 


TIMING  SIGNAL  GENERATOR 


ACCU-SYNC  3000 


*  STRATUM  3  ACCURACY  AND  STABILITY 

*  FULLY  REDUNDANT  INPUTS,  OUTPUTS  AND  CLOCK  GENERATORS 

*  ACCEPTS  DS1  OR  COMPOSITE  CLOCK  INPUT  REFERENCES 

The  ACCU-SYNC  3000  Timing  Signal  Generator  is  a  low  cost,  fully  redundant,  Stratum  3  source 
for  the  synchronization  of  digital  networks.  The  ACCU-SYNC  3000  can  be  locked  to  1  or  2  exter¬ 
nal  DS1  or  composite  clock  sources,  or  to  a  master  clock,  as  used  in  a  large  private  network.  The 
equipment  can  be  used  in  either  2048  kHz  or  1544  kHz  synchronized  networks  and  generates 
and  distributes  both  DS1  and  composite  clock  timing  signals.  Up  to  170  outputs  are  possible  in  a 
basic  system  configuration. 

For  more  information  call: 


SEE  US  AT: 

Network  90’s/Booth  719 
Comnet  '89/Booth  2901 


FREQUENCY  AND  TIME  SYSTEMS,  INC. 
34  Tozer  Road 
Beverly,  MA  01915-5510 
(508)  927-8220;  FAX:  (508)  927-4099 

Circle  Reader  Service  No.  54 


T 1  MULTIPLEXER 


Maxi  “  T1  Multiplexer: 


Expand  your  voice  and  data  transmission  capacity 
without  investing  in  a  private  T1  network. 


•  Accunet®,  DDS®,  Megacom®  compatible 

•  Complies  with  all  Bellcore  and  AT&T  standards 

•  D4  and  ESF  framing  formats 

•  Multiple  clock  sources 

•  Built-in  CSU/DSU,  and  212A  modem 

•  Microfloppy  disk  drives  permit  easy  configuration 
changes  and  software  upgrades 

•  Fully  redundant 

•  Private  or  mixed  public/private  applications 

•  Continuous  self-testing  diagnostics 


Call  today  for  more  info: 

1-800-426-3926 

(In  Washington  State:  206-827-9626) 


® 


Teltone  Corporation,  10801-120th  Avenue  NE,  Kirkland,  WA  98033 

'  Registered  trademarks  ot  AT &T 
Circle  Reader  Service  No.  57 


VOICE/DATA  MULTIPLEXER 


Give  Your  Data  a  Voice  of  Its  Own! 


SDM-1  FEATURES 

•  One  voice  channel  plus  one  data  channel  over 
one  analog  leased  line. 

•  Pays  for  itself  in  less  than  one  year. 

•  Communications  grade  voice  quality  at  9.6  Kbps. 

•  Built-in  support  for  PBXs,  key  telephone 
systems,  and  telephones. 


Call  today  for  more  information 

(818)  889-3618 

FAX  (818)  889-2041 


Advanced 
Compression 
Technology.  Inc. 


Circle  Reader  Service  No.  44 


Advertise 
In  ActionCenter 

Ads  run  for  entire  month 
(4  or  5  issues) 

3  sizes  available: 

2”x4” 

$950  per  month 

4  13/16”x  4” 

$1 1 50  per  month 

4  13/16”x  8” 

$2300  per  month 

Call  for  information: 

Joan  Bayon  Pinsky 
800-343-6474 
In  MA  508-820-2543 

Pacific  &  Mountain  Time  Zones 
Call  Susan  Egan 
714-250-3006 


NetzvorkWorld’s 
ActionCenter  Reader  Service 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 
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NETWORKING  MARKETPLACE 


TELECOMMUNICATIONS  I  TRAINING  I  SEMINARS 


K-PUM  TEL,  me. 

AUTHORIZED  NATIONAL  PARTS  DIST. 

NEC  AMERICA,  INC. 

BUSINESS  SYSTEMS  SALES  DIVISION 

•  SALES  •  PURCHASING 

•  REPAIRS  •  PARTS 

•DOCUMENTATION 


2400 
NEAX  12 
NEAX  22 
ELECTRA 
ELECTRA 
ELECTRA 
ELECTRA  28 
PATRICIAN  411 
PATRICIAN 
COMMUNICATOR 

—Price  Quotes— Technical  Assistance 
FOR  FURTHER  INFORMATION 
PLEASE  CALL  US: 

(516)242-0111 

3G  SAXWOOD  ST.,  DEER  PARK,  NY  11729 

FAX  #  516-242-0162 


E 

Y 
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DATA  COMMUNICATIONS 


Centron  Technical  Services 

Network  Equipment  and  Communications  Specialists 
Design  and  Installation  of: 

*  Network  Control  Centers  *  Modular  Patching  Systems 

*  Local  Area  Networks  *  Twisted  Pair/Coax  Wiring 

*  Large  System  Installs 

Our  fully  qualified  staff  of  technicians  can  assist  you  in  every  aspect  of  your  Data 
Communication  needs.  Centrons  service  and  customer  satisfaction  can’t  be  beat. 
Call  us  today  and  let  us  design  or  install  the  right  system  for  you  ! 

Please  Call  Pati  at  (612)829-2868  or  1-800-532-7532 

_ 


TRANSMISSION  LINKS 


FREE! 

LICENSE-FREE! 

Your  Ad 

FCC  LICENSE-FREE! 

TRANSMIT  TELECOM  OR 

Could  Be 

DATACOM  SIGNALS  UP  TO  lOMb/s 
ON  AN  ATMOSPHERIC  LINK 

Here  For 

Alternative  to  microwave, 
cabie,  F.O.  up  to  1  mile 

$133.00 

(805)  967-0423 

->HI 

ir\  751  S.  Kellogg  Ave. 

L  |-Goleta,  CA  93117 

FAX:  (805)  683-4382 

Contact:  Joan  B.  Pinsky 
1-800-343-6474  xtn  755 

AMERICAN  LASER  SYSTEMS,  INC. 

(or  in  MA  508-820-2543) 

DATA  & 
TELECOM 
COURSES 

Transform  your  PC  into  a 
personal  instructor  with 


n=L=tutor 


COMPUTER  BASED  TRAINING  SERIES 

CALL  FOR 
FREE  CATALOG 

(603) 433-2242 

800-542-2242 


Buy,  Sell  or 
Announce  Through 
Network  World’s 
Classified  Section 

Buying  or  selling  communications- 
related  products  or  services? 

Or  do  you  want 

to  announce  an  upcoming  event 
or  business  opportunity? 

If  so,  Network  World’s  classified 
section  is  the  right  choice  for  you. 

You’ll  reach  more  than  70,000 
communications/networking 
professionals  --  all  of  whom  are 
buying  decision  makers. 

And  you’ll  reach  them  every  week. 
Find  out  just  how  effective  and 
cost  efficient  Network  World 
classified  advertising  can  be. 
For  all  the  facts, 
call  Joan  Bayon  Pinsky 
at  800-343-6474 
(in  Mass.,  508-820-2543). 

Or  Write:  Network  World, 
Classified  Advertising, 

375  Cochituate  Road, 

PO  Box  9171, 

Framingham,  MA  01701-9171 


Attn:  End  Users 

Upgrading 

Your 

Equipment? 

Sell  your  present  system 
through  an  ad 
in  Network  World. 

Write  Or  Phone: 
Network  World, 
Classified  Advertising 

Joan  Bayon  Pinsky, 

375  Cochituate  Road, 
Post  Office  Box  9171, 
Framingham,  MA  01701-9171 
1-800-343-6474 
(in  MA  508-820-2543)  x755 

Pacific  &  Mountain 
Time  Zones: 

Susan  Egan, 

1 8004  Sky  Park  Circle, 
Suite  100,  Irvine,  CA  92714 
714-250-3006 


IBM  Connectivity  &  Systems  Integration 


Comprehensive  training  programs  from  Kaptronix: 

*  How  to  plan  &  implement  SNA  &  Token-Ring  networks?  *  How  to  operate, 
and  manage  complex  networks?  *  How  to  interface  SNA  with  X.25  networks?  * 
What  are  the  implications  of  SAA?  AS/400? 


FALL  1988  SCHEDULE: 

SNA:  Architecture,  Products,  &  Implementations: 

Fundamentals:  (SNA  layers,  data  structures,  SDLC,  SSCP,  PU,  LU,  do¬ 
mains,  subareas,  routing,  multihost  networks,  VTAM/NCP,  network  manage¬ 
ment,  NetView,  NetView/PC,  trends) 

Arlington,  VA  -  Sept.  26-28  San  Francisco  -  Oct  17-19 

New  York -Nov.  14-16 

Advanced:  (Distributed  processing,  LU  6.2/APPC,  PU  2.1/LEN,  DDM,  CIC- 
S/ISC,  APPC/PC,  SNA-SNA  Gateway  using  SNI,  SNA  to  X.25  gateways  -  IBM 
NPSI  and  XI  products) 

Arlington,  VA  •  Sept.  29-30  San  Francisco  -  Oct.  20-21 

New  York  -  Nov.  17-18 

You  may  attend  FUNDAMENTALS  and  ADVANCED  seminars  during 
the  same  week. 

Token  Ring:  Concepts,  Implementation,  &  Connectivity 

(IBM  Token  Ring  fundamentals,  communications  servers,  host  &  SNA  connec¬ 
tivity,  3174  vs.  NCP,  design,  management,  and  performance,  advanced  PC  op¬ 
tions,  OS/2  EE,  AS/400,  trends) 

Arlington,  VA  -  Oct.  3-5  San  Diego  Oct.  31 -Nov.  2 

Why  attend  Kaptronix  seminars: 

*  Ten  years  of  highest  professional  standards.  *  Repeated  attendance  by  the 
most  prestigious  names  in  the  high  tech  industry.  *  Nationally  and  international¬ 
ly  acclaimed  programs.  *  Taught  by  recognized  experts  -  hands-on  expertise, 
depth  of  coverage,  quality. 

Call  -  Jean  Cherdack  at  Information  Breakthroughs, 

(201)  891-8405 

Kaptronix,  Inc.  332  Lincoln  Drive,  Haworth,  NJ  07641 


COMPUTER  CAREERS 


Computer 

MANAGER,  COMPUTER 
INFORMATION  SYSTEMS 

Flambeau  Paper  Corp.  has  an  opportunity  for  a 
manager  of  the  computer  information  systems  de¬ 
partment  in  their  paper  manufacturing  facility.  Lo¬ 
cated  in  the  beautiful  northern  Wisconsin  communi¬ 
ty  of  Park  Falls,  this  position  manages  a  department 
which  includes  computer  operators,  programmer/- 
analysts  and  other  entry  personnel  working  with  the 
state-of-the-art  IBM  38  and  A/S  400  systems  inter¬ 
faced  with  similar  systems  at  the  Miami  Paper  Corp 
of  Ohio  and  the  Cross  Pointe  Paper  Corporation  of¬ 
fice  in  St.  Paul.  The  position  is  available  due  to  pro¬ 
motion. 

The  ideal  candidate  will  have  a  college  degree  or 
equivalent  work  experience  and  possess  prior  Sys¬ 
tem  38  experience.  We  offer  an  exceptional  work¬ 
ing  and  living  environment,  excellent  benefits,  and  a 
very  competitive  salary  package.  Apply  by  resume 
only  to: 

Robert  Fredrickson 

FLAMBEAU  PAPER 
CORPORATION 

200  N.  First  Ave. 

Park  Falls,  Wl  54552 

A  division  of  Cross  Pointe  Paper  Corporation 
A  Pentair  Company 
Equal  Opportunity  Employer  M/F/H/V 


COMPUTER  CAREERS 
NETWORK 

Now  you  can  recruit  the  best  qualified  computer  and  communications  professionals 
regionally,  nationally  and  weekly. 

How? 

With  IDG  Communications  new  Computer  Careers  Network.  Choose  from  the  Net¬ 
work's  eight  computer-related  newspapers  and  tailor  you're  recruitment  message  to 
the  type  of  talented  professionals  you  need  to  reach  -  professionals  that  read  Com- 
puterwortd,  InfoWorld,  Network  World,  Digital  News,  Federal  Computer  Week,  and 
Computer  Currents.  Then,  target  your  audience  by  region.  Or  blanket  the  entire  na¬ 
tion. 

Call  your  local  sales  representative  today  for  more  information  about  Computer  Ca¬ 
reers  Network’s  regional,  national  and  weekly  reach. 
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COMPUTER  CAREERS 


SMIOI  ARABIA 


Expansion-created  opportunities  exist  with  SYSOREX 
INFORMATION  SYSTEMS  in  Riyadh  where  we  are  as¬ 
sisting  the  U.S.  Customs  Service  and  the  Saudi  Arabian 
Department  of  Customs  in  developing  and  installing  a 
highly  advanced  DP  application  system  using  IBM  PS2 
workstations  and  LANs  at  multiple  sites,  connected  to 
a  central  IBM  mainframe  running  MVS  with  ADABAS 
and  NATURAL. 

Database  Administrators 

You  will  be  involved  in  all  aspects  of  a  DBA  role  including 
database  strategy,  database  security,  integrity,  performance, 
standards,  plus  guidance  and  support  of  development 
teams.  To  meet  this  challenge,  you  should  demonstrate  a 
strong  applications  background  specializing  in  database 
development,  ideally  in  a  DBA  role. 

Successful  candidates  will  be  responsible  for  the  full  admin¬ 
istration  and  support  of  all  implemented  database  products 
(currently  ADABAS/NATURAL,  ORACLE  and  BTRIEVE). 

If  you  have  any  experience  in  the  design  of  database 
structures,  data  normalization,  data  security  and  control, 
data  modeling  and  performance  evaluation,  you  could  be 
the  person  we  seek  for  this  position. 

Software  Engineer 

Your  excellent  MS  DOS  experience  is  what  we  need  for 
our  fast  growing  650  IBM  Micro-based  LAN.  You  will  be 
working  with  MS  Net,  “C,”  Assembler  tools  and  VMS  in 
a  mixed  hardware  environment  of  IBM/COMPAQ/VAX. 

Interpersonal  skills,  technical  ability  and  experience  are 
the  essential  requisites  for  the  successful  applicant. 


Director  of 
University 

Telecommunications 

Indiana  University 

Under  the  general  direction  of  the 
Assistant  Vice-President  for  Infor¬ 
mation  Technology,  the  Director  of 
University  Telecommunications 
provides  leadership  in  developing 
policies  for  voice  and  data  commu¬ 
nications  services  relative  to  cam¬ 
pus  requirements  and  university 
standards.  In  this  role,  the  Director 
assists  campuses  in  developing 
communications  plans  and  evalu¬ 
ating  alternatives,  develops  net¬ 
work  strategies  and  policies  for 
voice  and  data  networks  connect¬ 
ing  all  campuses,  and  serves  as  li¬ 
aison  to  external  communications 
service  providers.  The  position  re¬ 
quires  a  visionary,  dynamic  individ¬ 
ual  to  develop  the  overall  direction 
of  the  University's  telecommunica¬ 
tions  system.  The  successful  can¬ 
didate  will  have  a  minimum  of  10 
years  progressively  responsible 
management  expenence  in  voice 
and/or  data  communications; 
demonstrated  network  planning 
and  management  experience; 
strong  interpersonal  and  supervi¬ 
sory  skills;  and  a  Master  s  degree 
or  equivalent  in  engineering,  tele¬ 
communications,  business,  com¬ 
puter  science/systems  analysis  or 
a  closely  related  field.  Application 
deadline:  October  31, 1988. 

Submit  applications  to: 

Daniel  W.  DeHayes 
Assistant  Vice  President 
Office  of 

Information  Technology 
Bryan  Hall  115 
Bloomington,  IN  47405 

An  Equal  Opportunity/ 
Affirmative  Action  University 


COMPUTER  CAREERS 
NETWORK 

Now  you  can  recruit  the  best  quali¬ 
fied  computer  and  communica¬ 
tions  professionals  regionally,  na¬ 
tionally  and  weekly. 

How? 

With  IDG  Communications  new 
Computer  Careers  Network. 
Choose  from  the  Network's  eight 
computer-relat-ed  newspapers  and 
tailor  youre  recruitment  message 
to  the  type  of  talented  profession¬ 
als  you  need  to  reach  -  profes¬ 
sionals  that  read  Computerworid, 
InfoWorld,  Network  World,  Digital 
News,  Federal  Computer  Week, 
and  Computer  Currents.  Then, 
target  your  audience  by  region.  Or 
blanket  the  entire  nation. 


Our  international  team  responsible  for  the  project  is  am¬ 
bitious,  enthusiastic  and  goal  oriented.  In  addition  to  the 
present  Federal  Income  Tax  exclusion,  the  package  we 
offer  includes  fully  serviced  family  and  single  accommo¬ 
dation  with  recreation  facilities,  car,  health  and  welfare  in¬ 
surance,  paid  relocation  expenses  and  much,  much  more. 

Please  send  resume  with  present  salary,  indicating  position 
for  which  you  are  applying  to:  Personnel  Dept.  NET-10/10, 
Sysorex  Information  Systems,  Inc.,  3  Skyline  Place,  Suite 
700,  5201  Leesburg  Pike,  Falls  Church,  VA  22041.  U.  S. 
CITIZENSHIP  REQUIRED.  Principals  only,  please. 


SYSOREX 


Sysorex  International  Inc. 


Call  your  local  sales  representative 
today  for  more  information  about 
Computer  Careers  Network's  re¬ 
gional,  national  and  weekly  reach. 

Sales  Offices:  John  Corrigan,  Re¬ 
cruitment  Advertising  Sales  Direc¬ 
tor,  375  Cochituate  Road,  Box 
9171,  Framingham,  MA  01701- 
9171;  508-87*9-0700;  BOSTON: 
375  Cochituate  Road,  Box  9171, 
Framingham,  MA  01701-9171,  Al 
DeMille,  Regional  Manager,  Nancy 
Percival,  Account  Executive;  800- 
343-6474.  (in  Massachusetts, 
508-879-0700);  NEW  YORK:  Pa- 
ramus  Plaza  I,  140  Route  17 
North,  Paramus,  NJ  07652;  War¬ 
ren  Kolber,  Regional  Manager, 
201-967-1350;  Jay  Novack,  Ac¬ 
count  Executive  800-343-6474; 
WASHINGTON,  D.C.:  3022  Javier 
Road,  Suite  210,  Fairfax,  VA 
22031;  Katie  Kress,  Regional 
Manager,  703-573-4115;  Pauline 
Smith,  Account  Executive  800- 
343-6474;  CHICAGO:  10400 
West  Higgins  Road,  Suite  300, 
Rosemont,  IL  60018;  Patricia 
Bowers,  Regional  Manager,  312- 
827-4433;  Ellen  Casey,  Account 
Exective  800-343-6474;  LOS  AN¬ 
GELES:  18004  Sky  Park  Circle, 
Suite  100,  Irvine,  CA  92714;  Bar¬ 
bara  Murphy,  Regional  Manager, 
714-250-0164;  Cnris  Glenn,  Ac¬ 
count  Executive,  800-343-6474; 
SAN  FRANCISCO:  18004  Sky 
Park  Circle,  Suite  100,  Irvine,  CA 
92714;  Barbara  Murphy,  Regional 
Manager,  714-250-0164;  Chris 
Glenn,  Account  Executive,  800- 
343-6474. 


D.S.  ALLEN,  ASSOCIATES,  INC.,  a  nationally 
recognized  executive  search  firm  specializing 
in  the  communications  networks  industry,  is 
presently  involved  in  several  significant 
searches  nationally  and  internationally. 

DIR  PROG  MGMT/SR  PROG  MGRS  TO  $100K 
DIR  OF  QA/QA  ENGINEERS  TO  $75K 

DIR  TECH  &  MARKETING  SUPPORT  TO  $85K 
SOFT/HARD/FIRMWARE  ENGINEERS  TO  $60K 
SALES  &  MARKETING  EXECS  TO  $OPEN 
CORP  TELECOM  MANAGER  TO  $85K 

Call  or  send  resume  to: 

Don  Allen  or  Mariann  Ulrich 

D.S.  ALLEN  ASSOCIATES,  INC. 


1120  Springfield  Ave. 
Mountainside,  NJ  07092 
201-789-0700 


NOW... 

you  can  recruit  the  right  people  in  the  right  places  at 
the  right  price. 

With  the  new  IDG  Communications  Computer  Careers  Net¬ 
work,  you  can  run  the  most  targeted  and  cost-efficient  recruit¬ 
ment  program  possible.  You  simply  choose  the  combination  of 
eight  leading  newspapers  -  Computerworid,  InfoWorld,  Net¬ 
work  World,  Digital  News,  Federal  Computer  Week,  and 
Computer  Currents/  Northern  California,  Southern  California, 
and  Boston  editions  -  that's  right  for  you. 

For  all  the  facts  on  putting  the  Computer  Careers  Network  to 
work  for  you  -  regionally  or  nationally  -  call  the  sales  office  near¬ 
est  you.  Or  contact  John  Corrigan,  Recruitment  Advertising 
Sales  Director,  at  508-879-0700, 

Sales  Offices:  BOSTON:  375  Cochituate  Road,  Box  9171,  Fra¬ 
mingham,  MA  01701-9171,  (508)  879-0700;  NEW  YORK:  Pa¬ 
ramus  Plaza  I,  140  Route  17  North,  Paramus,  NJ  07652,  (201) 
967-1350;  WASHINGTON:  3022  Javier  Road,  Suite  210,  Fair¬ 
fax,  VA  22031,  (703)  573-4115;  CHICAGO:  10400  West  Hig- 

Eins  Road,  Suite  300,  Rosemont,  IL  60018,  (312)  827-4433; 

OS  ANGELES:  18004  Sky  Park  Circle,  Suite  100,  Irvine,  CA 
92714,  (714)  250-0164;  SAN  FRANCISCO:  18004  Sky  Park 
Circle,  Suite  100,  Irvine,  CA  92714,  (714)  250-0164 


SOFTWARE 

SPECIALISTS 

Now  is 

the  time 


Challenging  opportunities  exist 
for  experienced  Technical  Pro¬ 
fessionals  in  our  Customer  Sup¬ 
port  Center  in  Colorado  Springs. 

We  are  looking  for  professionals 
who  have  superb  communica¬ 
tion  skills — who  thrive  in  a 
customer  support  setting — to 
consult  with  our  customers  on 
a  one-to-one  basis.  You  should 
be  able  to  work  as  an  active 
team  member  while  research¬ 
ing  and  structuring  innovative 
solutions  to  complex  software 
problems. 

We  are  looking  for  qualified 
applicants  with  a  degree  in 
Computer  Science  and/or  the 
equivalent  experience  specific 
to  the  following  disciplines: 

VAX/VMS* 

Support 

You  must  have  2  or  more  years 
experience  with  VMS  as  a 
system  manager  or  from  a 
strong  user  level  support  role. 


following  Digital  Networks 
and  Communications  products: 

•  DECnet,*  VAX*  and/or 
DECnet  RSX* 

•  Ethernet  Technology 

•  Ethernet  Terminal  Servers 

•  DECserver  100/200* 

VAX  Information 
Architecture 

Experience  in  applications 
design  and  programming, 
database  design,  implementa¬ 
tion  and  maintenance  and/or 
forms  management.  In-depth 
knowledge  of  VIA  products 
such  as  DTR32,  DBMS,  Rdb/ 
VMS,*  TDMS,  ACMS,  RALLY, 
CDD  and  FMS  is  preferred. 

For  immediate  consideration, 
please  send  your  resume  to: 
Ms.  Barbara  Cusack,  Dept. 
1010  8457,  Digital  Equipment 
Corporation,  305  Rockrimmon 
Blvd.  South,  Colorado  Springs, 
CO  80919. 


Network  Support 

You  must  have  2  or  more  years 
experience  with  one  of  the 


We  are  an  affirmative  action 
employer. 


‘Trademarks  of  Digital  F.quipment  Corporation 

Digital  has  it  now. 

SDIDDID 


TM 


CYLINK  CORPORATION 

REGIONAL  SALES  MANAGER 

DALLAS  SUNNYVALE 

CYLINK,  a  Sunnyvale  manufacturer  of  data  encryption  and  other  communication  products, 
has  an  immediate  need  for  Technical  sales  professionals.  Our  focus,  in  the  area  of  secure 
communications,  is  on  encryption  products  featuring  advanced  "people-less''  key  distribu¬ 
tion  systems.  This  product  line  consists  of  a  full  complement  of  commercial  and  govt  type 
data  encryptors  operating  from  50  Bps  to  45  MBps  as  well  as  a  new  Secure  Telephone  Mod¬ 
ule.  In  the  area  of  general  communication  equipment  you  will  be  selling  a  product  line  of  Ad¬ 
vanced  D4/ESF  TICSUs  including  proprietary  Network  Management  and  ones  density  con¬ 
trol. 

The  successful  candidate  will  have  the  following  attributes  to  contribute  to  CYLINK's  histori¬ 
cal  growth  rate  of  over  1 00%  a  year: 

•  Energy  for  hard  work 

•  Entrepreneurial  attitude 

•  Background  selling  data  communications  hardware 

•  Excellent  communication  skills 

•  Confidence  to  cold  call  new  accounts 

•  Talent  and  aggression  to  close 

•  Team  player 

•  Willingness  for  33%  overnight  travel 

Please  send  your  resume  and  compensation  history: 

CYLINK 

P.O.  Box  920459 
Norcross,  GA  30092 
ATTN:  Director  of  Sales 

We  offer  competitive  salaries,  performance  bonus,  stock  options,  401 K  and  a  full  benefits 
package. 

CYLINK  is  an  affiliate  of  the  Pittway  Corporation. 
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Homegrown  net 
management 

continued  from  page  34 

vendor’s  NEMS  with  minimal  ef¬ 
fort.  The  ideal  net  management 
system  will  provide  a  common 
user  interface  for  the  network  op¬ 
erator,  can  run  under  any  operat¬ 
ing  system  or  hardware  platform, 
and  can  be  interfaced  to  and  man¬ 
age  any  kind  of  network.  Its  func¬ 
tionality  should  at  least  include 
the  facilities  mentioned  in  the  In¬ 
ternational  Standards  Organiza¬ 
tion  (ISO)  OSI  model.  Unfortu¬ 
nately,  the  ideal  doesn’t  exist 
commercially. 

In  recent  years,  many  at¬ 
tempts  have  been  made  to  pro¬ 
vide  the  ideal  net  management 
system.  All  the  vendors  with  a 
networking  strategy  have  an¬ 
nounced  a  management  system, 
based  on  their  environment,  and 
have  claimed  it  to  be  the  de  facto 


industry  standard. 

Current  limitations  and  ven¬ 
dor  insistence  on  proprietary  ar¬ 
chitectures  notwithstanding,  the 
marriage  of  the  two  schools  of 
thought  outlined  above  is  immi¬ 
nent.  Based  on  the  progress  of 
the  standards  bodies  under  the 


ISO/OSI  architectural  umbrella, 
true  net  management  systems 
will  be  arriving  in  the  near  future. 

In  the  ISO/OSI  model,  the  net¬ 
work  management  aspects  are 
covered  under  the  Draft  Interna¬ 
tional  Standard  7498/4  (adden¬ 


dum  to  the  basic  ISO  model  defi¬ 
nition),  the  Draft  Proposal  9595 
(management  information  ser¬ 
vices)  and  Draft  Proposal  9596 
(management  information  pro¬ 
tocols).  While  the  details  and 
protocols  defined  in  these  drafts 
are  beyond  the  scope  of  this  arti¬ 


cle,  they  can  be  summed  up  in  a 
few  words. 

The  ISO  network  management 
specifications  define  several  pro¬ 
tocols  that  encompass  the  basic 
layers  of  the  OSI  model.  These 
network  management  protocols 


do  not  constitute  an  eighth  layer 
but  rather  provide  adjunct  func¬ 
tions  to  the  other  layers  for  data 
collection  and  information  distri¬ 
bution.  The  data  collected  and 
distributed  deals  with  fault,  con¬ 
figuration,  accounting,  perfor¬ 
mance  and  security  manage¬ 


ment,  as  well  as  naming  and 
addressing. 

The  area  of  network  manage¬ 
ment  standards  is  the  most  diffi¬ 
cult  to  implement  and,  unfortu¬ 
nately,  has  not  received  the 
proper  amount  of  attention  until 


T 

A  he  area  of  network  management  standards  is  the  most  difficult 
to  implement  and  has  not  received  the  proper  amount  of  attention. 

▲  ▲▲ 


recently.  Due  to  the  realization 
that  a  networking  architecture  is 
not  complete  without  net  man¬ 
agement  system  specifications, 
the  ISO’s  Joint  Technical  Com¬ 
mittee  1  SC2 1 ,  or  OSI  committee, 
has  amplified  its  efforts,  and 
more  people  worldwide  are  en¬ 
gaged  in  standards  development. 

AT&T’s  UNMA  also  addresses 
the  problem.  It  even  claims  to  use 
the  ISO/OSI  model  as  its  archi¬ 
tecture,  but  the  fact  remains  that 
it  is  a  system  provided  by  a  ven¬ 
dor  and  other  vendors  might  not 
choose  to  adhere  to  it. 

When  the  ISO/OSI  model  be¬ 
comes  an  industrywide  standard 
supported  by  the  user  communi¬ 
ty,  vendors  will  have  to  adhere  to 
it.  The  management  of  the  corpo¬ 
rate  network  will  be  accom¬ 
plished  from  a  single  location  or 
if  needed,  from  distributed  loca¬ 
tions,  using  a  common  operator 
interface  and  an  international  set 
of  standards.  □ 


The  financial 
trading  game 

continued  from  page  38 

Two  methods  exist  to  decrease 
this  lead  time  and  eliminate  the 
need  to  maintain  blotters.  Mov¬ 
ing  the  data-entry  clerks  to  the 
trading  floor  so  they  can  be  near 
the  trades  is  an  option,  but  this  is 
seldom  done  because  of  the  high 
value  of  trading  floor  space. 

A  second  alternative  is  for  the 
traders  to  enter  the  deals  them¬ 
selves.  But  the  foreign  exchange 
market  moves  rapidly,  and  trad¬ 
ers  may  not  have  time  to  enter 
deals  unless  the  entry  method  is 
extraordinarily  efficient  and 
user-friendly. 

Among  the  many  existing 
methods  of  direct  entry  are  key¬ 
boards,  touch  screens,  writing 
tablets,  light  pens  and  voice-acti¬ 
vated  equipment. 

Touch-screen  technology  has 
been  discussed  a  great  deal  re¬ 
cently  in  the  trading  industry.  It  is 
expensive,  costing  from  $40,000 
to  $60,000  per  station,  including 
systems  and  networking  hard¬ 
ware.  It  is  questionable  whether 
traders  can  generate  the  addi¬ 
tional  profits  necessary  to  justify 
the  capital  outlay. 

Is  technology  pulling  the  user 
here,  or  is  there  a  legitimate 
place  for  direct  deal  entry?  Opin¬ 
ions  are  mixed.  Traders  have  of¬ 
ten  realized  high  profits  in  the 
volatile  foreign  exchange  mar¬ 
ket,  and  this  has  occurred  without 
the  assistance  of  automated  deal 
entry. 

On  the  other  hand,  efficient 
direct  entry-  systems  could  in¬ 
crease  the  information  flow  to 
traders,  giving  them  instant 
knowledge  of  their  position  with¬ 
out  the  need  to  keep  blotters. 

■  Contingency.  Contingency  is 
an  outage  of  part  or  all  of  the 
trading  floor's  communications 
capabilities.  It  is  more  severe 
than  common  outages  such  as 
dead  dial-tone  lines  or  monitor 
failures.  Contingency  can  result 
from  fire,  flood,  power  outage  or 


cut  cables.  It  takes  on  a  more  ur¬ 
gent  nature  than  in  other  parts  of 
a  bank  due  to  the  time-critical  na¬ 
ture  of  a  trading  floor. 

As  new  services  and  equip¬ 
ment  are  introduced  to  the  desk¬ 
top,  it  is  imperative  to  review 
contingency.  For  example,  if  lo¬ 
cal-area  networks  are  used  for 
transmitting  production  data, 
fully  redundant,  fault-tolerant 
networks  should  be  considered. 

■  Vendor  management.  Trad¬ 
ing  environments  typically  entail 
more  different  types  of  equip¬ 
ment  and  services  than  tradition¬ 
al  data  processing  environments. 
The  single-vendor  approach  is 
practical  for  systems  that  are 
common  throughout  the  floor: 
turrets,  video  switching  or  digital 
information  distribution  systems 


and  intercoms. 

In  other  categories  that  are 
more  individual  to  users,  the  mul¬ 
tivendor  approach  is  preferred. 
Areas  in  which  using  multiple 
vendors  can  be  justified  include 
providing  private-line  route  di¬ 
versity,  providing  multiple  access 
paths  to  international  telex  loca¬ 
tions  and  providing  traders  with 
different  available  market  infor¬ 
mation  services. 

Future  issues 

Several  future  trends  are  evi¬ 
dent  in  the  financial  trading  in¬ 
dustry. 

Although  still  in  an  embryonic 
stage,  artificial  intelligence  will 
become  more  prevalent  in  the  fi¬ 
nancial  trading  environment  and 
will  allow  for  more  automated 


decision-making.  This  new  capa¬ 
bility  will  raise  challenging  issues 
because  traders  are  used  to  mak¬ 
ing  their  own  decisions  without 
the  aid  of  computers.  They  may 
view  artificial  intelligence  as  an 
infringement  on  their  privacy 
and  autonomy. 

Advances  in  networking  tech¬ 
nology  will  enable  trading  floors 
to  communicate  with  one  anoth¬ 
er  easily,  even  if  they  are  widely 
dispersed  geographically.  In¬ 
creased  availability  of  trans¬ 
oceanic  cables  will  continue  to 
decrease  dedicated  line  charges. 
Networking  major  trading  floors 
will  thus  become  easier  and  less 
expensive.  This  trend  will  occur 
both  intra-  and  intercompany. 

The  use  of  FDDI  is  inevitable 
due  to  the  massive  amounts  of 


data  and  increased  graphics  capa¬ 
bilities  needed.  Today’s  local  net¬ 
works  are  incapable  of  carrying 
the  huge  amounts  of  data  used  by 
large  trading  floors. 

Finally,  network  management 
will  increase  in  importance.  The 
critical,  time-sensitive  nature  of 
financial  trading  networks  will 
demand  proactive  monitoring 
rather  than  reactive  behavior. 

The  constant  changes  in  tech¬ 
nology  and  business  require¬ 
ments  in  the  financial  trading  in¬ 
dustry  demand  that  communica¬ 
tions  staffs  continue  to  become 
more  flexible  and  responsive. 
They  must  build  networks  that 
can  support  new  real-time 
networking  technologies  while 
simultaneously  remaining  cost- 
effective.  D 
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To  send  gigabits  of  data  in  the  blink  of 
an  eye,  the  world’s  biggest  companies 
use  LANs. 

When  those  same  companies  transfer 


sales  reports,  patient  records  and  inventory 
files— across  the  hall  or  across  the  campus 
—they  very  often  choose  ®  INSTANET. 

At  a  fraction  of  the  cost. 


This  proven,  powerful  data  switching 
system  links  a  hundred  ports  or  several 
thousand.  With  security,  redundancy  and 
flexibility  all  inherent  in  the  design. 
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A  switch 
in  direction 

continued  from  page  43 

such  as  eliminating  delays  due  to 
traffic  congestion  on  certain 
links. 

Gateways  to  diverse  host  com¬ 
puters  are  another  option  offered 
by  a  few  switch  vendors  and  they 
are  always  in  the  form  of  protocol 
converters.  The  most  common 
gateway  allows  an  ASCII  terminal 
user  to  transparently  access  and 
converse  with  incompatible 
hosts,  and  the  emulation  most 
frequently  offered  is  IBM  3270, 
which  emulates  a  3X74  cluster 
controller  and  3X78  or  3X79 
workstations. 

Network  management 

Data  PBXs  constantly  monitor 
the  operation  of  all  components 
and  signal  problems  by  lighting 
LEDs  on  the  applicable  card  and 
sending  a  message  to  the  network 
management  terminal.  Gather¬ 
ing  performance  statistics  is  an¬ 
other  important  feature. 

The  most  elementary  statis¬ 
tics  include  port  usage,  total  data 
errors,  channel  and  port  outages, 
alarms  received  and  unautho¬ 
rized  access  attempts. 

Sophisticated  reporting  will 
indicate  the  number  of  attempted 
connections  to  busy  or  restricted 
ports,  connection  requests 
placed  in  a  queue,  data  errors  on 
a  per-channel  and  per-port  basis, 
and  peak  number  of  connections 
over  a  user-specified  time  period. 

Such  statistics  can  also  be  used 
for  systems  planning  or  reconfig¬ 
uring  the  existing  network. 

New  frontiers 

As  noted  above,  some  vendors 
have  developed  interfaces  that  al¬ 


low  the  data  PBX  to  function  like 
a  terminal  server  that  is  directly 
connected  to  an  Ethernet  local 
network  running  under  Trans¬ 
mission  Control  Protocol/Inter¬ 
net  Protocol.  “That’s  a  strong  ap¬ 
plication  since  it  permits  dumb 
ASCII  terminals  to  access  LANs, 
something  they  can’t  easily  do,” 
Glencom’s  Falkowski  states. 

“LANs  are  designed  primarily 
to  handle  PCs,  and  lots  of  inter¬ 
face  cards  are  available  to  let 
them  attach.  However,  no  card  is 
offered  for  dumb  terminals,”  he 
continues.  “By  using  the  PBX, 
terminal  users  not  only  get  LAN 
connectivity  but  local  switching 
services  too.” 

The  University  of  California  at 
Davis  is  using  a  data  PBX  in  exact¬ 
ly  that  manner.  According  to  Russ 
Hobby,  the  university’s  data  com¬ 
munications  manager,  its  Devel- 
con,  Inc.  DevelNet  connects 
2,000  on-premises  and  dial-up 
users  to  resources  located  on  the 
Davis  campus  as  well  as  at  other 
University  of  California  locations 
around  the  state. 

“We  need  to  connect  to  com¬ 
puters  running  on  LANs  here  and 
at  other  [university]  locations, 
and  the  switch  and  gateways  al¬ 
low  us  to  do  that,”  he  states. 

Hobby  considered  using  re¬ 
mote  Ethernet  terminal  servers 
and  individual  dial-up  connec¬ 
tions  but  rejected  them. 

“With  the  LAN  server,  exten¬ 
sive  wiring  would  have  to  be 
done,  and  we’d  also  lose  the  abili¬ 
ty  to  manage  that  part  connected 
to  the  LAN  portion  of  the  net¬ 
work,”  he  says.  “We  looked  at 
having  users  dial  up  the  remote 
computers  directly,  but  that 
would  have  incurred  separate 
session  and  separate  long-dis¬ 
tance  charges.” 

A  new  wrinkle  on  an  old  appli¬ 


cation  is  the  employment  of  the 
data  PBX  as  a  local  net.  While  that 
concept  has  been  tried  before  and 
found  wanting  because  resource 
sharing  was  too  inefficient,  two 
vendors  have  developed  software 
that  remedies  that  situation.  The 
Equinox  SwitchLAN,  used  with  its 
DS-X,  and  the  Quasitronics 
Q8000  both  have  printer-spool¬ 
ing  services  and  offer  a  means 
whereby  personal  computers  can 
exchange  files  in  background 
mode.  By  spooling  data  to  a  print¬ 
er  queue,  users  can  continue  pro¬ 
ductive  processing  rather  than 
wait  for  a  printer  to  become  avail¬ 
able. 

Dominic  Abate,  Midwest  sales 
support  manager  for  Hewlett- 
Packard  Co.  in  Rolling  Meadows, 
Ill.,  says  he  feels  that  printer 
spooling  is  a  must  if  the  data  PBX 
is  used  as  a  local  network.  “If  it 
doesn’t  offer  spooling  when  the 
desired  printer  is  busy,  users  have 
to  camp  on  and  therefore  can’t 
continue  working,”  he  explains. 

Printer  spooling  is  one  reason 
Hughes  Aircraft  Co.  in  Denver  de¬ 
cided  to  add  SwitchLAN  to  its 
Equinox  DS-15.  “We  have  four 
different  locations  served  by  the 
switch,  some  of  which  have  as 
many  as  40  users  connected,” 
says  Matt  Reynolds,  senior  sys¬ 
tems  engineer. 

Hughes  desired  to  share  its 
printers  but  wanted  to  make  the 
process  as  transparent  as  possi¬ 
ble  to  users  by  avoiding  long 
queues  when  the  selected  printer 
was  busy. 

“The  only  other  way  we  could 
have  done  that  was  to  dedicate  a 
port  to  each  user  and  buy  other 
special  printer-sharing  hard¬ 
ware.  With  the  [SwitchLAN],  it’s 
all  taken  care  of  in  software,”  he 
states. 

Equinox  and  Quasitronics  also 


offer  software  that  permits  per¬ 
sonal  computer  files  to  be  trans¬ 
ferred  in  background  mode,  thus 
freeing  the  unit  for  other  work. 
Exchanging  files  in  background 
mode  is  also  a  performance  en¬ 
hancer,  since  the  personal  com¬ 
puter  screen  isn’t  occupied  dur¬ 
ing  the  exchange,  and  the 
operator  can  continue  with  other 
processing. 

“I  like  the  concept  of  using 
background  transfers,  provided 
the  files  aren’t  too  large,”  says 
Falkowski,  “and  that’s  generally 
the  case  with  most  PCs.” 

For  large  files,  however,  the 
transfer  takes  too  long,  he  says, 
referring  not  only  to  data  trans¬ 
fer  rates  but  to  the  fact  that  the 
MS-DOS  operating  system  is  sin¬ 
gle-tasking  and  must  service  mul¬ 
tiple  jobs  on  a  time-slicing  basis. 
That  slows  both  foreground  and 
background  processing. 

Summary 

The  role  of  the  data  PBX  is 
changing.  It  will  continue  to  find 
buyers  looking  for  a  port  sharer, 
but  that  market  is  diminishing  as 
more  companies  move  toward  lo¬ 
cal-area  networks  and  multiplex¬ 
ers  to  link  users  with  resources. 

Those  alternatives  handle 
more  inputs  and  provide  higher 
data-transfer  rates  than  most 
data  PBXs,  and  most  of  the  better 
switching  statistical  multiplexers 
and  T-l  multiplexers  have  port¬ 
queuing  facilities  that  are  the 
equal  of  the  best  data  PBXs. 

Most  data  PBX  vendors  realize 
the  important  role  of  local-area 
networks  in  current  and  future 
networks  and  have  decided  to 
join  the  parade  rather  than  be 
trampled  by  it.  While  currently 
only  a  few  have  a  direct-connect 
local-area  network  facility,  many 
of  the  larger  vendors  state  that 


LAN  IS  OVERKILL 


Before  you  shell  out  big  money  for  the 
big  guns,  take  a  good  look  at  your  target. 
You  may  find  what  many  Fortune  500  firms 
already  have:  INSTANET  is  the  low-cost 


alternative  to  LANs. 

Write  MICOM  Systems,  Inc.,  4100  Los 
Angeles  Avenue,  Simi  Valley,  CA  93062. 
Or  call  1-800-MICOM  U.S. 
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they  are  studying  that  feature  for 
future  releases. 

Some  also  realize  that  data 
PBXs  may  get  a  new  lease  on  life 
by  supporting  local-area  net¬ 
work-like  services  such  as  print 
queuing.  While  Equinox  and  Qua¬ 
sitronics  are  the  first  to  offer  that 
facility,  Sequel  is  readying  an  en¬ 
try  for  release  early  next  year. 

Another  factor  that  will  keep 
the  data  PBX  afloat  is  price.  With 
an  average  cost  of  between  $100 
and  $200  per  port,  it  enjoys  a 
substantially  lower  price  than  lo¬ 
cal-area  networks,  which  are  in 
the  $400  to  $1,295  range  for  re¬ 
alistic  configurations  (“Scruti¬ 
nizing  LANs,”  NW,  Feb.  22). 

The  data  PBX  also  costs  less 
on  a  per-port  basis  than  T-l  and 
switching  statistical  multiplex¬ 
ers,  although  the  latter  are  get¬ 
ting  close  as  vendors  continue 
price  cutting  (“The  top-shelf 
switch,”  NW,  April  11). 

Industry  experts  differ  on 
whether  the  data  PBX  and  switch¬ 
ing  statistical  multiplexer  is  a  bet¬ 
ter  choice  in  the  connectivity 
game. 

However,  Falkowski  offers 
this  advice:  “If  most  terminals  ac¬ 
cessing  the  resource  are  remote, 
go  with  the  switching  stat  muxes. 
They  handle  more  terminals 
since  the  communications  line 
can  be  overbooked.  If  most  users 
are  local,  use  a  [data]  PBX.”  □ 


Letters 

continued  from  page  27 

in  the  last  10  years. 

We  are  also  disappointed  that 
organizations  with  technical  abil¬ 
ity  that  are  no  longer  saddled  by 
government  regulations  cannot 
provide  systems  and  solutions 
outside  the  narrow  and  restric¬ 
tive  thinking  of  their  manage¬ 
ment. 

When  suppliers  accuse  a  con¬ 
sultant  of  being  biased  and  un¬ 
fair,  it  is,  in  our  opinion,  a  ven¬ 
dor’s  excuse  for  not  having  the 
ability  or  initiative  to  provide  the 
required  systems. 

Any  consultants  who  are  fair 
and  impartial  should  be  able  to 
reference  a  variety  of  products 
and  suppliers  that  they  have  rec¬ 
ommended  for  their  clients.  We 
have  found  this  to  be  true  in  all 
the  diverse  applications  for  which 
we  provide  consulting  services. 
During  our  eight  years  in  tele¬ 
communications  consulting,  we 
have  recommended  voice  sys¬ 
tems  from  Toshiba  America,  Inc., 
IBM/Rolm  Systems  Division  and 
Northern  Telecom,  Inc.,  to  name 
just  a  few.  These  systems  were 
recommended  solely  because  we 
believed  they  could  best  serve  the 
clients’  unique  applications. 

We  sincerely  hope  that  you 
would  not  compromise  your  cli¬ 
ents’  needs  in  order  to  respond  to 
vendor  pressures  to  be  fair. 
Please  do  not  reverse  your  initial 
stand. 

Gary  Windjack 
Managing  director 
Stottler  Staff 
Technologies,  Inc. 

Cape  Canaveral,  Fla. 
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AT&T  presents  the  ultimate  networking  recipe 
for  today’s  multi-vendor  environment. 


PRESENTING  AT&T’s  INFORMATION  SYSTEMS  NETWORK 

Is  there  a  stir  going  on  among  your  corpo¬ 
rate  computer  systems? 

You  know  the  problem:  your  corporate  sys¬ 
tems  won’t  talk  to  each  other. 

Look  at  the  maze  of  computers  in  your 
company:  different  brands,  different  types, 
bought  at  different  times;  different  standards - 
and  even  with  different  connection  plugs.  Does 
this  cause  the  mainframe  in  Corporate  Plan¬ 
ning  to  ignore  the  PCs  in  Development? 

The  mini  in  Accounting  may  have  a  lot  to 
say,  but  does  it  speak  only  to  computers  with 
the  same  brand  name? 

And  does  trying  to  transfer  vital  data  from 
computer  to  computer  seem  like  more  trouble 
than  it’s  worth? 

When  you  have  to  duplicate  databases,  you 
duplicate  effort.  Why  should  your  company’s 
productivity  suffer  because  your  computers 
won’t  share  a  byte? 

A  PEACEFUL  SETTLEMENT 

Save  your  precious  time  and  resources  with 
AT&T’s  revolutionary  Information  Systems  Net¬ 
work  (ISN).  It’s  designed  to  solve  your  com¬ 
munications  problems  today  -  and  tomorrow 
AT&T’s  ISN  is  based  on  standards. 

In  fact,  ISN  supports  more  standards  than 
most  networks  available  today  from  major 
vendors.  ISN  lets  your  micros,  minis,  and 
mainframes  talk  to  one  another  -  instantly 
and  transparently  We  offer  vital  gateways  to 


other  vendors,  as  well  as  the  speed  and  num¬ 
ber  of  ports  you  need. 

And  we  offer  local  and  remote  manage¬ 
ment.  The  chart  below  gives  you  all  the  details. 

*  Supported  Protocols:  IEEE  802.3,  BSC,  SNA/ 
SDLC,  IBM  3270,  HDLC,  X.25  Transport. 

■  Network  Media:  Fiber  optic  and  twisted  pair. 

■  Host  Interface:  AT&T,  DEC,  IBM. 

■  Gateways  and  bridges  to  other  vendors: 
Async  hosts,  AT&T  STARLAN,  and  ETHERNET  bridg¬ 
ing,  XNS,  TCP/IR  DECnet,  3BNET. 

*  Speed/ports:  8.64  Mbps  backplane,  48,000 
packets  per  second,  2500  virtual  circuits  per 
node. 

*  Access  Method:  Perfect  scheduling. 

*  Centralized  Management:  StarKeeper ™ 
Network  Management  Systems. 

PLAN  FOR  YOUR  FUTURE  TODAY 

ISN  offers  superior  price/performance  and 
investment  protection  in  a  multi-vendor 
environment.  With  ISN,  you  can  base  your 
computer  purchases  on  your  vision  of  the 
future  -  not  fear  of  the  future. 

If  your  company  plans  include  strategic  use 
of  information  in  a  multi-vendor  environment, 
contact  your  AT&T  Account  Executive,  Author¬ 
ized  AT&T  Reseller,  or  call  1 800  247-1212,  Ext.  756. 
From  equipment  to  networking,  from  compu¬ 
ters  to  communications,  AT&T  is  the  right  choice. 

^  AT&T 

The  right  choice. 


ETHERNET  is  a  trademark  of  Xerox  Corporation.  DECnet  is  a  trademark  of  Digital  Equipment  Corporation.  Apple  and  design  are  registered  trademarks  of  Apple  Computer,  Inc.  COMPAQ  and  design  are  registered  trademarks  of 
Compaq  Corporation.  Digital  and  design  are  registered  trademarks  of  the  Digital  Equipment  Corporation.  Hewlett-Packard  and  design  are  registered  trademarks  of  the  Hewlett-Packard  Company.  IBM  and  design  are  registered 
trademarks  of  International  Business  Machines  Corporation.  NCR  and  design  are  registered  trademarks  of  the  NCR  Corporation.  NT  and  design  are  registered  trademarks  of  Northern  Telecom.  Tandy  and  design  are  registered 
trademarks  of  the  Tandy  Corporation.  Wang  is  the  registered  trademark  ofWang  Laboratories,  Inc.  Wyse  and  design  are  registered  trademarks  of  Wyse  Technology  Xerox  is  a  registered  trademark  of  Xerox  Corporation. 
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Use  of  ISDN  PRI  to  help  firm  grow 

continued  from  page  1 


WATS  Marketing  joins  American  Ex¬ 
press  Travel  Related  Services  Co.,  based  in 
Phoenix,  as  an  early  ISDN  Primary  Rate  In¬ 
terface  user  (“Amex  details  experience 
with  ISDN  at  user  meeting,”  NW,  Oct.  3). 

The  company  supports  the  ISDN  facili¬ 
ties  from  its  Northern  Telecom,  Inc.  Merid¬ 
ian  SL- 1  private  branch  exchange  equipped 
with  ISDN  Primary  Rate  Interfaces.  The 
Primary  Rate  Interfaces  divide  1.544M 
bit/sec  T-l  digital  links  into  23  64K  bit/ 
sec  B  channels  for  voice  and  data  commu¬ 
nications  and  one  64K  bit/sec  D  channel 
for  signaling. 

Besides  supporting  incoming  tele¬ 
phone  calls,  the  Primary  Rate  Interfaces 
provide  a  path  for  data  that  tells  where  the 
telephone  call  is  coming  from,  a  capability 
called  automatic  number  identification 
(ANI)  that  AT&T  markets  as  a  service  fea¬ 
ture  called  INFO-2. 

Today,  when  customers  call  the  compa¬ 
ny,  their  phone  number  is  displayed  on  the 
LCD  screen  of  a  WATS  Marketing  agent’s 
telephone.  The  operator  then  keys  in  the 
number  on  a  computer  terminal,  which  ini¬ 
tiates  a  data  base  search  and  calls  up  the 
customer’s  records. 

Operators  verify  information  in  the 
data  base  and  update  it  if  necessary,  a  pro¬ 
cedure  that  has  improved  record-keeping 
at  the  company. 

When  WATS  Marketing  finishes  install¬ 
ing  its  Primary  Rate  Interface  this  fall,  cus¬ 
tomer  phone  numbers  will  automatically 
come  up  on  operator  terminals  instead  of 
on  their  telephones.  This  will  save  the 


agent  from  having  to  key  in  the  phone 
number.  It  will  also  shorten  each  phone 
call  by  as  much  as  10  seconds,  a  time  sav¬ 
ings  that  will  enable  WATS  Marketing  to 
handle  a  million  additional  calls  a  year, 
Denine  estimated. 

The  ISDN  service  will  also  enable  the 
company  to  better  handle  peak  periods, 
when  incoming  phone  traffic  exceeds 
WATS  Marketing’s  capacity.  “Calls  often 
flood  our  offices  following  television  com¬ 
mercials  that  have  advertised  products  us- 
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JL  NFO-2  will  allow  us  to 
handle  1 0%  more  calls  during 
high-volume  periods,”  WATS 
Marketing’s  Denine  said. 
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ing  our  800  numbers,”  Denine  said.  “We 
have  estimated  that  INFO-2  will  allow  us  to 
handle  10%  more  calls  during  these  high- 
volume  periods.  This  provides  a  bigger  rev¬ 
enue  return  for  our  clients  and  us  as  well.” 

WATS  Marketing  of  America  divides  its 
operators  into  1 5  different  groups  to  han¬ 
dle  certain  products  or  companies  by  using 
AT&T’s  Megacom  800  service  and  Dialed 
Number  Information  Service  (DNIS). 

DNIS  distinguishes  which  800  number 


customers  are  calling  in  order  to  deter¬ 
mine  the  operator  group  to  which  the  call 
should  be  routed.  The  SL-1  uses  an  auto¬ 
matic  call  distribution  (ACD)  package  to 
distribute  the  calls  evenly  to  waiting  oper¬ 
ators  in  each  group. 

When  the  company  arranges  to  have 
ANI  information  sent  to  WATS  Marketing 
agents’  terminals,  instead  of  to  their 
phones,  the  ANI  data  will  be  routed  from 
the  SL-1  across  an  X.25  link  to  an  IBM 
3090  mainframe  located  in  the  same  city 
but  five  miles  away  at  First  Data  Resources, 
Inc.,  another  American  Express  company. 

From  the  IBM  system,  the  ANI  informa¬ 
tion  will  be  routed  over  digital  dedicated 
circuits  back  to  IBM  and  ITT  Corp.  terminal 
controllers  that  support  the  WATS  Market¬ 
ing  operators. 

Denine  estimated  that  ANI  information 
will  pass  from  the  SL-1  PBX  to  the  appro¬ 
priate  operator’s  terminal  in  about  one 
second. 

Northern  Telecom  provided  the  soft¬ 
ware  and  hardware  needed  to  make  the 
SL-1  compatible  with  ISDN.  This  included 
interface  boards  and  X.  1 1  Release  1 2  soft¬ 
ware  for  the  switch. 

Denine  estimated  that  the  cost  of  in¬ 
stalling  six  new  T- 1  ISDN  Primary  Rate  In¬ 
terface  lines  planned  for  this  fall  will  ex¬ 
ceed  $100,000.  Costs  include  the  price  of 
hardware,  software  and  custom  program¬ 
ming  of  the  SL-1.  Additional  costs  will  in¬ 
clude  AT&T  charges  for  each  phone  num¬ 
ber  it  provides  under  its  INFO-2  service  and 
monthly  service  fees. 

Despite  the  hefty  investment,  Denine 
was  confident  that  the  new  service  would 
pay  for  itself  within  a  year.  □ 
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80287  coprocessor  for  the  faster  numeri¬ 
cal  processing  required  in  CAD  and  finan¬ 
cial  applications.  “For  applications  that 
require  heavy  computation,  it  speeds  up 
the  process  significantly,”  Rosekind  said. 

According  to  Rosekind,  the  3Station 
has  proved  particularly  popular  among 
MIS  directors.  “Because  it’s  diskless  and 
slotless,  it  affords  them  greater  control 
over  the  user  configuration  and  offers  im¬ 
proved  security,”  he  said.  “The  fact  that 
it’s  diskless  also  means  that  no  one  can  in¬ 
troduce  a  computer  virus  into  the  net¬ 
work.” 

But  both  Rosekind  and  Robert  Metcalfe, 
general  manager  of  3Com’s  Distributed 
Systems  Division,  acknowledge  that  net- 
stations,  as  a  new  product  class,  are  not  for 
everybody.  “Power  users  who  want  the  lat¬ 
est  and  greatest  add-on  boards  haven’t 
been  attracted  to  it,”  Rosekind  said. 

“We’re  not  trying  to  say  that  netsta- 
tions  are  replacements  for  PCs,”  Metcalfe 
added.  “In  fact,  for  every  200  PS/2s  that 
IBM  sells,  we  sell  just  one  3Station.  Netsta- 
tions  are  principally  for  people  who  have 
better  things  to  do  than  back  up  their  dis¬ 
kettes.” 

The  company  also  said  that,  effective 
Nov.  1 ,  it  will  raise  the  price  of  the  original 
3Station  from  $2,195  to  $2,495.  The  com¬ 
pany  will  sell  the  new  3Station/2E  for  that 
same  price  when  it  begins  shipping  next 
month.  Rosekind  attributed  the  price  hike 
to  the  rising  cost  of  dynamic  random-ac¬ 
cess  memory  semiconductor  chips.  □ 
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tions  technologies.  Integrating  products 
or  adding  equipment  typically  requires  the 
development  of  ad  hoc  interfaces. 

Hospitals  are  hoping  that  HL-7  will  be 
adopted  as  an  industry  standard,  which 
would  help  them  integrate  multivendor 
environments.  Although  the  Institute  of 
Electrical  and  Electronics  Engineers  is 
working  on  a  standard  for  medical  data  in¬ 
terchange,  the  fruit  of  the  IEEE’s  labor  is 
not  expected  for  several  years. 

Like  hospitals,  vendors  hope  for  a  more 
immediate  solution.  “The  fact  that  ven¬ 
dors  can  write  for  one  standard  and  serve 
multiple  clients  represents  economy  on 
their  part  in  terms  of  support  and  mainte¬ 
nance,”  said  James  Gabler,  chief  informa¬ 
tion  officer  for  Santa  Rosa  Health  Care 
Corp.  and  an  HL-7  committee  member. 

Today,  hospitals  often  cannot  pass  pa¬ 
tient  data  back  and  forth  between  systems 
used  in  hospital  laboratories,  radiology 
departments  and  pharmacy  departments. 
And  although  vendors  can  program  their 
product  interfaces  to  the  proprietary  pro¬ 
tocols  of  other  vendors’,  such  as  Simborg 
Systems  Corp.’s  Statlan,  a  standard  meth¬ 
od  of  integrating  systems  is  not  available. 

“It’s  not  enough  to  have  connectivity 
between  computers  passing  ASCII  charac¬ 
ters,”  said  Wes  Rishel,  vice-president  of 
product  development  at  Greenbrae,  Calif.- 
based  Simborg  and  a  committee  member. 

“Hospitals  need  more  agreement  on 
application-level  protocols  to  exchange 
data,”  Rishel  said.  “When  a  patient  is  ad¬ 
mitted,  the  admitting  department  needs  to 
notify  other  departments.  Also  an  applica¬ 
tion  protocol  is  needed  [to  determine]  the 
admission  date,  how  the  patient  is  identi¬ 
fied  and  when  that  information  is  to  be 
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As  a  multilayered  protocol,  HL-7  is  de¬ 
signed  for  three  distinct  network  environ¬ 
ments.  For  baseline  nets  that  use  protocols 
that  compare  to  the  lower  three  layers  of 
the  Open  Systems  Interconnection  model 
(like  some  RS-232  networks),  HL-7  makes 
up  for  the  inadequacies  by  providing  pro¬ 
tocols  down  through  OSI’s  transport  layer. 

For  most  sophisticated  networks  with 
reliable  error-checking  capabilities,  such 
as  TCP/IP  networks,  the  standard  provides 
encoding  rules  only  in  protocols  down 
through  the  presentation  layer. 

For  more  advanced  networks,  such  as 
IBM  Systems  Network  Architecture  net¬ 
works  employing  LU  6.2  protocols  or  full- 
fledged  OSI  networks,  HL-7  rides  on  the 
top  layer  as  an  application. 

Rishel  said  vendors  and  health  care  in¬ 
stitutions  agreed  on  this  modular  ap¬ 
proach  so  that  vendors  could  begin  mar¬ 
keting  products  that  support  the  standard 
now,  while  ensuring  that  the  lower  level 
functions  of  the  standard  do  not  become 
obsolete  with  the  full  implementation  of 
the  OSI  model. 

“In  the  environments  of  the  future, 
where  people  will  be  able  to  use  OSI  pre¬ 
sentation  layer  services  routinely,  they’ll 
still  be  able  to  use  our  protocol,”  Rishel 
said.  “And  people  using  it  today  will  have  a 
smooth  transition  to  those  environ¬ 
ments.” 

The  HL-7  committee’s  members  in¬ 
clude  the  Hospital  of  the  University  of 
Pennsylvania,  Case  Western  Reserve  Uni¬ 
versity  of  Cleveland,  Indiana  University 
Medical  Center  in  Indianapolis,  Moses  H. 
Cone  Memorial  Hospital  in  Greensboro, 
N.C.,  AT&T  Bell  Laboratories,  Unisys 
Healthcare  Services  in  Charlotte,  N.C.,  and 
Coopers  &  Lybrand  in  Los  Angeles. 

Samuel  Schultz  II,  associate  executive 
director  for  the  Hospital  of  the  University 
of  Pennsylvania,  is  chairman  of  the  com¬ 
mittee.  □ 
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ages  through  customs.  The  docu¬ 
ments  can  be  transmitted  either 
directly  to  customs  bureau  com¬ 
puters  or  to  a  customs  brokerage 
serving  the  appropriate  port  of 
entry.  This  allows  UPS  to  begin 
the  clearance  process  hours  be¬ 
fore  the  package  arrives  in  the 
distant  country. 

The  network  also  is  designed 
to  let  UPS  employees  and  custom¬ 
ers  track  international  air  pack¬ 
ages  from  the  point  of  exit  in  the 
exporting  country  through  cus¬ 
toms  operations  in  the  importing 
country.  More  than  550,000  in¬ 
ternational  air  packages  are  de¬ 
livered  daily. 

“ISPS  gives  UPS  a  strategic 
edge  in  international  package 
transport,”  said  UPS  Executive 
Vice-President  Kent  Nelson. 

John  Alden,  UPS  senior  vice- 
president  for  business  develop¬ 
ment,  concurred.  “Our  network 
has  led  to  a  great  reduction  in  the 
paperwork  that  could  otherwise 
slow  down  the  delivery  of  a  pack¬ 
age,”  he  said. 

UPS  is  in  the  midst  of  a  $1.4 
billion  five-year  plan,  scheduled 
to  end  in  1991,  to  upgrade  its 
computer  network  to  make  it  the 
transportation  industry’s  most 
advanced  computer  network  op¬ 
eration,  according  to  Francis  Er- 
brick,  UPS’  vice-president  of  in¬ 
formation  services. 

UPS’  main  data  center  in  Pa- 
ramus,  N.J.,  has  three  main¬ 
frames  —  two  IBM  3090-600s 
and  one  IBM  3081  —  running 


IBM’s  DB2  relational  data  base 
management  system.  The  proces¬ 
sors  support  UPS  package-han¬ 
dling  operation  centers  around 
the  world. 

The  operation  centers  are  out¬ 
fitted  with  personal  computers. 
In  locations  with  dozens  of  mi¬ 
crocomputers,  the  personal  com¬ 
puter  traffic  is  typically  concen¬ 
trated  using  IBM  3174  terminal 
controllers.  These  sites  are  usual¬ 
ly  supported  using  a  variety  of 
high-volume  dedicated  lines,  in¬ 
cluding  T-l  circuits  and  X.25 
packet-switched  services,  said 
Jeff  Rakowski,  international  sys¬ 
tems  manager  for  UPS. 

UPS  locations  with  only  a  few 
personal  computers  simply  dial 
into  the  Paramus  mainframes. 
Most  of  the  newly  announced  lo¬ 
cations  in  Europe  and  the  Pacific 
Rim  will  be  supported  with  dial¬ 
up  links  until  demand  warrants 
the  investment  in  controllers. 
However,  Erbrick  said,  in  “some 
of  these  countries,  like  China,  we 
don’t  know  what  they’ll  allow  us 
to  do.” 

Within  two  years,  UPS  plans  to 
support  all  international  sites 
with  X.25  packet  services,  Er¬ 
brick  said. 

How  the  network  works 

When  a  UPS  driver  in  either 
the  U.S.  or  a  foreign  country  picks 
up  an  international  package,  he 
brings  it  to  a  UPS  hub  to  begin  the 
ISPS  application  process.  There, 
invoice  and  customs  information 


attached  to  the  package  by  the 
sender  is  keyed  into  a  personal 
computer  and  uploaded  to  DB2  in 
Paramus.  The  mainframes  com¬ 
pile  information  about  the  pack¬ 
age,  such  as  tariff  requirements, 
and  make  the  information  avail¬ 
able  to  personal  computers  in  the 
UPS  operating  center  serving  the 
destination. 

The  information  is  available 
on  line  to  UPS  operation  centers 
in  some  importing  countries, 
such  as  Canada  and  the  U.S.,  or  it 
can  be  downloaded  to  UPS  per¬ 
sonal  computers  in  other  coun¬ 
tries  at  the  user’s  request. 

Serving  two  functions 

Some  of  the  operation  centers 
abroad  handle  packages  and  dou¬ 
ble  as  customs  brokerage  houses, 
while  others  handle  only  pack¬ 
ages  and  leave  customs  broker¬ 
age  to  third  parties. 

The  operation  center  uses  the 
net  to  get  information  about  the 
volume  and  kinds  of  packages 
coming  in,  to  ready  customs 
clearance  documents  and  to  pre¬ 
pare  for  shipment.  ISPS,  for  ex¬ 
ample,  sends  data  on  importers’ 
clearance  histories  to  UPS  cus¬ 
toms  brokers,  enabling  them  to 
calculate  more  easily  the  tariffs 
for  each  brokerage  transaction 
on  the  same  shipment  type. 

UPS  customs  brokers  or  third- 
party  brokers  manually  present 
the  documents  to  customs  repre¬ 
sentatives,  who  decide  which 
packages  need  to  be  inspected 
and  which  can  be  cleared.  Cus¬ 
toms  representatives  then  give 
this  information  back  to  the  UPS 


broker  representative. 

The  UPS  operation  center 
then  keys  the  updated  package  in¬ 
formation  into  a  personal  com¬ 
puter  and  routes  it  back  to  Param¬ 
us.  Some  of  the  information  is 
used  by  the  operation  center  to 
ensure  that  packages  that  need  to 
be  inspected,  such  as  those  sus¬ 
pected  of  containing  contraband, 
are  set  aside,  while  other  data  is 
used  at  the  UPS  computing  center 
to  generate  customers’  bills. 

In  the  U.S.,  the  process  is  more 
efficient  because  UPS  can  send  in¬ 
formation  about  incoming  pack¬ 
ages  directly  to  U.S.  Customs  Ser¬ 
vice  computers  using  the  Auto¬ 
mated  Brokerage  Interface, 
Erbrick  said. 

When  packages  are  delivered 
overseas,  sorters  unloading  one 
of  UPS’  almost  300  airplanes 
wave  a  scanning  wand  over  bar- 
coded  packages.  Different  beep¬ 
ing  sounds  emitted  by  the  wand 
signal  whether  or  not  a  package 
has  been  cleared  by  customs.  It 
also  sends  a  message  about  the 
package’s  location  and  status  on 
line  to  a  tracking  data  base  in  the 
Paramus  computer  center. 

Customers  can  use  a  toll-free 
800  number  to  inquire  about  the 
location  of  their  packages. 

As  UPS’  international  delivery 
service  grows,  so  will  its  network, 
Erbrick  said.  Currently,  the  inter¬ 
national  delivery  industry  is  in  its 
infancy,  but  UPS  is  planning  to 
move  its  computer  headquarters 
to  larger  facilities  in  Mahwah, 
N.J.,  within  two  years  in  order  to 
keep  pace  with  what  it  expects  to 
be  a  burgeoning  business.  □ 


HJalendar 

Oct.  24-25,  Boston  — 
Electronic  Messaging  ’88. 

Contact:  Electronic  Mail  Asso¬ 
ciation,  1919  Pennsylvania 
Ave.,  N.W.,  Washington,  D.C. 
20006. 

Oct.  24-26,  San  Francis¬ 
co  —  National  Connectiv¬ 
ity  Symposium.  Contact: 
Digital  Consulting,  Inc.,  6 
Windsor  St.,  Andover,  Mass. 
01810. 

Oct.  25-26,  Newport, 
R.I.  —  11th  Annual  New¬ 
port  Conference  on  Fiber 
Optics  Markets.  Contact: 
Kessler  Marketing  Intelli¬ 
gence  Corp.,  America’s  Cup 
Ave.  at  31  Bridge  St.,  Newport, 
R.1. 02840. 

Oct.  25-26,  Huntsville, 
Ala.  —  Second  Interna¬ 
tional  Software  for  Strate¬ 
gic  Systems  Conference. 

Contact:  The  University  of  Al¬ 
abama,  Huntsville,  Ala. 
35899- 

Oct.  25-27,  Cambridge, 
Mass.  —  The  Sixth  Annual 
Seybold  Executive  Forum. 

Contact:  Patricia  Seybold’s  Of¬ 
fice  Computing  Group,  Suite 
612,  148  State  St.,  Boston, 
Mass.  02109- 

Oct.  25-28,  Washington, 
D.C.  —  1988  Federal  Com¬ 
puter  Conference.  Contact: 
Federal  Computer  Confer¬ 
ence,  P.O.  Box  41045,  7315 
Wisconsin  Ave.,  Ninth  Floor, 
Bethesda,  Md.  20814. 

Oct.  30-Nov.  2,  New  Or¬ 
leans  —  NAWGA/IFDA  In¬ 
formation  Technology/ 
Financial  Management 
Conference.  Contact:  Na- 
tional-American  Wholesale 
Grocers’  Association,  201 
Park  Washington  Court,  Falls 
Church,  Va.  22046. 

Oct.  31-Nov.  2,  New 
York  —  Unix  Expo.  Contact. 
National  Expositions  Co.,  Inc., 
15  W.  39th  St.,  New  York,  N.Y. 
10018. 

Oct.  31 -Nov.  2,  Orlando, 
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Oct.  31-Nov.  4,  Chicago 

—  James  Martin  World 
Seminar.  Contact:  Technol¬ 
ogy  Transfer  Institute,  741 
10th  St.,  Santa  Monica,  Calif. 
90402. 
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Now  there's  an  Ethernet  solution  on  unshielded  twisted  pair  that  fully  conforms  to 
existing  802.3  standards  and  gives  you  complete  network  management  capabilities. 

Only  Cabletron  provides  a  three- tiered  management  and  control  scheme  called  REMOTE  LAN  VIEW™  AND 
MANAGEMENT.  It  allows  you  to  statistically  monitor  network  events,  configure  and  reconfigure  your  network  and 
quickly  diagnose  and  isolate  problems. 


The  fully  modular  design  of  our  Multi  Media  Access  Center  provides  unmatched  flexibility  in 
designing  and  installing  your  network,  including  complete  built  in  support  for  FiberOptic,  IBM 
cabling  and  Coaxial  cabling.  It  assures  that  it  will  be  available  and  responsive  to  your  business 
needs.  Expanding  your  network  is  easy  and  can  be  accomplished  without  disruption  to  other 
users. 

And  Cabletron  provides  comprehensive  service  and  support  to  assist  you  at  every  step 
including  planning  and  design, 
installation  management,  startup 
training  and  ongoing 
maintenance. 


Call  or  write  us  today  for  a  demonstration  of  how  Cabletron  Systems  can  meet  your  business  needs. 

I  caBLeTRon 

_ SYsrems.. 
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Manufacturer  of  Network  Products  •  Nationwide  Turnkey  Systems 
P.O.  Box  6257,  E.  Rocheiter,  NH  03867  (603)  332-9400 
Cabletron  Systems,  Ltd. 

Prince  Henry  Houte,  Kingsclere  Park,  Kingsclere,  Newbury 
Berkihire,  England  RG15  8SS  011-44-635-297817 
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